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New Business FOR YOU 
IN HOME MEAT CURING 


A hardware store headquarters for meat curing sup- 
plies? Why not! Hundreds of dealers in farming 
communities are finding the meat curing season a 
time of worthwhile extra profits. 


You have the knives, cleavers, scrapers, sausage 
grinders and other equipment — go all the way 
and make it a complete home butchering department 
by stocking Morton’s Tender-Quick, Sugar-Cure, 
Sausage Seasoning and meat pumps. 


These products are known, and in demand. The 
unit of sale is large and profitable. You'll find, as 
so many live hardware dealers now know, that a : 
home butchering department is a business-getter. 





Write us for helpful information and details of the 
effective dealer help and display material provided 
without cost. 





HOW TO GET THE 
MOST OUT OF ROPE 


If you can’t get new rope, you will 
want to know how to make what you 


have last longer. If you can get rope, 
you have a patriotic obligation to take 
care of it and get every last bit of ser- 
vice from it. In either case you should 
have a copy of “Care Saves Rope.” 
This helpful booklet contains prac- 
tical, rope-conserving suggestions. It 
tells how to rig blocks, how to figure 
sling loads and how to make knots 
and splices. There are a great many 


illustrations, charts and diagrams. 


“Care Saves Rope” is free. Everyone who 
uses or sells rope will want it. Write today 
to the office nearest you. 


SPECIAL FEATURE 
New Strength Chart 


On the inside back cover 
of “Care Saves Rope” is 
an up-to-date chart of 
manila and sisal rope 
strengths. Government 
standards figures are 
shown. 


AMERICAN MANUFACTURING COMPANY 


Noble and West Streets, Brooklyn, New York 


ROPE — TWINE — 
WESTERN FACTORY: 
Sales Offices: 


ST. LOUIS CORDAGE MILLS, 
BOSTON, BALTIMORE, PHILADELPHIA, CHICAGO, NEW ORLEANS, HOUSTON 


OAKUM — PACKING 


ST. LOUIS, MO. 
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CAMILLUS CUTLERY CO. 


1902 — Its 40th Year — 1942 
Factory: Camillus, N. Y. 


poays tritdle lo T3it Wedllace 


Remarks made by Mr. Alfred B. Kastor, 
President of the Camillus Cutlery Company, 
to the Directors of the Company and the Staff 
of the New York office on October 30, 1942 








W cn. in the summer of 1917, | 
_ William D. Wallace —_— realized | would be drafted for ser- 

vice in World War I, | sought the 
services of someone to understudy our then manager, 
Moritz Mayer. 


In October 1917, a young man who was working with 
the Consolidated Edison Company at Astoria, Long Is- 
land, applied for the job. He had a scientific training and 
his personality and approach impressed me. Moreover, he 
had a heritage of character and integrity. On November 
Ist, he started to work—25 years ago. In the interim, 
under his management our plant has flowered until, today, 
we are the leading producers of pocket knives in America. 
We can look back upon this record with pride. There is 
glory enough for all. 


With few exceptions, | have been fortunate in the choice 
of my associates in this business’ So, today, | want to con- 
gratulate you, Bill Wallace, on your record and wish you 
well. | repeat what | told the executives and foremen at 
Camillus a fortnight ago—you have served and given the 
best that was in you to the factory, the employees, the 
village, the community, and have raised a fine family to 
boot. You are an example to the younger people in the 
organization and | hope during the next twenty-five years 
they will relieve you of anxiety and responsibilities as you 
have blazed the path for them. 





Sole Selling Agents— 


KASTOR & BROS., INC. 
founded by Adolph Kastor in 1876 


60 East 42nd Street ——-—New York, N. Y. 


ADOLPH 
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ro EVEREADY" 





Here’s how the recent WPB restrictions on 
flashlights and batteries for civilian use 


affect you: 


WO MORE 
GVERLADY” 
FLASHILIGH TS 


Effective Nov. 1, 1942, we are no 
longer permitted to produce flash- 
light cases for civilian use—only 
for the Army, Navy, War Ship- 
ping Administration and the Lend- 
Lease Account. 

We regret to say that this re- 
striction automatically cancels our 
plans to supply you with flash- 
light cases made chiefly of fibre, 
plastics and other less critical ma- 
terials. 


A LIMITED QUANTITY 
OF EVEREADY” 
FLASHLIGHT 

BATTERIES 


The number of “Eveready” flashlight batteries 
available for civilian use has been drastically re- 
duced. The entire balance of our production is 
needed to help supply the fighting forces of the 
United Nations. 
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WO MORE 
PORTABLE 
1WEL KAQLO 
BATTERIES 


The armed services, particu- 
larly the U. S. Signal Corps, 
have found so many important uses for our radio 
batteries they are taking-every one we can make. 
This includes, of course, the popular “Eveready” 
““Mini-Max” battery as well as the other portable 
types. They’re used in the portable telephone sets 
called ‘‘walkie-talkies.” 





A LIMITED QUANTITY 
= OF 

“FARM 

TYPES 


Production of this entire 
line has been severely cut. From now on we will 
concentrate on the more popular types. 





While there has been some reduction in the 
number of “Eveready” No. 6 Dry Cells we 
are permitted to make, we hope to supply 
enough of these batteries to fill essential ci- 
vilian needs. 
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The Screen may go... in ’43 


This message is also being published in TIME MAGAZINE, December 7th, 
to broadcast the facts to millions. 


“Mosquitos and flies are the insect carriers of malaria, 
typhoid, dysentery and many intestinal disorders of babies 


U. S. Public Health Service 


and small children.” 


7 + * 


These vicious, tormenting ‘‘ Nazis” can put a war- 
worker just as much “out” as when wounded by 
Axis bullets. Yet next year, with America seriously 
short of physicians, there may be no screen pro- 
tection available for war-workers, their families 
and babies. 

In 1942 civilian production of wire screen had to 
be restricted. The limited supply went largely to 
protect our armed forces here and in the tropics, 
and for war housing projects. Our country needed 
all remaining metal for weapons. As a result, 
1942’s unfilled needs for war-worker’s homes, and 


to screen out filth and contagion from dairies and 
food establishments will add to the 1943 shortage 
for military as well as civilian use. 


When the 1943 season of flies and mosquitos 


arrives, it will then be too late to produce the wire, 


weave the screen and distribute it. Plans must be 
made months ahead. 


But if war conditions eliminate screen protection 
for next year for those at the front and for those 
of us here at home, we ask America to understand 
and bear with us. 
* * * 

Although our intensive research continues, mefal screen 
cloth remains today the only inexpensive, practical protec- 
tion against disease-laden mosquitos and flies. In normal 
years the metal needed for screen protection approximates 


7 ounces per capita. 


Published in the interest of a national understanding of this public health problem, by 
AMERICAN WIRE FABRICS CORPORATION 


WICKWIRE SPENCER STEEL COMPANY 


500 Fifth Avenue, New York : . Reprints or enlargements free on request. 


NCER STEEL COMPANY 


Subsidiary of 


YR 942, WICKWIRE SP 
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We have lived 


In this our 50th Anniversary year we are 
proud that the knowledge and skill gained 
through constant devotion to precision 
manufacture has found its greatest use- 
fulness in the service of our country. Fifty 
years of knowledge crowded into 12 months 
of production. 

In 1941 we converted part of our plant 
into the manufacture of war goods. When 
Pearl Harbor was attacked deliveries were 


already being made. After the first shot — 


IN TIME OF PEACE 
Vacuum Cleaners 
Electric Floor Polishers 
Smoothcut Can Openers 





years 


in a matter of weeks — we had swung our 
entire facilities into “all-out” war produc- 
tion. These facilities have been expanded 
with utmost speed! 

Every change was completed without 
loss of production momentum. Today we 
are ahead of schedule! During 1942 the 
Army and Navy, in recognition of our de- 
votion to duty, conferred upon us the cov- 
eted “E” Award. We accept this challenge 


to redouble our efforts. 


IN TIME OF WAR 
Matériel for the armed 
forces — for Victory 

and for permanent peace 


a> 
Rin THE REGINA CORPORATION - RAHWAY, NEW JERSEY 


in the last twelve months! 
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Tavern Shops 


MAKE FLOOR SPACE WORK HARDER 








TAVERN SHOP They help sell these developments 
of Socony-Vacuum Laboratories 


‘Biace : B W that are Nationally Advertised, 
Lia aia | 1B Public Accepted, Priced to Please. 


— merchandisers will be quick to see the 
importance of these Tavern Shops. They dis- 
play the complete line . .. Tavern Home Products 
and Bug-a-boo Spray and Moth Crystals...to their 
best advantage. 

Wherever Tavern Home Products are featured, 
housewives have tried them, liked them, and come 
back for more. They offer you fine opportunities for 
fi increased sales and profits. 

AIDS TO EASY HOUSEKEEPING Write nearest 
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' TAVERN SHOP No. 3 





SOCONY-VACUUM 





Constructed of knotty pine, 
stained and waxed, illuminated. Every Tavern Home 
Tavern Shops are available in Seadet Gusiies 
several designs. Ask your the Slen th 
Socony-Vacuum representative > ign the 
about them. Nation Knows 




















TAVERN HOME PRODUCTS 


NON-RUB 
FLOOR Wax. PASTE Wax . LIQUID Wax. WINDOW CLEANER 


CLEANER. . j 
RUG CLEANER * FURNITURE GLOSS + LUSTRE CLOTH - PARASEAL TAVERN CANDLES - Paint 


WAX + ELECTRIC MOTOR OW 
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AMERICA is buttoning up its overcoat for o 
bitter winter. Because more oil is needed for 
fighting in Africa, less oil will be used for home 
heating in the United States. As millions of peo- 
} ple become heat-conscious, sales and REPEAT 
SALES of CHIMNEY SWEEP are skyrocketing from 
coast to coast. 
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- CHIMNEY SWEEP soves fuel, saves money. -—s i. er ao Coast. “Hecares|- | 
Sprinkled over a hot coal, oil or gas fire, it quickly ls a, tein ome — between * eon; 
removes soot and scale from firebox to chimney i sage — gne the mount Paet| 

“ “ top. Absolutely SAFE and non-explosive. Regular —, Henderson ‘ant — Tu- | 

is- ommunity wil] criticize a | 


use prevents chimney fires. If you do not yet 
cts 
sell CHIMNEY SWEEP, call your Jobber at once. 














sd If you do stock it, make good use of the free window streamers, 
counter cards and circulars furnished you. CHIMNEY SWEEP 
ed, literally sells on sight—at a liberal margin of profit. 
ne . 
for 
& This is what you get: , 
i 1 doz. trial size 12 oz. cans—retail value $3.48 
2. 1/2 doz. Standard size 48 oz. cans—retail value ’ 6.00 
e Cerne 
| Tota! Retail Value . 9. 48 
3. FREE Window Streamers, Counter Dis- | YOUR PRICE ONLY 












play Cards and Circular $ 
Reorders from open stock, packed as follows: & 
48 oz. cans packed 1 doz. to carton 
al 


12 oz. cans packed 2 doz. to carton 





NOTE: Do not confuse CHIMNEY SWEEP with any obscure local product. 
CHIMNEY SWEEP is the only nationally merchandised and advertised 
product of its kind. Shipments are still reasonably prompt. Make it a 
point to consult your Jobber today—or write direct. 
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How fo protect topsoil, 
store rain, get larger crops 


This question is now being asked about virtually every 
activity in America: ‘‘Will it help to win the war?” 
This is as it should be. Everything we have, or ever 
hope to have, depends upon winning the war. 

Farming—the production of food for ourselves and 
our allies—is a key factor in winning the war. Anything 
that contributes to more efficient farming—to the 
production of more food—is worthwhile. 

Soil-conservation farming methods have, in the past, 
proved their worth . . . in protecting soil from erosion, 
in holding rain water in the ground to increase crop 
growth, in simplifying and lightening the burden of 
farming. 

Your Land, Bethlehem’s handbook on soil-con- 





servation farming, gives full, authoritative details on 
cover cropping, terrace building, strip cropping, gully- 
healing, contour planting, dryland farming, diver- 
sion ditching, and many other tested-and-proved 
methods of scientific crop production. 

Your Land tells how to get the most food out of 
the soil, now, when it’s so greatly needed. Your 
Land tells how to protect the soil, how to keep it from 
washing away or blowing away, so that later, when the 
war is over, there won’t be millions of acres of land out 
of production—victims of wind and water erosion 
brought on by intensive emergency farming. 

Write to Bethlehem Steel Company, Bethlehem, 
Pa., for a free sample copy of Your Land, look it over, 
and then tell us how many free copies you can dis- 
tribute to real advantage in your community. There 
is no cost or obligation involved in this offer. 
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How fo get best service from 
machines, tools, buildings 


Now that the production of many forms of steel as 
well as other materials commonly used on the farm 
has been stopped, it is vitally important to get the 
utmost service from equipment already available. 

Tools must be properly sharpened, and protected 
against injuries which would render them useless. 
Fence should be properly erected and kept in full 
repair. Roofs of steel should be protected against 
premature damage from rusting. Farm machines of 
all kinds should be overhauled and checked to make 
sure that no avoidable harm comes to them. 

Handy Repair Hints for Farm Use, a 48-page 
handbook, gives helpful information to farmers on these 
subjects, plus additional pages of information such 





NYS 


as tips on farm blacksmithing, pipe fitting, harness 
repairing, saw fitting, soldering and tool grinding. 
Handy Repair Hints is not a new publication. 
Thousands of farmers have found it helpful. However, 
in the present emergency, we feel that this handbook 
has a far greater value than ever before. We in- 
vite you to write to Beth- 

lehem Steel Company, 

Bethlehem, Pa., for a 

sample copy of Handy 

Repair Hints for Farm 

Use. Look it over, then tell 

us how many copies you 

can distribute to advan- 

tage in your community. 

There is no cost or obliga- 

tion involved. 














IT’S PATRIOTIC 


to push thermometers this winter! 


How can your customers conserve fuel without a good ther- 
mometer to keep home temperatures regulated? The answer is, 
they can’t—and that’s why we’ve prepared this “Silent Salesman” 
(in either easel or sticker form) to help you sell Taylor House- 
hold Thermometers. We’ve stopped making ’em for the duration. 
But most wholesalers still have ample stocks on hand. So get 
your order in now. And be sure to write to us for the “Conserve 
Your Fuel” sticker or easel! Taylor Instrument Companies, 
Rochester, N. Y., and Toronto, Canada. 
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Taylor Thermometers 
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‘Taylor Instruments 


(AND THAT MEANS TAYLOR) MEAN 


ern ging ACCURACY FIRST 


them with this timely sign 


shown above, 6” x 8”, avail- : 
able in sticker or easel form. 
KEEP ON BUYING U. S. WAR BONDS AND STAMPS 4 


12 HARDWARE AGE 











ri 


ther- 
yer is, 
man” 
[ouse- 
ation. 
O get 
serve 
anies, 





GE 


IQALZAZ AL) 
(HAIN 


is serving on all 
battle fronts 


Chain is used in the pro- 
duction of planes, ships, 
tanks, trucks and guns. Full 
capacity production of Cleve- 
land Chain for these war 
_ requirements is going for- 
' ward without interruption. 





WE HAVE COME A LONG WAY SINCE PEARL HARBOR! 


The power of American Industry is fast bearing down upon the enemies of justice and 
humanity. Your loyal support of the war program is helping put more weapons into the 
hands of our boys who are doing the fighting. If your orders are for war production we 
will do our best to serve you. 


BUY U. S. WAR SAVINGS BONDS AND STAMPS 


3AN FRANCISCO, CALIF 
ANGELES, CALIF 


ROUND CALIFORNIA CHAIN CORP., LTD 
ROUND CALIFORNIA CHAIN CORP, LTD.. LO 


[he 


Cleveland (hain & YG. C0. Cleveland, Ohio 


s THE ! SPORT CHAIN & MFG. CO, BRIDGEPORT, COD 
SEATTI CHAIN & MFG C¢ SEATTLE, WASH 
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Here are the 





In order to avoid tying up critical metals in stocks 
of slow-moving numbers, and to conserve produc- 
tion time in saw factories, the War Production 
Board has issued rulings which simplify and stand- 
ardize items in the Hardware Division of the entire 
saw industry. 


These rulings make it necessary for us to con- 
fine our production to the standard items listed on 


HAND SAWS—Regular width 
*No. 51—20” 
*No. 51—22” 
*No. 51—24’ 
*No. 51—26”" 


10 point. 

8, 10 point. 

8, 10 point. 

7, 8, 10, 11 point, 5% point Rip. 


HAND SAWS—Ship point 
*No. 65—26" 7, 8, 10 11 point, 514 point Rip. 
*No. 65—21”" 8, 10 point. 
*No. 2000—26”" 7, 8, 10, 11 point, 514 point Rip. 
*No. 54—26” 7, 8, 10, 11 point, 5!% point Rip. 
No. 58—26" 
No. 58—20" 
No. 59—26" 
No. 59—20”" 10 point. 
No. S2—26” 8 point only. 
No. S3—26" 8 point, 5! point Rip. 
No. S3—20" 10 point only. 


3, 10 point, 5! point Rip. 


10 point. 
8, 10 point, 5'4 point Rip. 


MITRE BOX SAWS 
*No. 1—26” 4” under back. 
*No. 1—28" 5” under back. 
*No. 1—30" 6” under back. 


BACK SAWS 
*No. 2—12” Width under back, maximum 274’. 
*No. 2—16” Width under back, maximum 3! 4". 
No. 3—10” 2” under back. 
No. 3—12” 234” under back. 


COMPASS SAWS 
*No. 2—12” only 8 point. 
*No. 10—12” only 8 point. 
*No. 9—12” only 9 point. 
No. 8—12” only 8 point. 


We can make a metal cut- 

Ning Compass Saw Blade to 
be used in the interchange- 
able handle, 12”. 





Under STANDARDIZATION-— 


these pages (effective October 18, 1942). The rul- 
ings provide for the completion of discontinued 
items already in process, if completed by December 
18, 1942...and also permit the sale of discontinued 
items until manufacturers’ stocks are exhausted. 
The list given here shows the numbers we are per- 
mitted to make. Jt is complete up to the time of 
writing, but it is naturally subject to change. 


KEYHOLE SAWS 
No. 5—10” 10 point. 
*No. 6—10” 10 point. 


NEST OF SAWS 


*No. 1—Combination of: 
10” Keyhole Blade, 10 point. 
12” Compass Blade, 8 point. 
16” Pruning Blade, 8 point. 
*No. 3—Combination of: 
10” Keyhole Blade, 10 point. 
12” Compass Blade, 8 point. 
18” Nail Blade, 15 point. 


COPING SAWS—No. 50 and No. 100. 
CABLE SAW—*No. 24. 
DOCKING SAW—No. 590—21” and 30”. Wood handle only. 


PLUMBERS SAW 
*No. 23—11" 54 point Rip, other side 8 point Cutoff. 


FLOORING SAW—*No. 100—18” 10 point. 
PATTERN MAKER SAW—*No. 26—7!4" 11 point. 
STAIRBUILDER SAW—*No. 27—8" 10 point. 
DEHORNING SAW—*No. 3—914" 12 point. 
PLASTERERS SAW—No. 20—28" 3 point. 
KITCHEN SAW—No. 88—12", 11” 
PORK PACKERS SAW—*No. 1—16", 18” 11 point. 


13 point. 


BUTCHER SAWS 
*No. 16—24” and 26” 11 point. 
No. 77—18", 22”, 24” 11 point. 


BEEF SPLITTER SAWS—*No. 103—30" 9 point. 


& Sy E. Cc. ATK I NS fs AN D- 
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the DURATION 


 rul- WEB SAW—*No. 100—14” length only. 
nued MINER'S SAW 
*No. 595—30" and 36” length. (Wood handle only). 
nber 
DOVETAIL SAW—*No. 25—10" only, 17 point. 
nued 
sted PRUNING SAWS 
sted. eo “a eer 
*No. 20—11" 7 point. 
per- *No. 120—11" 8 point. 
ie of ‘No. 23—1 ” 14 point. 
*No. 18—12’ 
*No. 12—18" 8 point and 6 point other side. 
No. 2—18" 8 point one side, Lightening other side. 
*No. 3—18" 8 point one side, Lightening other side. 
No. 40—20” and 21”. 
*No. 41—26” 6 point. 
No. l1-—-l4” 8 point. 
*No. 16—16" 8% point. 
*No. 521—20" 6 point. 


WOOD SAW FRAMES—No. 600, No. B-100, No. C-100. 


WOOD SAW BLADES 


No. 45—1414" 5 point.. 
No. 47 

No. B-100 

No. C-100—1!5" 5 point. 


PULPWOOD FRAMES—No. 2 and No. 3. 
PULPWOOD BLADES 


*No. 


*No. 


*No. 
. 157—30", 42”, 48”. 


*No 


54—30”, 42”, 48”. 
154—30", 42”, 48”. 
57—30", 42”, 48”. } 


CROSSCUT SAWS—SILVER STEEL—Wide and Medium Width 


*No. 4—5', 514’, 6’, 614’, 7’—14-gauge at Tooth Edge. 
*No. 5—5',5149’, 6—1 l-gauge at Tooth Edge. 

*No. 553—5’, 514’, 6’, 614’—141-gauge at Tooth Edge. 
‘No. 9—114',5',5 , 3’, 6’—11-gauge at Tooth Edge. 
*No. 550—5’, 514’, 6’, 6! 6’—14-gauge at Tooth Edge. 
*No. 55—5', 514’, 6’, 614’—14-gauge at Tooth Edge. 


SPECIAL STEEL 


No. 
No. 
No. 
No. 
No. 
No. 


224—114', 5’, 514’, 6’—14-gauge at Tooth Edge. 
228—5’, 5! 4) 6’, 614’—11-gauge at Tooth Edge. 
226—5’, 515’, 6’, 614’, 7’—11-gauge at Tooth Edge. 
225—5', 514’, 6’—11-gauge at Tooth Edge. 

223 —5’', 515’, 6’, 614’, 7’—11-gauge at Tooth Edge. 
33214—5', 514’, 6’—14-gauge at Tooth Edge. 


*Silver Steel Saws 


Cc 


DECEMBER 10, 


OMPANY -: 


1942 


Now Being Made 


CROSSCUT SAWS (Continued) 
POPULAR PRICE 
No. 055—5’, 5! i. 
No. 032144—5’, 5! 
HOLLOW BACK 
No. 379—5’, 5! 2 , 6’—11-gauge at Tooth Edge. 
No. 079—5’, 514’, 6’—11-gauge at Tooth Edge. 


, 6’, 614’, 7’—14-gauge at Tooth Edge. 
5’, 6’ —14-gauge at Tooth Edge. 


No. 388—5’, 514’, 6’—11-gauge at Tooth Edge. 
No. 086—5', 514 ’ 6’—11-gauge at Tooth Edge. 


ONE MAN > 
3/, 310’, 4’—16-gauge at Tooth 

No. 390—3’, 314’, 4’, 4! ‘es Edge. 
114’—15-gauge at Tooth Edge. 
, 4’—16-gauge at Tooth 


No. 090—-3’, 314’, 4’, 414’ : 
6’ —15-gauge at Tooth Edge. 


No. 392—3’, 314’, 4’, 414’ Bdue. 
6’ —15-gauge at Tooth Edge. 
3,2 1’—16-gauge at Tooth 
— 
114’—15-gauge at Tooth Edge. 


No. 092—3’, 314’, 4’, 414’ 


ots 5’ A’ —16-gauge at Tooth 

s 

\ 

PACIFIC COAST 

*No. pes ¢, 614’, 7’—13-gauge at Tooth Kdge. 

*No. 52—514’, 6’, 61 6', 7, TM’, 8’, 10'—13-gauge at 
1 cat h-Edge. 

*No. 501—5 14’, 6’, 614’—14-gauge at Tooth Edge. 


No. 027—5’, 6. 616’, 7’—14-gauge at Tooth Edge. 
No. 028—514’, 6’, 6! 5’, T’—14-gauge at Tooth Edge. 


HAND ICE SAWS—No. 1—26’ Straigh} Back, Hardwood Handle. 


POND ICE SAWS—No. 4—5'5"x7"—I1 gauge. 








ATKINS 
SAws 


SAW TOOLS 
MACHINE | 7 
KN VES |: 
ond FILES i; 


Use this Listing 
in Connection with your 


ATKINS CATALOG 


While we still have limited quanti- 
ties of certain discontinued items 
available, we urge you to confine 
orders to the items on these pages 
in the interest of getting the best 
possible service under today’s con- 
ditions. 





INDIANAPOLIS-IND. 
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FOR FURNITURE - WOODWORK 
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There's big profits for you in 
the household market. Tap them 
with this amazing new Simoniz! 


















Thirty millions of families to sell. 
All proud of their homes. All 
looking for a better way to keep 
them looking their ‘‘best’’. Dis- 
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play .. . Household Simoniz sells 





Merch Weed itself. You are going to have a 


lot of calls for it. Order now! 






SELLS RETAIL 


at 75: 


(Packed 12 to carton) 


FRE Get one of these beautiful 
displays. Lets your customers 
know you have Household Simoniz 


COLOR RECOMMENDATIONS 
MAHOGANY —also for cherry, redwood 
OAK—also for dark mahogany, ebony 
MAPLE—also for light oak, birch, pine 


NEUTRAL — for bleached and light woods THE SIMONIZ COMPANY. ss CHICAGO. U. Ss. A. 
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Be among the first to have 
Household Simoniz! 
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and a word of “thanks” to our RAY-0-VAC customers 


With this seasonal greeting goes our appreciation for the 
patience you have shown under these trying wartime 
conditions. We have done our best to meet your require- 
ments, and shall continue to do so; but the needs of our 
armed forces must come first until the war is won. 

‘For the duration, our entire production of sealed-in-steel 
Ray-O-Vac Leakproof batteries is limited to military uses. 
All facilities not required for this purpose will be used to 
supply you with Ray-O-Vac civilian batteries, no longer 


sealed-in-steel but still built to Ray-O-Vac quality standards. 





RAY-O-VAC COMPANY, Madison, Wisconsin 
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National 


Not only has this trade symbol, 
the National flag, served the build- 
ing trades faithfully for years and 
years, but it serves Uncle Sam now 


in the war-production program. 
* 


No greater endorsement of a prod- 
uct can be hoped for than accept- 
ance by the government, whose 
specifications and performance 
requirements are very exacting 
to meet conditions more strenu- 
ous than during peacetime. 

* 
This present emergency has en- 
abled us to display even greater 
ingenuity and ability to improve 
our already famous line. New 
materials, new finishes and im- 
proved production methods will 
reward dealers and consumers in 
the post-war period for their patri- 
otic indulgence during these days 
of curtailments and priorities. 

* 
Many dealers are receiving a gen- 
erous share of defense housing 
and authorized construction busi- 
ness by making use of the priority 
rating forms provided for secur- 
ing builders’ hardware. 


We solicit your inquiries, which will receive our earnest consideration and attention to the fullest extent of our limitations 


NATIONAL MANUFACTURING COMPANY fino 
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BOLTS FOR WOOD CONSTRUCTION THAT 


YOU'LL 


@ Your customers already know about the tremendous 
requirements of war industries for steel in all its forms— 
and the fact that very little steel will reach their hands in 
the shape of new products and motor cars “for the dura- 
tion.” They also know that they must “keep what they 
have in repair,” and this necessity will draw upon your 
bolt stocks. For new construction of any kind for which 
materials are available, wood is recommended, and that 
is probably all that your customers can get. For this 


ie a 


C OT?ts & 5S 


eed ror YOUR CUSTOMERS 


reason your stocks of bolts for wood construction should 
be maintained as complete as possible for the conven- 
ience of your customers. Under Government restrictions 
we can make and ship your jobber a limited quantity of 
certain types of bolt and nut products and of course 
among these are standard bolts for wood construction. 
e 
THE LAMSON & SESSIONS COMPANY « 1971 West 85th Street + Cleveland, Ohio 


Plants at Cleveland and Kent, Ohio; Chicago and Birmingham 


LAMSON & SESSIONS 


CA? SC HE WS 


Ask your Jobber for the Lamson Line 

















Day and night, 3-mile- 







a-minute AIR EXPRESS 


is saving precious 







time here on the home 


front flying vital war 






aves I: ~ supplies, to help keep 


ae 
: sj waren vi EW 
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the wheels of produc- 









tion turning at high- 





est speed. —— 


You do not need a priority to ship 
by AiR EXPRESS, but if you have war 
production shipments requiring pri- 
orities, they will be granted. Phone 
Railway Express Agency, AIR EXPRESS 
DIVISION, or any air line. 










By supplying each purchaser of a Myers water system 
with a practical, workable manual on the care and main- 
tenance of his Myers system, Myers dealers have always 
been able to safe-guard their profits, keep customers sat- 
isfied and confine their service calls to making profitable 
repair part sales. Thanks to Myers simplicity of design 
and accessibility —and these helpful manuals — Myers 
owners can make their own minor repairs and adijust- 
ments, eliminating service calls that needlessly consume 
time and wear out tires and actually cost the dealer money. 
Be sure all your water system customers have the correct 
Myers manuals for their particular systems. Copies of any 
of these manuals will be gladly sent you free for your 
customers. 


* *& k& %*& MYERS “HANDY REPAIR KIT” 
for all Myers Plunger type shallow 
well pumps and water systems. 


A Profit Item. It's complete including 
cup leathers, gaskets, valve springs, 
and similar minor parts likely to be 
needed from time to time. Most owners 
-/ can handle these simple repairs them- 
selves. Write us for full information. 





NOwW IN ITS 16' YEAR 


TET EMS EO. yp, EXPRESS 


Get Behind War Ta eis. 
Bond dale oa waren Nee Ss 


ron — RAILWAY EXPRESS 
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MASTER LOCK COMPANY 
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WAKE UP 






WIND MILLS 


RIVING down the road, you can see what's 
strangling our farm water supply. Crippled 
windmills—twisted vanes and disabled wheels. 
Count them in your community. One South 
Dakota storm alone put 590 out of commission 
this year. 














A new Monitor windmill head can be attached to 
any tower, can start the farm heart beating again. 
Milk is 87% water, eggs and meat are over 
. half water—truly Victory flows from farm wells. 
Why not play Paul Revere — wake up these 
sleepyheads — check up on every farm well in 
your vicinity? Give your nearest Baker branch 
a ring and ask how it can be done. 







Su xeré i VANE 
SL POV 433 WINDMILLS 
Pe PUMPS DISTRIBUTED BY a : 
wINDMitt BAKER MFG. CO.: Minneapolis, Minn.; Wis.; 
Pp) acKks ° Fort Dodge, !a.; Cedar Rapids, loa.; Fredericksburg, 
2 PUM la.; Omaha, Neb.; Kansas City, Mo.; Enid, Okla.; 
no PUM es Hutchinson, Kan.; Brandon, Manitoba, Canada. 
es AXTELL CO.: Fort Worth, Texas; Amarillo, Texas; 
Lubbock, Texas; San Angelo, Texas. 


BAKER MFG. CO., EVANSVILLE, WIS. 
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DIAMOND 


TOOLS at the FRONT 


The precision and quality of 
Diamond tools is now success- 
fully meeting the severe tests 
of military duty on our far- 
flung battle fronts — Peace- 
time tools are now tools for 
Victory. 





DIAMOND CALK HORSESHOE CO. 
4622 Grand Ave. _— Duluth, Minn. 
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No. 1 “GLIDE "HANGER and TRAC 


HANGER ATTACHED NOTE REINFORCEMENT 
OF HANGER 


TO INSIDE OF DOOR 


Hangers and track may soon get the “‘go signal’ for essential 

civilian use. Farmers may be permitted to use them on buildings 

to protect vital machinery and crops. Get acquainted now with 

“Glide”. 

® Glide Hangers have large 3-inch wheels, steel roller bearings 
and greased at the factory for a lifetime of service. 


® Glide Track is a combined watershed track and cover in one 
piece, with patented telescoping joints. No brackets required 
to fasten it to the building. 


Alert dealers will be prepared to offer ‘‘Glide’’ Hangers and Track 
to their customers immediately after the present emergency. Com- 
plete information and prices gladly furnished on request. 


FRANTZ 
MANUFACTURING CO. 


STERLING, ILLINOIS 


FRANTZ 


Geuararitecd BUILDWARE 
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MONARCH RANGE! 
wag mig 











To America’s war-worker millions — nothing is so 
important as healthful, nourishing food ... good, 
home cooking. Hard-working men—as well as hard- 
fighting men — “travel on their stomachs.” Food 
keeps the wheels of our war industry turning. 


MONARCH Ranges are doing their bit. Every Mon- 
arch Range, as a source for healthful cooking, is a 
vital tool of war. Therefore, to the best of your 
ability, and with all the cooperation we can give you 
from the factory, see that every Monarch Range in 
your community is kept in good, operating condition, 
lOrder Repairs When Necessary From Factory} 


MALLEABLE IRON RANGE CO. 
Seaver Dam, Wisconsin 
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COOPERATING WITH 


GOVERNMENT WAR AIMS 


BY 
LASTING LOMGER 


YES! . . . millions of shovels, 
spades and scoops of WOOD'S 
six famous brands are now 
doing their bit in our war effort 
by lasting longer to conserve 
vitally needed metal. 


WHY? .. . because Wood Shov- 
els, spades and scoops are just 
naturally made that way. 
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=1 AND TOOL 
THE : fF COMPANY 
PIQUA, OHIO 


A NATIONAL ORGANIZATION SPECIALIZING EXCLUSIVELY IN SHOVELS, SPADES AND SCOOPS 
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The Steel I-Beam WOOD HAS PIONEERED IN THE 


’® Rs Reinforsoment Y MODERNIZATION AND IMPROVEMENT 
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OF MAN’S MOST USEFUL HAND TOOLS 


1911—Heat-treated Shovels, Spades and Scoops 
1920— Molybdenum Steel Shovels, Spades and Scoops* 
1921—Moly ‘‘Split-D’’ Handles* 

1922—Turned Steps on Plain Backs 
1931—Aluminum Shovels and Scoops* 

1932—Rolled Shoulders on Hollow Backs 
1934—‘“‘Closed-back’’ Shovels* | 
1938—Printing on Blades 

1939—Steel 1-Beam Handle Reinforcement* 
*Exclusive with Wood 
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Save Big Things 


Right fittings and attachments get more efficient use from chains and save 
many tons of metal in extra links. 

American Chain Division of Acco has kept its fittings and attachments 
abreast of modern design in welded and weldless chains of all sizes for all pur- 
poses. Shown above are a few of the many S-hooks, toggles and special attach- 
ments, all of which save time, money and material. We believe we provide the 
most complete assortment, and every day our chain fittings are selected by 
an increasing number of inventors, engineers, designers, shop foremen and 
others who want more speed and less waste. 

Our cotter pins are also in great demand—both the Campbell type and the 
conventional Acco type. We draw our own wire and are very particular that 
sizes are uniform. Shanks are perfectly parallel and close all the way to the 
shoulder. Easy to insert—tumbled clean—packed in substantial boxes that 
are plainly labeled and numbered. Yes—these cotter pins are another example 
of little things that save big things from premature wearing out. 

For the convenience of hardware dealers we recommend the Winner S-hook 
assortment, each box containing 100 hooks of fifteen popular styles and sizes. 
Ask your American Chain wholesaler about this, and also about Campbell 
and Acco Cotter Pins. 

AMERICAN CHAIN DIVISION 


York, Pa., Boston, Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia,, Pittsburgh, San Francisco 









AMERICAN CHAIN & CABLE COMPANY, Inc. 


BRIDGEPORT * CONNECTICUT 





fr _ESSENTIAL PRODUCTS... AMERICAN CABLE Wire Rope, TRU-STOP Emergency Brakes, TRU-LAY Control Cables, AMERICAN Chain, 
WEED Tire Chains, ACCO Malleable fron Castings, CAMPBELL Cutting Machines, FORD Hoists and Trolleys, HAZARD Wire Rope, 
Yacht Rigging, Aircraft Control Cables, MANLEY Auto Service Equipment, OWEN Springs, PAGE Fence, Shaped Wire, Welding Wire, 
READING-PRATT & CADY Valves, READING Electric Steel Castings, WRIGHT Hoists, Cranes, Presses... In Business for Your Safety 
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Current War News 
Is Encouraging— 
But:— 


For some weeks the war 
news has been highly encour- 
aging. The turning point may 
actually have arrived. The 
United States and her allies 
have definitely taken the offen- 
sive. The military progress to 
date promises further early 
gains toward our ultimate vic- 
tory. But, says Washington, 
and very properly so, we must 
not get over-optimistic, over- 
confident nor assume that the 
end is in sight. Our enemies 
are still strong. They continue 
to hold a tremendous part of 
the world’s inhabited area with 
much in the way of natural 
resources and producing facil- 
ities at their disposal. The war 
is progressing favorably for 
our side but we cannot lessen 
our efforts to hold our gains 
and push further toward the 
successful conclusion to which 
we have pledged our all. Hard- 
ware distributors should not 
conclude that current military 
gains presage an early release 
of more critical materials for 
manufacturing civilian goods 
which have become increasing- 
ly scarce in recent months. 
Such is not the case judging 
from the best information we 
can gather from official 
sources. The war still promises 
to be of long duration requir- 
ing many more _ sacrifices 
which may severely hit the 
hardware business. To this 
philosophy and program we 
must gear our operations, 
watching most carefully all de- 
tails of good management. If, 
happily, the war ends sooner 
than official predictions now 
indicate our hardware business 
will be stronger for the post- 
war rehabilitation task because 
of precautions taken at this 
time. Only soundly managed 
businesses will survive the or- 
deal and be in shape for the 
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good business that should im- 
mediately follow the cessation 
of hostilities. 


“Retail Frills to Be 
Eliminated” :— 

For some weeks we have 
been reading that OPA wants 
the retail stores of America to 
“eliminate the frills” and to 
“streamline their store ser- 
vices,” ete. Specifically, these 
“frills” are identified as ap- 
proval sales, unlimited return 
privileges, lay-aways, special 
promotions, elaborate gift 
wrappings, reversed telephone 
toll call services and too exten- 
sive deliveries systems. Broad- 
ly speaking, these “frills” (if 
such they be) are the “plus” 
services common to larger 
stores in larger population 
areas, notably department 
stores. They are not typical of 
the normal operating practices 
of most retail hardware stores 
nor of many retail groups 
made up essentially of busi- 
nesses with modest average an- 
nual volume. Here again OPA 
thinking seems channeled se- 
verely along lines of large 
store methods and facilities. 
This adds further confusion to 
the thinking of many thousands 





of smaller retailers who won- 
der what “frills” they have 
which might be curtailed to 
help win the war. As these mer- 
chants look over the items to be 
eliminated as “frills,” most of 
them will wish the elimination 
could be made permanent as 
some of these practices have 
long been competitive advan- 
tages enjoyed primarily by the 
larger stores in the nearest 
larger towns. On the merits 
of OPA’s obvious big store 
thinking, it may be true that in 
the proposed streamlining of 
larger stores a proper first step 
is taken. Perhaps this program 
will give more quickly a rela- 
tively important conservation 
of manpower; materials and 
transportation—all of which is 
vital. But, as announced to 
date, most of the proposed 
“elimination of retail frills” 
hardly hits the retail hardware 
store at all for it has not been 
generally a “frilly” business. 
It has been built on rendering 
essential services and merchan- 
dise to homes, factories and 
local government agencies, 
contributing vitally to the de- 
velopment of our American 
high standards of living and 
our basic American way of 
life. This service has been 
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characteristic of the retail 
hardware function from the 
earliest pioneer days, a service 
for which modest profit has 
been realized. It is definitely 
not in the “frill” class and 
probably never will be. 


“Quartermaster to 
the American 
Home” :— 


Apropos of these thoughts 
en the essential qualities inher- 
ent in the operation of a retail 
hardware store, is the current 
consumer advertising of The 
American Brass Co., which 
heads a recent advertising mes- 
sage “Quartermaster to the 
American Home.” The copy 
goes on to say, in part: 

“How could any of us get 
along without the services of 
the corner hardware 
supplier of a thousand-and-one 
necessities for our households? 


dealer- 


“Today he is working under 
difficulties. Much of his useful 
stock in trade 
screws to bronze scicen wire 
military 
tremendous 


from brass 
must be diverted to 
production. For 
quantities of copper and brass 
are needed to help win this 
war——for ammuni- 
. . . for ship- 
building and for the electrifica- 


producing 
tion, tanks, planes 


tion of war-essential industries. 

“In the meantime, your hard- 
ware dealer is devoting his best 
efforts to serving you . . . sug- 
gesting the best available sub- 
stitutes for shortages . . . advis- 

ing on alternates and on ways 

of conserving vital materials.” 

This is a fine and accurate 
tribute to the retail hardware 
trade. The American Brass 
Co. is to be congratulated on 
this stirring and timely appre- 
ciation of the essential services 
rendered by our trade and of 
its war-time difficulties and 
continued service to the Amer- 
ican public. Some years ago 
there was quite an industry- 
wide campaign to identify the 
retail hardware dealer as “the 
purchasing agent for his com- 
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munity.” In normal times that 
is a good designation. In war- 
times, “Quartermaster to the 
American Home” is especially 
appropriate and in keeping 
with the spirit of the war effort 
and the vital function per- 
formed by these “quartermas- 
ters.” 


Repair Services:— 
Too much emphasis cannot 
be placed on the urgency of 
hardware stores increasing 
their repair services to their 
communities. The only mate- 
rials relief in sight, currently, 
deal with the release of repair 
and maintenance parts of dairy 
farming, electrical appliances 
and other farm and home es- 
sentials. When a dealer ren- 
ders efficient and reasonably 
priced service he actually en- 
joys a more intimate and a 
more appreciated relation with 
his customers than when he is 
able to sell some new equip- 
ment. At present, the continued 
operation of farm and home 
equipment is a vital and press- 
ing need thoroughly appreci- 
ated and understood by every 
farmer and home owner. The 
store giving such service is do- 
ing a needed war-time job, a 
profitable business, a commu- 
nity service, acquiring the best 
possible kind of a prospect list 
for the post-war sale of new 
equipment and creating good 
will to help make such a sale 
when merchandise is again 
generally available. Each 
month, in every community, 
the need for service work of all 
kinds increases rapidly. The 
store that handles this service 
work properly will stay in 
business and be in the front 





Latest News on 


PRIORITIES 


and 


WAR-TIME ORDERS 
on page 77 








line for obtaining a major 
share of the post-war business. 
When peace comes there will 
be a release of pent up demand 
and accumulated buying pow- 
er. Don’t let this opportunity 
for survival and future profits 
escape. 


Rentals Services:— 


Another equally important, 
and actually more simple, ser- 
vice opportunity is found in 
various rental services. Man- 
power is at a premium. Luxury 
goods are disappearing some- 
what from the scene. More 
farmers and home-owners will 
do more of their own work. 
They will have to do it. In 
every part of the country there 
is a great market, at good daily 
or weekly fees, for the rental 
of floor sanding machines 
which includes the sale of sand- 
paper, paints and varnishes: 
floor polishers, which includes 
the sale of polishes; ladders, 
which includes the sale of 
paints, roofing and many other 
incidental repair items. still 
available for this purpose and. 
in season, lawn rollers and per- 
haps rebuilt washing machines 
and vacuum cleaners which 
you have taken, in the past, on 
trade-ins. A survey of the 
rental services available right 
from your store, with equip- 
ment in stock or available, will 
astound you and it is easily 
one of the most profitable ser- 
vice markets a retail hardware 
store enjoys. 


New Merchandise:— 


It has long been advocated 
by Harpware AGE that whole- 
sale and retail hardware dis- 
tributors continually seek new 
and additional lines of mer- 
chandise, handling, if profit- 
able, some part of almost 
everything sold at retail except 
drugs, foods and clothing. The 
fundamental of this idea is not 


to surround. yourself with pre- 
(Continued on page 83) 
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HERE'S a new sign along the highways of America. A year ago we would have 

kicked at 35 miles an hour — and looked around to see if a cop was watching. 
That was when we thought we could win the war with one hand. 

Not so now! In the year since December 7th we've learned a lot about modern 
war. We've discovered what it means to be beaten because we were not strong 
enough. We've found out how it feels to have a boy — or a girl — at the front. 
We've learned the importance of time and money, and work without waste. 

We used to keep our eyes on the road and drive like hell down the straightaway. 
Business was always just around the next bend. 

Now, this reasonable speed has allowed us to look about as we move along. The 
business scene is less blurred, and we discover interesting side-roads of profit. 

We learn that people are broadening their outlook —— are more willing to accept 
whatever goods are available — are more appreciative of service. 

This state of mind will have its reward with Victory. 

Until then — it’s Victory Speed for ILCO goods, with orders and deliveries 
governed by the need of each item to help win the war. 


Independent Lock Company 


Fitchburg, Massachusetts 


Branches in all principal cities. 
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GONE TO WAR 
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Have You 


Present day hardware 
stocks cannot be re- 
placed. What would 
you do if this hap- 
pened to your store? 


F your valuable stock 
of hardware was damaged or 
totally destroyed by fire tonight, 
could you remain in business? If 
your unreplaceable stocks of 
household and electrical goods 
were badly damaged by smoke 
and water, could you survive the 
loss without having your daily 
working cash account seriously 
impaired? Would your wholesale 
credit position be strong enough to 
replace the loss without the need 
of resorting to immediate cash? 

This situation is something to 
think about today, because a fire 
loss now would mean a much 
greater loss than before Dec. 7, 


30 


1941. Have you checked your 
stock inventory lately to deter- 
mine today’s worth? If you 
haven't, you"may be in for a shock 
in the event of a loss by fire. The 
$5,000 or $10,000 fire policy you 
now have may not anyways near 
cover the loss, when for only a 
few dollars more you would be 
protected, and could continue in 
business. 


War Increases Hazards 


The hazards of war are bring- 
ing many problems which have a 
direct bearing upon values, mak- 
ing protection of those new values 
of the utmost importance if dis- 
astrous losses are to be avoided. 
Everything carried in stock has 
increased in value and that in- 
crease will continue. In the event 
of a fire loss, this gain in inven- 





rotected Your Increase 


(Keystone View Phot 





tory value will be completely lost 
unless your insurance protection 
has been stepped up to cover it. 
From the credit man’s view- 
point, the hardware retailer who 
maintains adequate fire insurance 
is a good credit risk. In his 
opinion, that man can immedi- 
ately resume business operations 
following either a partial or a 
total fire loss. Recently a well 
known hardware credit manager 
said that fire insurance has be- 
come such a recognized necessity 
in connection with the business. 
that when a hardware retailer 
makes the statement that he does 
not carry fire insurance and does 
not believe in it, it is time to ques- 
tion his management ability, and 
as a result is a very poor credit 
risk and cannot resume business 
if he is wiped out by fire. 
Additional fire insurance should 
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in Inventory Values ? 


be purchased to cover inventory 
and property value increases at 
the time of the gain in the new 
values; otherwise the amount of 
insurance collectible in event of 
loss will become less and less as 
the values soar. 

For the hardware retailer, the 
best form of fire insurance to buy 
is the 80 per cent co-insurance 
policy. The co-insurance clause, 
however, is one of the least under- 
stood phases of the fire insurance 
contract. Without some knowl- 
edge of how it works, the insured 
may discover after a fire loss that 
he doesn’t have anywhere near 
the amount of settlement he 
thought was provided in_ his 
policy. 


Clause Is an Agreement 


The co-insurance clause is an 
agreement between the insured 
(the hardware retailer) and the in- 
surance company to maintain the 
amount of insurance at an agreed 
percentage of the insurable value 
of the insured property in return 
for a concession in the rate 
charged by the insurance com- 
pany. This means simply that in 
order to obtain this lower pre- 
mium rate, the insurance buyer 
agrees to maintain the amount of 
insurance constantly at an agreed 
percentage of the actual property 
value, such as 80 per cent, 90 per 
cent or 100 per cent. He would 
be paid the full amount of the 
policy on total losses, provided 
the value of inventory exceeds the 
amount of the loss at the time of 
the loss. A 100 per cent agree- 
ment is just what it implies—full 
100 per cent settlement for all 
losses up to face amount of the 
policy. This contract, however. 
carries a higher premium rate. 

An example of how the co-in- 
surance clause works is a $50,000 
building or stock of merchandise 
under an 80 per cent co-insurance 
agreement. The amount of insur- 
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The rising scale of new merchandise 
values created by the war is insur- 
able against the fire hazard. How to 
get full protection through insurance. 


ance coverage would be $40,000. 
However, the insured must live 
up to the co-insurance agreement 
by maintaining the percentage of 
insurance to the current value of 
the property as that value in- 
creases or decreases, otherwise the 
insured may be subject to a sharp 
loss if fire occurs. 

It works like this: Suppose this 
$50,000 building or stock of mer- 
chandise was insured last year for 
$40,000. Currently the value may 
have increased to $80,000. Sup- 
pose a fire loss of $25,000 oc- 
curred today and suppose that the 
amount of the co-insurance agree- 


ment had not been increased to 
the agreed percentage of today’s 
new value, through failure to have 
the policy amount brought up to 
date. 

Under the original contract pur- 
chased on the then determined 
value of the property ($50,000) . 
the insured would collect only 
five-eighths, or $15,625, since the 
insurance company is liable only 
for the proportion of loss that the 
amount of insurance bears to the 
percentage of the actual value of 
the inventory today. which in this 
case was 80 per cent. 

An analysis of this example 





Fire wipes out any gain in inventory value unless 
the insurance protection is increased to cover it. 











shows that the co-insurance agree- 
ment provides that the insurance 
company must pay only for the 
proportion of the loss ($25,000) 
that the amount of insurance pur- 
chased ($40,000) bears to 80 per 
cent of the value of the insured 
property at the time of the loss 
(which was $80,000). Thus we 
find that 80 per cent of the value 
of the property at the time of the 
loss is $64,000. 

Under this agreement the in- 
sured will collect only the propor- 
tion of $25,000 (the amount of 
the loss) that $40.000 (the 
amount of insurance carried) 
bears to $64,000, or five-eighths of 
the loss, which figures out at $15,- 
625. However, if this $25,000 loss 
had occurred before the original 
value of the insured property had 
increased, the insured would have 
collected the entire amount. 

The co-insurance clause applies 
only to partial losses. The face of 
the policy is paid, less the agreed 
percentage of co-insurance in the 
event of total loss. In identical 
total loss on two risks. one of 
which is insured with the co-in- 
surance clause. and the other under 
the standard fire form without the 
clause, and on which _ identical 


amounts have been written, loss 
recovery would be identical, but 
the owner of the policy carrying 
the co-insurance clause would be 
paying a lower premium by his 
willingness to assume a portion of 
the total loss. 

Recent surveys by commercial 
credit organizations reveal wholly 
inadequate fire insurance protec- 
tion by retailers, including hard- 
ware dealers. Only 60 per cent of 
businesses investigated had ade- 
quate fire insurance protection. 

Since the first concern of the 
wholesale credit man is what will 
happen to his collections in the 
event of fire, the figures in the 
survey showing that 43 per cent 
of business firms suffering a fire 
loss of $1,000 or more do not re- 
engage in business because they 
did not have sufficient fire insur- 
ance, is interesting. But a further 
reading of the survey reveals that 
half, or 50 per cent of the remain- 
ing 57 per cent are out of business 
within three years because of im- 
paired credit. 

The gearing of business and in- 
dustry to war needs is rapidly 
curtailing the production of con- 
sumer and durable goods to the 
extent of reducing the sources of 
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From the Hudson Dispatch. Union City, ¥. J. 


replacement stocks for resale. This 
situation has the immediate effect 
of producing a seller’s market in 
spite of all government activities 
along the line of the regulation of 
consumer spending through the 
imposition of price ceilings. 
stepped-up taxes of all kinds and 
the purchase of war savings 
bonds, all designed to reduce con- 
sumer spending to the end of stav- 
ing off further inflation, which 
means simply the attempted pre- 
vention of a higher consumption 
price level. 

It is generally agreed by econo- 
mists that the introduction of sub- 
stitute materials and the increas- 
ing scarcity of old materials used 
in popular consumption goods 
will inevitably bring further and 
more drastic rises in merchandise 
resale values, either through the 
normal workings of commerce, or 
by the easing of price ceilings, or 
both. This new expansion of 
values represents potential income 
through resale and is insurable 
against physical loss by fire. In- 
crease in inventory values is 
potential new cash assets. Protect 
this new asset against loss by un- 
expected fire. 

A wholesale credit manager re- 
cently said that many retailers 
looked upon fire insurance as a 
necessary evil, rather than in the 
spirit of necessary protection of 
the assets which create their means 
of making a living. These men 
fail to realize, he pointed out, that 
fire insurance premiums are as 
much a legitimate expense to the 
business as taxes, rent and other 
fixed overhead expense items. 
Many argue they have been in 
business for many years and never 
had a fire. 

Statistics show that $600 is go- 
ing up in smoke every minute in 
the United States and no man can 
tell when his turn will come and 
his entire life’s earnings wiped out 
within a few hours. 

Insurance does play a vital part 
in the basis for credit. Without 
insurance, the business man who 
sustains a total loss by fire is un- 
able to pay his debts. The exigen- 
cies of the times call for a com- 
plete re-checking of the insurance 
program at least twice annually or 
even more frequently during these 
swiftly moving times. 
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Baby Scale Rentals 


Pave Way 


Minnehaha Hardware & Paint Company 
uses them to get present business 


and to attract future customers 


ENTING_ baby 
scales has been decidedly profit- 
able for the Minnehaha Hardware 
& Paint Company of Minneapolis, 
Minn. The scales themselves have 
been a handsome source of 


to Profits 


The sign over the window 
advertises this service. 








revenue for the firm and they have 
been directly responsible for the 
acquisition of many customers. 
Over 200 scales are rented and 
rentals average in the neighbor- 
hood of 386 to 389 annually so 
that practically all of them are in 
use during the year. 

This business is conducted on 
a systematic and scientific basis. 
The names of prospects are ob- 
tained from the birth notices in 
the daily papers. Cards announc- 
ing the scale rental service are 
then mailed to the prospects. 





—TWIN CITY FAIRBANKS BABY SCALE RENTAL AGENCY-- 
This Baby Scale is the simplest and most dependable scale made for the purpose. accurate to 
the QUARTER OUNCE (weessary forcorrect feeding). weighing up to 35 lbs. The retail 
value of this scale is $14.00 but you may avail yourself of the following renta/ rates 
With delivery and pick-up 

$14 00 6 Months 
FEBRUARY SPECIAL 

6 Month rental only $3.00 if called for 
and returned A $4 €O deposit is required 
subject to a refund of $1.00 when scale is 
returned 

Dupont 1268 
Call the same number after business hours 
26-inch White t nomel Baby Bathe $1.69 


SPECIAL NOTICE 
We carry a complete line of MODERN Baby Carriages, ata price that represents saving 
for you. Can be seen evenings and Suncaye by appointment—Cali Dupent 1268 
MINNEHAHA HARDWARE AND PAINT COMPANY 
3740 Minnehaha Avenue, Minnedpolis. Minn. 














These cards are of postal card size 


From 30 to 50 of these cards are 
sent daily to the best prospects. 





MINNEHAHA HARDWARE & PAINT COMPANY 


BABY SCALE RENTAL RECORD 
3740 Minnehaha Avenue, Minneapolis, Minn. 


and measure 55% by 3%@ in. The 
service is described in detail on 
one side which also bears a pic- 
ture of the scale itself. From 30 
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Business Address or 








1 Fairbanks Baby Scale 


Credit Deposit 
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Mi ciciniss siasisbddaiieinclas dticiceeaces cine scatainahsiddedbdidhsiddapbiaagdcats 


ID i MRIs sicccentsasossnscinintnnconsincnsniedactnseessusdes 


This Scale is worth $14.00 and renter is held responsible for its return in 


good condition. If you move, be sure to notify us of change in address. Do not 
transfer scale to any other person, or take the scale out of the city without ow 


Be Se eee * whe! 


to 50 of these cards are sent out 
daily, only the best prospects be- 
ing solicited. The average cost of 
these cards is $11.00 a month. 
Notices are sent to maternity hos- 


— pitals to the effect that the firm 
WE ARE NOT RESPONSIBLE FOR ANY INJURIES OR DAMAGES RESULTING In THE CFEFA FIME SCALE has scales to rent and both the 
nn RE CRN en eS ETS aE TRL EN WS ORT hospitals and their nurses have 


been extremely cooperative in in- 


Here is the rental slip which is 
signed by persons renting scales. 





33 














forming their patients of the ser- 
vice, 

Scales are rented only for a six- 
\ deposit of $4 is 
required when the scale is turned 


month period. 


over to the customer and $1 is re- 
funded when it is returned to the 
store. No other terms are ac- 
cepted. Customers are required to 
sign a rental slip or agreement to 
the effect that they are responsible 
for the return of the scales in good 
condition, that they will notify the 
firm of their removal or of any 
change of address and that they 
will not transfer the article in 
question to any other person. 
The firm states that January is 
the best month for scale rentals 
business is also 


and _ that good 


done in this line during both 
December and February. Rentals 
fall off somewhat during the sum- 
mer and during the mid-summer 
period there are about 30 scales 
on hand. 

When the six-month rental pe- 
riod is over and the customer re- 
turns the scale to the store. he is 
usually just about ready to make 
other purchases such as carriages, 
walkers, cribs, high chairs and 
toys. The rental service. in other 
words, paves the way for sales of 
other merchandise and serves to 
tie the customer to the store. The 
firm carries an extensive line of 


baby supplies and does a good job 
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Left —- Entrance to 
the baby and toy 
department.Every- 
thing for babies 
and children may 
be found here. 


Right—One of the 
sidewall displays 
in the department 
featuring a wide 
range of articles 
for infants and 
older children. 


of keeping the public in general 
and the customer in particular in- 
formed of the fact. 

Baby merchandise and toys are 
featured in a special department 
in the store which is separated by 
a doorway from the rest of the 

















establishment. 


They are also 
shown in a special window above 
which is a large sign announcing 
the firm’s various rental which, 
in addition to the scales, include 
floor sanders, floor waxers, lawn 
rollers, ladders and jack screws. 





Current Ads in Windows Get Results 


FOLLOWING the example of 
large chain store advertisers in 
the food and other fields, Jeffords 
Hardware Co., Fort Atkinson, Wis., 
posts its ads every week in the 
main display window of the store. 
This procedure, week after week, 
has brought good, steady results. 
The ads are read ,both by people 


who have not seen them in the news- 
paper, as well as by people who 
have seen them. The posted ads 
are a reminder to buy these bar- 
gains in the store. By posting ads, 
says Mr. Jeffords, a hardware dealer 
is just helping to get the maximum 
results from advertising, and tying 
it in with his merchandise. 


Fe ee sae Coors 





If a person misses an ad in the paper he’s sure to see it here. 
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f Plaza Hardware’ 
a Mr. Babst knew just what effect they 


s holiday displays. It's pretty certain 


had on the passersby- 


He Puts His Window Displays 
on a Scientific Basis 


T. M. “TOMMY” 


BABST, owner and manager of 
the Plaza Hardware. Topeka, 
Kan., does his own window dec- 
orating. What’s more, he has 
gone at the job in a scientific 
manner. 

“Window appeal,” Mr. Babst 
Says, “is more of a necessity to- 
day than ever before. At a time 
when the merchant is faced with 
a hundred and one new _prob- 
lems, it will pay him to turn for 
the answer to his own customers 
and their reactions to the mer- 
chant’s sales methods.” 

In December, 1941, Mr. Babst 
decided to conduct a “Gallup 
Poll” of his own in this city of 
75,000. Each time a new window 
display was offered, he made it a 
point to talk about that display 
with his customers. He followed 
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T. M. Babst conducts a poll 
on each new installation 
and accurately determines 
its actual pulling power 


many of his patrons into the street. 
under the pretext of helping them 
to their cars with packages. And 
he asked each customer some ques- 
tion about the window, as they 
passed. 

However, this method proved 
unsatisfactory. He found that his 
customers usually complimented 
the window arrangement, regard- 
less of what was shown or how. 


This sort of information was not 
what Mr. Babst wanted. 

He decided on another plan. 
For three evenings after a new 
window display was opened, he 
sat inside the store, behind a sin- 
gle vision curtain, and made notes 
on the reactions of each person 
who stopped at the window. He 
also kept track of the number of 
people who passed, how many of 
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them were women, and the num- 
ber who looked into the windows 
but did not stop to examine the 
displays. 

A number of helpful facts were 
brought out from this experiment. 
Mr. Babst’s store is in a residential 
section of Topeka, located in a 
small trading center, along with 
a super market, drug store, and 
several other establishments which 
remain open in the evening dur- 
ing holiday time. The sidewalk 
crowd would be average, he feels, 
for such a center in any part of 
the country. 

His first finding was that three 
out of 10 people who passed the 
window (an average window) 
stopped to window shop. The time 
they spent in front of the Babst 
store ranged from 40 seconds to 
eight minutes. Women and men 
alike evidenced more interest in 
the “substitute” merchandise be- 
ing displayed, than they did in 
the conventional items. When a 
new item of china or glassware 
was made the leader, nearly all 
those who stopped, moved over to 
be in front of the leader in order 
to examine it better. 

What’s more, that leader of dis- 
play became a leader in sales for 
a number of days after the dis- 
play had been installed. This was 
true when the window leader was 
not featured inside the store. 


Interior Displays Tested 


Mr. Babst next experimented 
with inside displays, in order to 
determine their value as a draw- 
ing card for night sidewalk win- 
He built a long 
table display, placed it four feet 
from the front door, and arranged 
the merchandise on it in such a 
manner that every item could be 
seen from the windows and the 
plate glass door. 


dow shoppers. 


It was found that four out of 
five persons who stopped to look 
in the window, came to the door 
and looked at the display table 
across the front of the store. 

“Most Babst 


said, “pass up the chance of win- 


merchants,” Mr. 


ning customers by inside displays 
which can be seen from the side- 
walk. I know I did until I learned 
that my street shoppers were more 
interested in my table display 





than they were in what I had in 
the window.” 

An interesting fact was de- 
veloped by experimenting with 
the inside table display. When the 
items shown were all large and 
easily seen from the door, the time 
the prospective customer spent in 
examining the display was just 
half the time consumed when the 
display was made-up of many 
smaller items. It was found that 
having the same item a leader in 
the window and on the _ inside 
counter seemed to increase inter- 
est and lengthen the time each 
passerby spent in front of the 
store. 

Mr. Babst found that cards with 
few words of them were usually 
read. This also was true for 
printed matter on boxes and car- 
tons in the window and on the in- 
side display table. If there was a 
great deal of printing on a card, 
the sidewalk shopper passed it up. 
However. it was found that when 





only a few words were placed on 
a card, and these in small print, 
the passerby spent more time read- 
ing or looking at the card. 


Stopped Twice to Look 


While it was impossible to de- 
termine the exact number, it was 
found that a great many sidewalk 
customers stopped twice in the 
same evening to look at the dis- 
plays. Mr. Babst feels that the 
measuring stick of a good window 
display is, “Will that display make 
the passerby want to come back 
to the window and look again? If 
this is accomplished, I feel the 
merchant has made a customer 
out of a window shopper.” 

Here is an experiment well 
worth trying. From Mr. Babst re- 
sults, it is evident that a merchant 
can learn some valuable facts 
about his customers from watch- 
ing them and their reactions while 
they are sidewalk-shopping. 


Ice Skate Fixture Builds Sales 


HE Olsen Hardware Co., Litch- 

field, Minn., created a novel 
fixture for showing ice skates. The 
fixture, which can be used across 
each end or along the rear of the 
table, consists of two grooved pieces 
of wood attached to uprights which 
are secured to the top or side of the 
table. Runners of the skates are in- 
serted into the grooved wood strip 
which then holds the skates in an 










upright position. Several pairs of 
skates can be shown without difficul- 
ty in this manner. 

Skates are easily removed from 
the fixture when customers wish to 
examine the items more closely. The 
fixture saves space on the table top 
and permits this space to be used to 
show other related items. Racks 
should be constructed to fit your 
own tables or display space. 


The fixture with 
detail showing 
how the skates 
are held. 
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HAT old saying 
“Variety is the spice of life” 
should be somewhat altered for 
the housewares department of 
Colonial Hardware, West Hart- 
ford, Conn. This firm adds va- 
riety with the sale of spice. Two 
years ago the store added a line of 
spices, in individual jars and in 
sets complete with wooden kitchen 
racks. With a normal stock hav- 
ing a retail value of $150, the 
store enjoys four turnovers a year 
on this line. 

The spice line containers have 
tops of different colors so that 
women having green kitchen 
schemes may have green topped 
units, etc. Women buy these sets 
for gifts for parties, showers, etc., 
and, according to T. W. Brazell, 
one of the partners, “Women buy- 
ing a set for a party item will of- 
ten buy an extra set for their own 
use. And there is a good markup 
on the line.” There is also some 
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Spice Adds Variety to the 
‘Housewares Department 


Colonial Hardware finds 
the old adage in reverse 
brings in extra business 





Spices in individual containers and in sets and barbecue sauce 
sets attract women. Glassware and pottery are shown on each side. 


repeat business in the sale of in- 
dividual jars for refill purposes. 





“We love to d@ in 

onial Hardware aan, “yg ie oom 
heme rome poe we always discover 
on & new and very different 
oa excursion this week brought to 
ife two things we know are going 
to be accepted with shouts of joy by 
ro and sundry. The first is, a name 
pn set, consisting of thirty-six 
pes, @ pen, and indelible laundry 
ink. You simply write your name or 
initials on the tape, and press it with 
a lukewarm iron onto the garment 
and it stays on indefinitely. The sec- 
ond ‘blessing” is called “Press-On” 
mending tape, and comes in white 
black, red, blue, brown and green and 
can also be applied with a lukewarm 
iron to any type of material, which 
has been ripped or torn. Both thes: 
articles are priced at only twent “ 
five cents each, and they told us the 
would gladly fill mail orders, if tive 
cents more was included to defr 
mailing. expenses ” 














Here are two of the editorial type ads. The one at the left describes 
the spice line, the one at the right another item of feminine appeal. 
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A complete 3-ft. wall section is 
givensover to this spice line and 
to a few related items such as salt 
and pepper shakers of unusual 
design. There are also several 
more elaborate and comprehensive 
sets displayed in the same place. 
Although the display is moved to 
different locations in the depart- 
ment from time to time, in line 
with the store’s policy of rotating 
displays as frequently as practical, 
it is usually adjacent to dinner- 
ware, pottery and similar mer- 
chandise. 

The firm uses space in the 
“Feminine Topics” section of the 
Sunday edition of the Hartford 
Daily Courant, in which are in- 
cuded recipes and paid news style 
ads for various items of interest to 
women. The store’s spice lines 
were publicized in a recent Sun- 
day edition. 
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C OMPLETENESS of 


stock and elaborate display are the 
avenues to more business in wall- 
paper for Crow & Crow Hard- 
ware Co., Decatur, Ala., accord- 
ing to Aubrey Pickens, executive 
of that firm. The company car- 
ries 125 different patterns and 
customers come from 50 miles or 
more to make their selections 
from this stock. 

“Some customers want plain 
patterns and some want flowered 
designs,” explained Mr. Pickens, 
“so we try to carry a wide assort- 
ment, largely in the 10 to 25-cent 
classification. In this way we pre- 
vent walkouts, in fact, if a cus- 
tomer comes in to buy paper we 
sell her in about 99 per cent of 
the cases.” 


Redesigned Facilities 


The firm has recently rede- 
signed its facilities for the display 
and storage of wallpaper and Mr. 
Pickens believes the arrangement 
is as good as could be found. First 
there is the display booth, about 
10 ft. long and 6 ft. wide with 
swatches of the paper displayed on 
the walls on three sides. Encased 
along with each swatch is one roll 
of the pattern in case the cus- 
tomer wants to see more of the 
paper or possibly to examine it in 
daylight. 


Ample Storage Space 


On the first floor and not far 
removed from the display booth 
are the storage bins for wallpaper. 
On each sample in the display 
booth is the pattern number and 
the number of the bin in which it 
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Large Stocks and Good Display 





Crow&CrowHardwareCo. | 
a stock of 125 patterns 
within a 50-mile radius. 
wallpaper patrons also 


Here is a line that is 


can be found. Thus, when a cus- locate it in these storage bins. 
tomer picks out the desired pat- Each storage bin is 35 in. long 
tern it is no particular trouble to —s and _ 11 in. high or sufficient to 







Mrs. Steenson examines a roll of wallpaper in the new display booth. 
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2>Co. | of Decatur, Ala., carries 
rns and supplies customers 
lius. At least half of these 
so | buy paint from firm 


that is obtainable. Feature it! 

ins. hold two bundles of paper. In sure conveniently attached along Mrs. Forney Steenson, in special 

ong the storage department is a cut- the edge. charge of wallpaper sales. She 
to ting table with a yardstick mea- The store has a young woman, explains her sales technique about 


as follows: First, she asks the 
customer what room or rooms she 
desires to redecorate, then what 
colors she desires. The matter of 
price is brought up last. She 
trades customers up by explain- 
ing that redecorating a room cre- 
ates quite a muss in the house, 
and why not do a quality job, so 
that it will last longer. She also 
points out that the labor consti- 
tutes the biggest part of the cost 
and not the paper. 


Complete Paint Department 

The firm also maintains a very 
complete paint department. Mrs. 
Steenson always asks after the 
paper sale “How about your 
woodwork?” Paint is sold to pa- 
per customers in at least 50 per 
cent” of the cases. Others come 
back later for paint. This concern 
carries 26 colors in a quality line 
of paint and in all size cans. It 
also carries a secondary brand of 


iia. Eales eae 


paint at a cheaper price. 


One Price to All 

While some dealers make a 
practice of giving discounts to 
painters and paperhangers this 
concern does not—it has one price 
to all. One reason for this is that 
it sells paper and,paint over quite 
a trade territory including several 
towns and villages and not just 
to residents of Decatur. Thus a 
customer 40 miles away may buy 
paper here and then employ a 
decorator in his own town to do 
the work. Otherwise, neither the 
customer nor the decorator would 
get the benefit of the discount. 


ae 
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Wallpaper storage department with cutting table shown at the left. 
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Part of the neat- 
ly arranged tool 
department which 
was considerably 
enlarged at the 
time the store 
was modernized. 





Cash Sales Jumped 100 Per Cent 


\ Ven a hardware 


store is modernized it is the desire 
of the firm to improve sales as the 
result of better displays and faster 
service to customers. For Trubitz 
Hardware & Electric Co., Inc., 516 
Eighth Ave., New York City, 
modernization was the means of 
increasing over-the-counter cash 
sales 100 per cent. The major por- 
tion of the concern’s volume has 
long been in sales to garment and 
allied trades manufacturers and 
distributors, since the store is lo- 
cated right in New York City’s 
extensive garment center. Since 
modernizing the store, the com- 
pany has been able to give greater 
attention to commuters going to 
and from nearby Pennsylvania 
Terminal. 

Open type fixtures, with the 
exception of two glass units de- 
voted to cutlery and a manufac- 
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Trubitz Hardware & Electric Co., Inc., 
noticed an increase in business when 
it made its compact store up-to-date 


turer's glass front display, are 
used, all but the latter unit being 
new. As is apparent in the ac- 
companying — iliustrations, every 
possible bit of display space is 
utilized and shelving above the 
new units must be used for storage 
space since the display room is of 
compact size. Lester Trubitz, 
president of the concern, says, 
“We thought modernization would 
pay dividends and it worked out 
because over-the-counter cash sales 
increased 100 per cent. We took 
on more electrical appliances, 
paint, machinists’ tools and garden 
supplies. With our new set-up 
we know what we have and where 





to get at it. Under the old system 
we did not always know just what 
we did have in stock. And a new 
accounting system gives us a bet- 
ter gage of the extent of our stock 
on hand.” 

Electrical table appliances, cut- 
lery, tools, etc., are shown in the 
main arm of the “L” shaped store. 
Some of the bulkier merchandise 
is stocked in the basement includ- 
ing fluorescent lighting equipment, 
larger casters and a variety of 
hand trucks (for the garment 
trade) are given display attention 
through the use of reasonably 
good sized, clear _ illustrations 
mounted on wall panels. Paints. 
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The opposite side 
of the store dis- 
plays appliances, 
cutlery and other 
lines. Everything 
but upper shelves 
is easy to reach. 








When They Modernized the Store 


bolts, paint supplies, etc., are dis- entire store is well lighted with 
played behind the wrapping coun- _— fluorescent equipment, New dis- 


ter, which faces Eighth Ave. The play units and the floor plan were 





The compact paint and supplies department, bolt stock, etc. is behind the 


wrapping counter. 
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Space is limited and every bit of it is put to use. 


1942 


provided by W. C. Heller & Co., 
Montpelier, Ohio, fixture manu- 
facturers. 

The store has, in addition to its 
show window and entrance on 
Eighth Ave., an outlet on West 
36th St., used primarily for re- 
ceiving merchandise and for load- 
ing purposes. Both arms of the 
store are 20 ft. wide, that opening 
on Eighth Ave. being 40 ft. long 
while the West 36th St. arm is 
20 ft. long. Aisle space is 71 
ft. wide. The business was opened 
on West 36th St. about eight 
years ago and moved to Eighth 
Ave. two years later. When the 
modernization project was under- 
taken the old West 36th St. pre- 
mises were again taken over and 
connected to the Eighth Ave. store. 
And the store also uses about 5000 
sq. ft. of basement space for stor- 
age purposes and for the servicing 
and repairing garment concern 
hand trucks and manufacturing 


(Continued on page 95) 















The purpose of this club is to 
exchange ideas and information. 
Take part by submitting your 
successful ideas for publication. 
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No Apology Needed 


EVERAL weeks ago we read 
an advertisement of a na- 
tionally known rubber com- 

pany which is now largely en- 
gaged in the production of a syn- 
thetic rubber. The statement was 
made that no apology was needed 
for the product which for some 
purposes, notably for use in high- 
altitude airplanes, was better than 
the rubber made from latex to 
which we have been long accus- 
tomed. 

So-called “substitute materials” 
are now being used in the manu- 
facture of many familiar articles, 
many of which are to be found in 
hardware stores. In a large num- 
ber of instances these cannot 
rightly be termed “substitute ma- 
terials” for they frequently repre- 
sent long-time research and ex- 
periments. Many manufacturers 
have hesitated to introduce these 
materials because they were un- 
certain as to how they would be 
received by the buying public. 
War conditions have merely hast- 
ened their use. In many cases they 
would have been introduced any- 
how. And so it goes right down 
the line. Today’s substitutes may 
well become tomorrow’s _ staple 
merchandise. 

Such being the case, no apology 
is needed when you are selling an 
article made of these materials to 
a customer. Too many salesmen 
have a tendency to say “Of course 
this is not made of the usual ma- 
terial but it should do the job.” 
This is a pretty weak sales ap- 
proach and makes the customer 
wonder if he will 
be getting any 
value for the 
money he is about 
to spend. 


It’s a lot better to make a study 
of the material in question, to find 
out something about its strength 
and durability and to contrast its 
appearance with that of the mate- 


rial whose place it has taken. Give 
the customer a positive sales talk 
and tell him what the material will 
do for him and how long it will 
do it. Tell him the advantages and 
tell him that he is looking at some- 
thing new and not at a “substi- 


tute.” Forget the apologies! Stress 


the advantages! 





December 
“Selling Sentence’ Contest 


Build ‘Selling Sentences’’ About These Items: 


1—Snow Shovel 
2—Fireplace Grate 


3—Stepladder 
4—Food Chopper 


5—Furniture Polish 
WIN CASH PRIZES—SEND IN “SELLING SENTENCES” 


HarpwareE AcE will pay $2.00 for the best selling sentence on each of the 
five merchandise items listed above. $1.00 each will be paid for all other 
“Selling “Sentences” published and which the judges deem worthy of such 


honorable mention. 


Entries must be received not later than Dec. 30. Winners will be an- 
nounced in the Retail Sales Idea Club pages of the Jan. 21 issue of Harp- 
ware Ace. In cage of ties, duplicate prizes will be awarded. Decisions of the 
editors will be final and all material submitted becomes the property of 


HarpWaRE AGE. 


FIVE SIMPLE RULES 


1. Just write your suggested “Selling 
Sentences” for one or more of the items, 
preferably on a penny postal card (let- 
ters may be submitted) and mail to 
Harpware Ace Retail Sales Idea Club, 
100 E. 42nd St., New York, N. Y. Con- 
testants may submit as many “Selling 
Sentences” as they wish, but each must 
be submitted on a separate postal card 
or sheet of paper. 

2. Write your own name and address 
on the card (or letter), as well as the 
name of your company. 

3. Be sure to write the name of the 
contest November “SELLING SEN- 
TENCE” CONTEST—on each card (or 
letter). 

4. Only individuals who have regis- 
tered for membership in the HARDWARE 
Ace Reta'l Sales Idea Club are eligible 


to participate in this contest. If you 
are not a member, you can become one 
by simply filling in the registration 
form shown on these club pages and 
mailing it to the Club. There is no cost 
for membership. 

5. “Selling Sentences” will be judged 
on how well they explain to customers: 
(1) what the item will do for them; 
(2) how the item does it, and, (3) how 
long it will do it. “Selling Sentences” 
should be brief and to the point. Make 
every word count. Penmanship, or form 
are not factors in the contest. Sen- 
tences typewritten on postal cards (or 
letters) will be appreciated but are not 
required. However, if answers are 
submitted in another form this will not 
influence the decision of the judges in 
any way. 
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You receive $1.00 for each idea 

considered worthy and accepted 

for publication. Watch these 
pages of successful ideas. 





FOR EACH OF THESE IDEAS IDE A Ss $1.00 WAS PAID 


Idea Sells Paint and Furniture 

“We carry a line of paint as 
well as unpainted furniture. A 
short time ago we finished half of 
one of the chairs to show how well 
it could be done. It was stained 
and varnished. When dry, we 
placed it in a window display fea- 
turing our complete paint line. 

“Window shoppers were very 
much interested in this chair. 
Show cards told the complete story 
of how the article was finished. 
This idea brought more paint cus- 
tomers to our store and also helped 
us sell more paint.” 


Lena Day 
DeV ore Hardware Co. Inc., 
Monongahela, Pa. 


* * 


A Paying Hobby 

“Every retail hardware dealer, 
especially in these trying times, 
should have a hobby. If it is a 
paying one so much the better. 


Copy this form on a penny 
post card if more than one 
form is necessary. 


My hobby is beekeeping. And it 
pays off quite well. 

“As a result of this hobby, I 
have stocked a complete line of 
bee supplies. Much of this ma- 
terial was used in my hobby at 
first. However, after displaying 
some of this equipment in the win- 
dow, the public began to get in- 
terested. Sales increased and soon 
I found that I had developed quite 
a business on this material, origi- 
nally stocked as hobby goods for 
my own enjoyment. 

“Then followed a display of 
honey. Quite a lot of this was 
sold to the public at profitable 
prices. As a result of my hobby, 
my business secured a new line.” 

A. W. BuRHAM 
Model Cash Store, 
Orrick, Mo. 


* * 
Phone Campaign Sells Chains 


“Weather plays an important 
part in selling today. Recently, 


during a severe cold spell with 
snow which made roads almost 
impassable, we tried a telephone 
campaign to sell chains, anti- 
freeze, defrosters, repair links for 
chains, and frost shields. We sold 
28 sets of chains in one day at a 
cost of about $4.00 to us in tele- 
phone calls. Here’s how it worked. 
We telephoned practically all of 
the farmers within a 15-mile ra- 
dius and told them of our special 
on tire chains. We also mentioned 
that we had other cold weather 
driving accessories. Farmers were 
told that the merchandise would 
be delivered to their doors and 
postage rates were quoted them at 
the time on the purchase. In addi- 
tion to the sales made over the 
telephone, 22 farmers came to the 
store and brought other items. 
Tire chain sales were greater in 
that one day than for all of the 
preceding year.” 
Bitty WHITEHEAD 
Dyersville, lowa. 


YOU PAY NOTHING 
Any Retail Hardware Employee May Take Part 


Just Register—Paste Coupon on Penny Postal Card—Mail Today 


REGISTRATION FORM 


HARDWARE AGE 
Retail Sales Idea Club, 


100 E. 42nd Street, New York, N. Y. 


| hereby register for membership in the Hardware Age Retail Sales Idea 
Club. | am a reader of Hardware Age and would like to take part in the activ- 
ities of this club, as often as | can. 
















Name 
Firm St. 
City State 








| am submitting the following question or subject as worthy material for dis- 
cussion by this organization. 

















Notions and Novelty Counter 


Is a Real Profit Maker 


Department of 5 and 10-cent 
merchandise attracts women 
to the Hub Hardware Store 





Here’s the notions and novelty counter. 
sells rapidly and the section can be expanded quickly and easily. 


A COUNTER of 5 


and 10-cent merchandise in the 
notions and novelty field is prov- 
ing a money maker for The Hub, 
hardware store, in Birmingham, 
Ala. Among the items included in 
the collection are tooth pastes and 
powders, hand lotions, face creams 
and powders, hair pins and nets, 
safety pins, hair oils and pom- 
ades, shaving soaps and creams, 
bay rum, sanitary napkins and 
others too numerous to mention, 
but all “wanted” merchandise. 
and most of it easily obtainable. 
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A. A. Swafford, owner, says 
that he also purchased a specially 
designed fixture with glass par- 
titions and fittings for this dis- 
play. This fixture has a slanting 
top which shows off the merchan- 
dise to the best advantage, each 
item being price tagged. Space is 
provided in the back for reserve 
stock. 

“One advantage of this line is 
its appeal to women shoppers,” 
says Mr. Swafford, who pointed 
out that they buy more than 75 
per cent of this class of merchan- 





This type of merchandise 


dise. The variety store counter 
up front adds eye appeal to his 
store, and it is a department in 
which his woman sales assistant 
takes a special interest. 

“Furthermore,” he says, “this 
line can be expanded if desired to 
take in numerous other items usu- 
ally found in the variety store. It 
is simply a matter today of selling 
what one can get and we have had 
very good experience with this 
line and expect to add to it, at 
least until such time as regular 
hardware lines can again be pur- 
chased in quantity.” 
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Reninsiea DEALER LETTER BS 





Put your 
picture of (hristmas 


here 














THIS YEAR we’re asking you to imagine your fav- 
orite Christmas picture in the space above. 


Is it your youngsters padding downstairs to get their 
stockings early Christmas morning? Or a tree twink- 
ling with lights? Or Christmas carols sung outdoors 
on a frosty night? 


Whatever your favorite kind of Christmas may be, 
we of Remington wish you many more of them. And 
we would like to suggest a way in which you can help 
insure more of the happy, homey Christmases that you 
and other Americans hold so dear. 


That way is to invest in War Bonds and Stamps— 
more—and still more. 


Won’t you buy one today—for Santa’s sake? 
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Sidelines.. 


If you live in. a small town, you 
know that nothing much ever hap- 
pens. But what you hear more than 
makes up for it! 

@ A lot of hardware and sporting 
goods dealers are conserving their 
ammunition to ration around to 
their best customers, which is all 
to the good. And here’s a good 
point to remember: If you keep 
that ammunition cool and dry, it 
will stay “fresh” indefinitely. 
Speaking of war rumors—have you 
heard that two Japs disguised as 
catfish were discovered swimming 
up the Mississippi River? 

@ People do believe in signs, as a 
good many dealers are happily find- 
ing out. Even if you have just a 
small store, departmental signs 
saying “Sporting Goods Dept.”, 
“Home Furnishings Dept.”’, and the 
like, will not only be helpful to cus- 
tomers, but will probably start some 
people looking around out of curi- 
osity. They’re good traffic builders, 
especially for departments you’ve 
recently installed. Remington Arms, 
Inc., Bridgeport, Conn. 











“He says he wants to shoot a buck. 
Got any dice?” 
















Baby Supplies Department 
Makes Patrons of Parents 











































The Douglas Hardware Co. hia baad 
fea t ures th is la rgely other items. In fact, this baby 


supplies department has proved so 


non -priorit Y lin e an d popular because of its large stock 
makes it pa 4 dividen ds that mothers come from great dis- 


tances to buy at the store. Many 
of the items do not contain vital 
war materials, and thus are stil! 
obtainable in fairly large quan- 
tities. 

War times are boom times for 
workers, both men and women, 
and, as a rule, there are more 
babies born during war time than 
during an economic depression. 
While a baby supplies department 
can be profitable in peacetime, due 
to parents’ increasing regard for 
caring for their offspring in mod- 
ern times, such a department dur- 
ing wartime can be an excellent 
profit maker due to increased in- 
come and a higher birth rate. 

The baby furniture department 
at Douglas Hardware Co. natu- 





Chairs of all kinds, sizes and finishes are to be found in ; 
this baby supplies department which is on the second floor. rally attracts many of the store’s 





Porcers lavish gifts 


upon their children, especially in- 
fants, and it is a wise merchant 
who handles things to make baby 
comfortable. The Douglas Hard- 
ware Co., Janesville, Wis., which 
has a large, varied and profitable 





women’s department on its second A special alcove 
on this floor is 
a headquarters for 
the past year which could be pur- scales, blankets, 
chased for babies from the age of chairs, rattles, 
block and many 
other items de- 
partment has been highly  suc- signed for baby’s 
cessful. piay and comfort. 


floor, took on various lines during 


one day to the “teen age. The de- 


The “baby” lines at this store 
consist of furniture, including 
beds and mattresses, _ bassi- 
nets, high chairs, youth chairs, 
playpens, as well as baby pictures, 





toidy chairs, toilet seats. car 
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ONE HUNDRED PER CENT 
SMALL PARTS PRODUCTION 
FOR 








Baby beds and play pens of all types are also found in abundance. 


large number of women custom- 
ers, and is rightly placed on the 
second floor. Baby beds are car- 
ried in considerable quantity and 
are priced at $10.95, $13.95, 
$14.95, $15.95 and $16.95. Mat- 
tresses are $6.95, with a “can’t 
wet” type at $8.95. 

Play pens are priced at $6.95 
(floor model) with the model on 
wheels selling for $8.95. Play 
pen pads sell for $2.49. High- 
chairs sell at $6.95 and $8.95, 
with youth chairs (fur the young 


child) selling at $4.95. Unpainted 
high chairs sell at $3.95. Toilet 
seats are priced at $5.45. 
Bassinets on rollers sell for 
$4.95, and without rollers at $3. 
Baskets in which to carry baby 
sell for $2.69. Car hammocks at 
$1.98 have also been a good seller, 
as have wooden porch gates at $1. 
In a special alcove with good 
indirect lighting, are other baby 
items such as blankets, scales, pic- 
tures, rattles, blocks and a number 


of other items. This section is 


very popular with friends and rel- 
atives of parents who have learned 
to come there to buy presents for 
newly arrived babies, or to at- 
tend showers for expectant 
mothers. 


Well Advertised 


“The department is advertised 
in local newspapers and in occa- 
sional circulars,” says Malcolm 
Douglas, “and has proved very 
popular right from the start. Be- 
cause women constitute 85 per 
cent of the buyers in this hard- 
ware store, the baby supplies line 
fits in very well with other lines 
carried. A large toy department is 
adjacent to the baby supplies sec- 
tion and customers in one depart- 
ment are often customers in the 
other. Items like baby buggies are 
also carried here along with other 
available wheel goods for chil- 
dren. 

The furniture is displayed sep- 
arately in an aisle in the manner 
of a regular furniture store, so 
that customers can inspect the dis- 
play from two aisles and make 
their choice. A spacious second 
floor has permitted the showing of 
a big line of such furniture so as 
to attract many customers. 


Paper Goods Help Fill Priority Gap 


UST take a look at this attrac- 

tive and neat paper goods table 
used the year ‘round by the Colo- 
nial Hardware Co., West Hartford, 
Conn., and you will quickly realize 
why the line goes over so well. The 
store started after this trade in a 
big way six months ago. On a basic 
retail stock of about $190.00 two- 
and-one-half turnovers were made on 
these lines in six months, on items 
priced at 10 cents, 25 cents and 75 
cents. 


Moves Quickly 


Of this active little department T. 
W. Brazell, one of the partners in 
the firm, says, “We were not sold on 
the idea that such high priced paper 
goods would move well but we found 
that they would move quickly. Cus- 
tomers coming in just to buy paper 
napkins will often see tarnish-proof 


paper for the first, time and will buy 
it. We have a good assortment of 
paper goods and people know it. Our 


This built-up and at- 
tractive display of 
paper goods is in the 
store’s gift section. 
The variety of items 
offered attracts at- 
tention and the line 
pays well, due to the 
fact that it has a 
good turnover. 


line has better quality and bigger 
variety than many other stores in our 
trading area.” 
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TELL THEM 
‘MUST EE IN 
CHICAGO-AT THE 
MERCHANOISE 


A “must” for every buyer—a basic market that will index the 
kind and quantity of merchandise available! If you hope to get 
the goods to meet essential wartime civilian needs, it is impera- 
tive that you keep close to leading sources of supply, know 
which materials are “‘in’’ and which are “‘out’’. Nowhere can 
you get into the market so quickly and thoroughly as at The 
Merchandise Mart. No event will so vitally affect your service 
to your community in 1943 as the International Home Furnish- 
ings Market, January 4 to 16. 


INTERNATIONAL ~ 
HOME FURNISHINGS MARKET 
January 4 to 16 

















ARSENAL OF SUPPLY FOR AMERIGA'S: 
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Early January—Home Butchering 






and Pet Supplies 
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HOME BUTCHERING WINDOW 


MERCHANDISE: Food choppers, meat grinders, lard presses, stuffing 
attachments, butcher knives, boning knives, sticking knives, skinning 
knives, cleavers, steels. sharpening stones, hog scrapers, meat hooks, 
meat saws, lard cans and pails, wire brushes, thermometers, meat pumps, 
axes, meat curing salt and smokes, sausage seasoning. 

BACKGROUND: Center panel of buff corrugated board or painted 
wallboard; side panels of dark brown. 






Letters on center panel in dark 
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PET SUPPLIES WINDOW 


MERCHANDISE: Reed and wooden bird cages, bird cage stands, 
aquariums, aquarium decorations, fish foods, bird seeds, gravel, cuttle 
bone, song restorer, dog foods, dog biscuits, collars, blankets, sweaters, 
brushes, dog baskets, cat baskets, cat climbers, toys for dogs and cats. 

BACKGROUND: Center panel of dark brown corrugated board or 
painted wallboard. Yellow side panels. Cut-out letters of scarlet corru- 
gated board. 
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_ | §018 L-O-F GLASS... Z 
ANNEALED 4 TO 5 TIMES LONGER MIBBEY-owrns.} 


Libbey ‘Owens-Ford’s exclusive Flat Drawing Process means a lot 
to the hardware dealer in extra profits and ease of handling. This 
: special process includes annealing of the glass 4 to 5 times longer... 
reducing strains in the glass, making it easier to handle and to cut. 


With this reduced breakage, you have less waste and get more profit. 

For many years Libbey ‘Owens:Ford Quality Window Glass has been 
known for its greater clarity and brightness. It’s the kind of glass that 
you can sell to your customers with every confidence that they will be 
completely satisfied. There’ll be no questions asked when you point 


to the L-O-F label on the glass you sell. 


, for oa get CLASES Fah off 






















“ LIBBEY°OWENS*FORD 

. “lal Excitingly colorful, this Libbey-Owens:- 

1 QUALITY PRODUCTS Ford Window Display calls attention to the 

1- need for glass replacement... helps you sell 
more glass! Ask your L-O-F Distributor for one. 
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The Dean’s Page 


By SAUNDERS NORVELL 


SAUNDERS NORVELL 


HE October 29th, 
Chicago convention issue, of 
HARDWARE AGE arrived recently 
and I have read it, addresses, ad- 
vertisements and all. I was espe- 
cially interested in the talks by 
hardware wholesalers telling what 
they are doing to meet war condi- 
tions in employment, new lines, 
substitutes, repairs, parts, and, by 
many, the addition of industrial 
business. The speeches seemed to 
be by producers, wholesalers, and 
government representatives. I did 
not note any by retailers. There 
was quite a diversity of opinion 
about adding new lines. Many 
trial balloons had been sent up, 
but, on the whole, the wholesalers 
seemed to have increased volume 
of sales one way or another. Even 
in districts where there are no 
direct war sales, business has in- 
creased because of higher farm 
prices and generally increased 
agricultural buying power. 
Now also comes Sears, Roebuck 
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and Company’s Fall and Winter 
Catalog, 1942-43—1036 pages. 
The front cover depicts a war 
worker and an American eagle in 
colors. It is very artistic and at- 
tractive—just like the front covers 
of our leading class magazines. 
Then casually I turned the 
pages. The _ illustrations 
largely in colors and those of men, 
women, boys and girls were life- 
like, not like a lot of dummies. 
The art work of these catalogs has 
surely improved. They are a 
printer's job of unusual excel- 


were 


lence and are on good paper. 


What an Improvement 


Then the numbering, pricing 
and description of merchandise. 
What an improvement over their 
catalog of former years. Natural- 
ly I turned to the index in the 
back and looked up hardware, 
sporting goods, household goods, 
electrical items, auto supplies, etc. 


| made several pages of notes 
of goods and prices. My allotted 
space will only allow me to out- 
line a few thoughts on this cata- 
log and some passing comments. 

Sears, Roebuck & Company is 
unchallenged as the largest dis- 
tributor of general merchandise 
in the world. 

In this catalog they, no doubt, 
have used their best mercliandis- 
ing brains, experience, training, 
and unlimited financial resources 
to bring together all the obtain- 
able and most salable lines and 
items under present war condi- 
tions. 

Wholesalers and retailers are 
wondering what to do under pres- 
ent conditions. They are discuss- 
ing their problems at conventions. 

Here in this single book is what 
the best merchandising brains in 
the country have been able to 
work out under war priorities, 
shortages and conditions. 


Make Comparisons 


What an opportunity for whole- 
salers and retailers to study this 
catalog and see what this great 
catalog house has done to meet 
the war situation. Compare their 
lines with yours, their sales atti- 
tude. 

(1) In assortment. What goods 
are shown, what lines curtailed, 
what goods have disappeared. In 
a word, what can they get to sell? 

(2) What prices are they mak- 
ing? Here is the entire price pic- 
ture. 

(3) What about selling appeal? 
What changes if any? Quality in 
place of bargains? 

(4) What do they say about 
shortages and priorities? It is 
all here. 

(5) What about parts and re- 
pairs, also exchanges and allow- 
ances ? 

(6) What about installment 
payments — what items — what 
rates? 

(7) What about fire insurance? 
A war item! 


Here are a few brief comments: 


This is probably the greatest 
mail order catalog ever produced. 
Its descriptions are excellent, are 
in good English and are restrained 
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N push and kick plate applications laminated plas- 
tic Formica has a job that it is perfectly adapted to 
do. These sturdy plates are not brittle and will not 
crack or break even when subjected to sharp blows. 
They are non-porous, chemically inert, and therefore 
almost impossible to stain or spot. They are very 
hard and durable and will resist wear for years even 
in railway terminals, restaurants, public rooms where 


doors are always opening and closing. The colors 
are stable. 





No material is so easy to keep clean. Usually noth- 
ing is required but a quick wiping with a damp cloth 
—but if sticky gummy substances must be removed 
they can be taken off by alcohol, benzol or any other 
strong solvent without in any way injuring the 
Formica. 


Dealers in builders hardware everywhere are find- 
ing Formica plates a quick mover—growing rapidly 
in popularity. Ask your jobber. 


The Formica Insulation Company 
4646 Spring Grove Avenue, Cincinnati, Ohio 
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in adjectives. Often when there 
are three qualities of an item they 
simply say: “Good — Better — 
Best.” 

Compared with former cata- 
logs there is less stress on “bar- 
gains”. There is no _ballyhoo. 
There are few cut prices. Any 
retailer can meet these prices al 
a profit. 

{f a wholesaler or retailer 
wishes new and_ inexperienced 
clerks to quickly learn “selling 
talks” on all lines, here they are. 
Talks written by merchandising 
experts. What a school for be- 
ginners! 

One outstanding war idea in 
this catalog is the emphasis placed 
on repairs, parts and replacements. 


They have installed _ repair. 


sharpening and cleaning depart- 
ments on a large scale fully 
equipped with modern machines 
and ask for this kind of business. 

Related goods—blades, brushes, 
parts, etc., etc., are all shown to- 
gether—paints, brushes, ladders, 
etc. How about your display? 
\re related—sale at same time 
eoods—scattered ? 

About goods offered—Page 977 

Barbed wire, $2.59—80 rod 
spool—or Chicken Fencing, etc., 
etc. (Dealer near our farm had 
none—said he couldn’t get any.) 
We needed chicken wire for mink 
cages. How do they get barbed 
wire, etc.? Only sell in “fine spool 
lots”. 

Builders’ Hardware — Limited 
- but lots of parts, 
knobs, roses, etc. 


assortment 





Special Washer Check-Up Plan 





washers on hand. 








How s your WASHER working? Pretty good? That's dnel! 
And that's a good reason to have us check it over right 
new: to keep it that way. Our special 16-point Check-up 
Plan—only $1~is low cost insurance of g 
your washer for the duration. Phone us today 


We still have a limited number of mew Maytag 


PHONE US TODAY 


We service all makes of washers and appliances. 





The  Schwickert 
Hardware Co. of 
Mankato, Minn.., is 
securing a large 
amount of washer 
repair business as 
a result of its 16- 
point check-up 
plan which costs 
the customer only 
one dollar. Here is 
one of the com- 
pany’s advertise- 
ments which de- 
scribes this plan 
in detail. 


service from 








Hand Saws—Good assortment 
—“Best” hand saw $3.59. Also 
complete line of hack saw blades. 

Tools—All k in d s—Hammers, 
axes, hatchets, bits, braces, auto 
tools, good assortments. 

Padlocks—Short assortment— 
first best sellers. 

Rubber Belting—Page 969. 

Pocket Knives—A good assort- 
ment of popular selling patterns. 

Steel Traps—Complete line. 
Booklet free on trapping. 

Sporting Goods—Long com- 
plete line, many pages. 

Automobile Engines and Sup- 
plies—Many pages. Exchange and 
build up used engines. This must 
be a very important department 
judging by space allotted. 

Automobile Tires—How to or- 
This did give me a jar! 





der 

In the beginning I sensed the 
danger of the mail order house to 
the independent small retailer. | 
did my best to fight this new form 
of competition. I have always 
been on the side of the small 
dealer. As the years passed I saw 
the mail order houses grow by 
leaps and bounds. The story of 
those early days might be worth 
telling. 

Now the mail order houses have 
grown up. Their sales run into 
the millions. Such a catalog as 
the one I have now briefly re- 
viewed must command our ad- 
miration and respect. If they can 
fill orders today for the lines and 
items they list I can’t see where 
the hardware business is suffering 
very much from the war. There 
still seems, from this catalog, 
plenty of goods to sell—and 
there’s service! 

It’s true the great corporations 
have gathered in a lot of the busi- 
ness in all lines. This is natural. 
They were prepared to give the 
best service. But still there is a 
lot left for the alert little fellows. 
Most of them have done well the 
past year. 

In passing these few kind words 
to my old antagonist, the mail or- 
der house, as a “Dean” I wish to 
pass the small dealer a new axiom 
—‘You can’t beat brains, train- 
ing, and experience backed by 
unlimited capital but—you can 
learn from them!” 
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E has just turned eighteen. Shaves twice a week 
and maybe a hair or two is sprouting on his 
chest. He shies away now when his dad tries to be 
affectionate and we noticed some lipstick on one of 
his handkerchiefs after a country club junior dance 
not so long ago. But it seems only yesterday, perhaps 
it was the day before, that he was a chubby legged kid 
swinging from the arch of the doorway, leading to the 
dining room, in a gadget that was something like a 
breeches buoy and he was sucking at the end of a 
turkey bone. 


He went back to school this Fall, a tall, athletic lad, 
budding into manhood, but there was something else 
on his mind beside the football and hockey teams or the 
little blonde girl with whom he had “palled” around 
during the Summer. It seems as though he was listening 
for a certain call—the Clarion call that poets sing 
about—and, perhaps we just imagined it, but we 
thought we saw an upward jutting of his chin, a cer- 
tain light in his eyes, and a sort of a rearing-to-go 
expression in his face. 


It chilled us a bit in the region of our heart, when we 
thought of his discarding the sports coat for the 
“O.D.” of the Army or the blue of the Navy. There 





was a bit of a catch in our throat as we thought of his 
putting aside his football helmet for one of steel; of 
his hanging up his hockey stick and reaching for a 
gun. After all we still regard him as just a little boy. 


They tell us that the eighteen and nineteen year old 
lads are to be called to the service. When that day 
comes to us there will be prayers, but no tears. We 
shall not mourn nor shall we be fearful. Rather there 
will come welling up from our hearts that warm feel- 
ing of pride that millions of other parents will sense 
when their beloved lads marched away. Our lad is no 
different than the others. We are no different than 
other loving parents, nor is our sacrifice any greater. 
They are going to make great soldiers, sailors, marines 


‘and fliers out of these youngsters. And they will be- 


come a mighty force when they take their places be- 
side their brothers in arms. They too know what they 
fight for. They too know full well of the sacrifices that 
must be made before the evil powers that threaten the 
world can be overcome. 


And let us not forget that they are counting on us. 
They know that we shall not fail them. 


God be with them and their brothers. 





THE CARBORUNDUM COMPANY, NIAGARA FALLS, N. Y. 


REG. U. S. PAT. OFF. 
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What Hardware Salesmen Should Know 
About Porcelain Enameled 
Cooking Utensils 


HAT is porcelain 
enameled ware? 

Porcelain enameled ware is a 
special quality of glass fused into 
metal, resulting in a smooth, dura- 
ble, non-porous (and hence sani- 
tary) surface, combining — the 
purity of enamel with the strength 
of steel. 

How does porcelain enamel dif- 
fer from ordinary “enamel?” 

Porcelain enamel should not be 
confused with paints and lacquers 
which are sometimes called en- 
amel. Porcelain enamel is an en- 
tirely inorganic or mineral sub- 
stance, fused on a metal base at a 
much higher temperature. It will 
not be scratched easily, mar, be- 
come dull or wear off. On the 
other hand, so-called enamel 
(paint), applied with a brush or 
spray and often “baked on,” might 
be termed organic as compared 
with “inorganic” applied to por- 
celain enamel. As “organic” it is 
chiefly vegetable matter, subject to 
natural changes of weather, tem- 
perature, wear and use. 

Is porcelain enamel a recent dis- 
covery? 

The origin of porcelain enamel 
is lost in antiquity. It has been 
traced back as far as four thou- 
sand years. 

What were the earlier uses of 
porcelain enamel? 


For hundreds of years porcelain 


From “An Outline Summary of Por- 
celain Enameled Utensils” issued by 
the Enameled Utensils Manufacturers 
Council, Cleveland, Ohio. 
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These answers to ll frequently 


asked questions will go a long 
way toward making selling easy 


enamel was used specifically for 
decorative purposes on jewelry, 
placques, vases, bowls, chests, etc. 
Metals used. were gold, silver, cop- 
per and bronze. Urns or metal 
vases coated with porcelain en- 
amel have also been unearthed 
from ruins dating back hundreds 
of years before Christ. 

When was porcelain enamel 
first used for cooking utensils? 

The first enameling on iron was 
performed about 1830 in Europe, 
although centuries before this en- 
ameling on copper, gold or bronze 
had been practiced. This was the 
beginning of modern porcelain en- 
ameled cooking utensils. The first 
porcelain enameled utensils of 
American manufacture were pro- 
duced in the early part of the sec- 
ond half of the Nineteenth Cen- 
tury. 

Of what raw materials is por- 
celain enameled ware made? 

The materials used in the manu- 
facture of porcelain enameled 
ware come from all over the world. 
They include borax, cobalt oxide, 
saltpeter, cryolite, tin oxide, feld- 
spar, clay, soda ash, fluorspar, 
pure white silica, manganese di- 
oxide, nickel oxide, zirconium ox- 
ide and others. 

Why is porcelain enameled 
ware used for cooking utensils? 

Porcelain enamel provides a 
hard, smooth surface that is non- 
porous, attractive in appearance 
and extremely durable. It is sani- 
tary, acid resistant, easy to clean, 
thrifty and safe in use. 


What are the different types of 
porcelain enameled cooking uten- 
sils? 

In general, there are two major 
classifications, (1) Multi-coat 
ware, (2) One-coat ware. 

Will porcelain enameled ware 
chip? 

Yes, if not handled properly, 
just as any utensil can be dented 
or disfigured, porcelain enamel is 
an inorganic or glassy composi- 
tion applied to a metal surface 
and, naturally, cannot be expected 
to withstand sharp blows or hard 
knocks. However, treated with as 
much respect as the enameled re- 
frigerator, range or kitchen sink, 
porcelain enameled kitchen uten- 
sils will give many years of use- 
ful service. 

What are the features of good 
enameled ware? 

1. Well rounded beads—after 
porcelain enameled utensils are 
shaped, the edge is rounded for 
smoothness and better appearance. 
This rounded edge is called the 
“bead.” 

2. Easy-to-grip handles— 
smooth handles, designed to pro- 
vide ample room for a firm and 
comfortable grip by the hands are 
welded to the shell of the utensil 
immediately after the shells are 
formed. Handles which are at- 
tached firmly and which are well 
balanced to keep pots and pans 
from tipping are a feature of good 
enameled ware. 

3. Covers—covers for enam- 
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eled ware are designed to-comply 
with the character of the utensil 
and to aid in maintaining boiling 
temperature with a minimum 
amount of heat and to avoid loss 
of juices. 

1. Wide bottoms 


pans with wide bottoms cover the 


pots and 


heating unit more completely. The 
wider they are in proportion to 


Here’s How to Build Business for 


“Y EORGE SCULTHORP owns the 
“Good Housekeeping Shop” in 
Dowagiac, Mich., and has always 
carried a very complete line of elec- 
trical appliances and housewares of 
all kinds. Compared to 1941 he is 
pretty hard hit this year. The other 
day he received an inquiry that 
would have been a real prospect 
even a year ago. It came from a 
town only 12 miles away and read: 

“We are interested in having 
bottled gas installed in our com- 
bination stove! Please send one 
of your men around and give us 
all the details.” 

Some dealers would have said, “I 
have nothing to sell him. So why 
should I take the trouble to reply?” 
and the inquiry would have gone in- 
to the waste basket. 

But Mr. Sculthorp wants to be in 
business when his son gets back 
from a job of flying. He knows that 
he will need the good will of a great 
many old and new customers when 
merchandise is again on the market 
in unrestricted amounts. So he typed 
out an answer: 

Dear Sir: 

“Thanks for your card just re- 
ceived asking us about installing 
bottled gas for your combination 
range. 

“W.P.B. Limitation Order No. 
L86 issued on April 8, prohibits 
any new bottled gas installations 
after that date. This order was 
necessary to conserve steel and 
other metals used in the installa- 
tion and servicing of bottled gas 
so that they could be used in pro- 
ducing more of much needed war 
materials. 

“We appreciate your inquiry 
and as soon as there is an oppor- 
tunity to be of service to you, we 
will let you know. 

“In the meanwhile, I know that 
you, like everyone else, will get in 
and pitch and lend every effort to 
win this war so that we can get 
back to permanent security and 
enjoy this and many of the other 
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their height, the quicker the con- 
tents can be heated. This is very 
important in cooking on an elec- 
tric range. 

5. Strength — porcelain enam- 
eled utensils are strong, rigid, and 
durable. 

How should porcelain enam- 
eled ustensils be cared for? 

1. Never strike porcelain en- 


things that we must now forego 
in our effort to help our boys in 
the service to win the victory.” 
Sincerely, 
G. R. Scu.tHorpe. 
When Mr. Sculthorp, or any other 


ameled ware with hard, sharp 
blows, or drop it. 

2. Do not dash cold water into 
it while it is still hot. 

3. Never let it boil dry. Use 
lower heat, or flame, after con- 
tents have reached the boiling 
point. 

4. Do not clean it with abra- 
sives or steel wool. 


the Future 


merchant, takes this constructive at- 
titude, he is bound to keep up sales 
so far as possible under present con- 
ditions and accumulate a lot of good- 
will that is going to be needed after 
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the war. 
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“THOSE KIDS ASKED ME FOR $27,853.00 WORTH OF MERCHANDISE 
TODAY-AN’ | THINK | DESERVE A RAISE ~ 
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Plymouth Suggests an Idea Exchange to 
Plug the Gap in Merchandise Supply 


* 


$100.00 


ITH almost everything the hardware dealer 

sells going under strict priority, many of 
our old friends are facing steady declines in 
volume. 


How to Take Up the Slack? 


While we cannot increase the available supply of 
our own products just yet,* we can help take up 
the slack in sales, by serving as a clearing house 
for ideas. 


There IS an Answer to Shortages! 
Here and there, dealers are discovering new prod- 
ucts, or new services to sell, that will add to their 
incomes and help them survive. 


If these ideas can be exchanged between dealers, 
the fighting dealer will be given a fighting chance. 
Here’s an example of what we mean: 

A dealer figures that house-cleaning will go on 
during the war, that he wants to get a bigger 
share of that market. 

He knows housewives will be losing their regular 
part-time help for this work, and will appreciate 
a source. 


He organizes a list of a dozen men and women 
who are still available for this work. Then the 
dealer advertises this service. 


Housewives grab at the chance to find part-time 
help for cleaning. The dealer has a nice, steady 
extra business in soaps, cleansers, polishes, etc., 
that he has been losing to grocery stores for years. 
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in War Bonds for Best Ideas 


Don’t Give Up The Ship 
That’s just a little idea, and that dealer would 
need dozens more like it to survive the war—but 
it points the way. 
There are many, many opportunities for these 
wartime services. Have you developed any of 
them? 
If you have, write us about them and we will pub- 
lish them here. 


War Bonds For Your Ideas 


Plymouth will send a $25.00 war bond to each of 
the four hardware dealers who send in the best 
suggestions for servi¢es and merchandise that a 
Only 
ideas that have been tested in practical and suc- 


hardware store can sell during the war. 


cessful use are wanted. 

In case of ties, equal prizes will be given to the 
tying contestants. 

Editors of Hardware Age will be judges of en- 
tries. If we publish any suggestions not selected 
for prize money, sender will be paid $5.00. 
Entries must be received at Plymouth not later 


than midnight January 15, 1943. 


" We are rushing research to find new natural and synthetic 
fibers for making rope for civilian needs. 


* * * 
PLYMOUTH CORDAGE COMPANY 


North Plymouth, Massachusetts, and Welland, Ontario * 


Division Offices: New York, Chicago, Houston, San Francisco 
Warehouse Stocks: New York, Boston, Philadelphia, Baltimore, Houston, 
Chicago, San Francisco 
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OPA IS GOING IN FOR SIM- 
PLIFICATION of a new but most 
refreshing kind. It has announced the 
first of a series of revisions of maximum 
price regulations, designed, among other 
things, to convert the language of the 
regulations “to a simple and explana- 
tory style.” Many headaches and_per- 
haps costly litigation, are expected to 
be prevented by the ousting of heavy, 
confusing, round-about, ambiguous lan- 
guage so common to government regu- 
lations. They may make good hunting 
ground for the lawyer but they make 
their victims tear themselves bald 
headed and break into uncontrollable 
profanity. 

Blessings, therefore, should be heaped 
upon the OPA genius who suggested 
simplicity of expression and thought. 
It is even more than that, as will be 
seen by OPA’s statement. 

“The new styling in every-day prose 
rather than legal terminology is more 
than a mere simplification of language. 
It is a complete rearrangement so that 
the scope and operation of the regula- 
tion is developed in logical fashion. 
Examples are used freely in the text of 
the regulation to illustrate rules being 
laid down.” 

eS 2 ® 

REGULATIONS covering posting 
of ceiling prices on cost of living com- 
modities by mail order houses have 
been broadened by OPA to include all 
sales made by mail, whether by a mail 
order house or an ordinary retailer. 

The action is taken in Amendment 
No. 35 to the General Maximum Price 
Regulation, effective Nov. 24. The 
amendment also modifies the text of 
the statement which a company doing 
mail order business may print on the 
cover of its catalogs or flyer in lieu of 
printing actual ceiling prices for the 
200 cost of living commodities listed in 
the regulation. 

The amendment supplants Amend- 
ment No. 24 which applied only to mail 
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By L. W. MOFFETT 


Washington Representative 
of Hardware Age 


x * * 


order houses. The amendment had pro- 
vided that mail order houses must print 
the ceiling price for each cost of living 
commodity at the place in the catalog 
or flyer where the item is listed for 
sale or by printing a notice on the cover 
or the page immediately following. 
x wk 


ORDER L-59-B, issued Nov. 13 by 
WPB, stopped production, effective Nov. 
16, of metal plastering bases and ac- 
cessories, now on a quota basis, except 
to fabricate materials for the Army, 
Navy, Maritime Commission and War 
Shipping Administration, but only to 
the extent that they are required by 
specifications directly applicable to pur- 
chase orders. 

The products affected are chiefly ex- 
panded metal lath, metal stucco mesh, 
sheet metal lath, wire lath and any one 
or more of these in combination with 
a metal, paper, fabric or other backing. 
Metal guides, supports, fastenings and 
reinforcements of the types commonly 
used in the installation of metal lath 
and other metal bases are among the 
accessories which come within the scope 
of the order. Nails, clips and other de- 
vices for holding plaster made of non- 
metallic materials will not be affected 
by the action. 

Materials most readily adaptable as 
substitutes for metal plastering bases 
are plaster board, gypsum lath and or- 
dinary wood lath. 


xk 
USE OF METAL, PLASTICS 


OR CORK for repairing non-commer- 
cial fishing tackle or for production of 
repair parts for such tackle has been 
prohibited by the WPB Director Gen- 


eral for Operations with issuance of 
L-92 as amended. Since these materials 
are essential for repair of most types 
of fishing tackle, the action will have 
the effect of preventing replacement or 
repair of broken equipment once pres- 
ent stocks of spare parts are exhausted. 
Replacement parts fully fabricated on 
Nov. 18 are exempt from the restric- 
tion. Also exempt are repair parts using 
iron or steel which had been partly 
fabricated on Nov. 18 to the point where 
they could be used for no other purpose. 
Production of new fishing tackle 
using metals, plastics and cork was 
cut off last May 31. At that time manu- 
facture of fish hooks was permitted at 
50 per cent of the 1941 rate. The latest 
action does not change this provision 
except to put the production curtail- 
ment on a calendar quarterly basis. 
Equipment for the commercial fishing 
industry is not affected by L-92. 


x *k 
SPECIAL NOTICE of the license 


penalties to which retailers and whole- 
salers violating OPA price regulations 
are subject has been written into the 
General Maximum Price Regulation. 
Supplementing the basic provision in 
the regulation, which automatically 
grants a license to retailers and whole- 
salers as a condition of selling, the OPA 
added a paragraph making clear that it 
is illegal for a person to continue sell- 
ing a commodity or service for which 
the license to sell has been suspended 
for a price violation. The addition, con- 
tained in Amendment No. 37 to the 
GMPR, brings the licensing provisions 
of this regulation into conformity with 
OPA’s standard licensing regulations 
and orders. 
xk 


MERELY CHANGING THE 
BRAND of a commodity does not 
change the commodity and consequent- 
ly does not change the ceiling price for 
the commodity, OPA pointed out Nov. 
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Don't blame 
your jobber 















































WAR NEEDS COME FIRST! 
























When you can’t obtain a// the bolts and nuts in Millions of bolts, nuts and rivets are required 
all the sizes and types that your customers would to build airplanes, tanks, trucks, ships, guns 
like, don’t blame your jobber. It isn’t his fault. and the factories and equipment which produce 

; \ £ war goods. Millions of tons of steel are needed, 
Your jobber has spent large sums of money too — leaving less and less steel for the manu- 
and a lifetime of work to be able to supply Sacmene of hasbwase lees. 


you with hardware items whenever you need 
them. He has carefully selected his sources of 
supply, maintained widely diversified stocks, 
built a specialized organization, made it his 
business to know your business and its problems 
—in orderthathe mightsave youtimeandmoney. 


Ayer 


Still, your Republic Upson Jobber wants to 
help you all he can. See him first. He’ll go 
a long way — will do everything possible—to 
supply the stock you need to keep 
business moving. Republic Steel 
Corporation, Boltand Nut Division: 
But now weare at war—and warneeds come first! Cleveland, Ohio and Gadsden, Ala. ; 


cote grr: 





REPUBLIC — 
(pson Quality BOLTS AND NUTS 


Other products include Woven Wire Fencing, Barbed Wire, Fence Posts, Bale Ties, Pipe, Sheets, Roofing, Nails and Staples. 











23. This statement was issued after 
numerous reports had reached OPA 
that some retailers are selling under 
new brand names and at higher prices 
commodities which they formerly sold 
under established names. It took OPA 
a long time to discover this shell game 
for which OPA itself was responsible. 

“Although OPA has ruled that dif- 
ferent brands are generally different 
commodities, it has also ruled that re- 
branding does not create a different 
article,” OPA said. “Different brands 
which sold side by side before price 
control was imposed are different com- 
modities, but merely relabeling an ar- 
ticle does not change it to a different 
commodity.” 

OPA further pointed out that even 
when a brand is a genuinely new com- 
modity for a given seller the new brand 
must still be priced in accordance with 
the applicable regulation. If the brands 
are controlled by GMPR the seller’s 
maximum price will normally be the 
highest price he charged in March, 
1942, for the most nearly similar brand. 


xe 


PERMISSION TO EMPLOY AD- 
JUSTABLE PRICING has been ex- 
tended by OPA to all business under 
the services regulation. Adjustable pric- 
ing is a method under which a seller 
and buyer agree that the price charged 
will be the ceiling price which is in 
effect at the time that the service o1 
commodity is actually supplied or de- 
livered. Where a seller contracts to fur- 
nish a continuing service to a_ buyer, 
the seller and buyer may agree that the 
price charge for such service during 
the life of the contract may be raised 
or lowered so as to be the same as the 
maximum price in effect at the time 
such service or any part thereof is ac- 
tually supplied. 

Amendment No. 9 to Maximum Price 
Regulation No. 165, effective Nov. 28, 
extends permission for use of the 
method to all suppliers of services under 
this regulation. 


x * * 


THE USE OF COPPER, copper 
base alloys or alloys containing nickel, 
chrome or tin in tubing or tube sheets 
for feed water heaters is prohibited in 
Schedule Il to Order L-154. A feed 
water heater is defined as a tubular 
heater or heat exchanger used to raise 
the temperature of water before it is 
pumped into boilers used in land in- 
stallations. Excepted from the order are 
materials needed for the repair of an 
actual breakdown which involves the 
replacement of not more than 25 per 
cent of the tubing in a feed water 
heater. . 

x * * 


OPA HAS ANNOUNCED A 
FORMULA for determining manufac- 
turers’ ceiling prices for plastia screen- 
ing, a newly-developed substitute for 
metal screening. The new screening is 
made from non-critical plastics. 

Under the formula, manufacturers of 
the screening may calculate their maxi- 
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mum prices by using price-determining 
methods, labor rates and _ materials 
prices they had in effect March 31. 
The formula for determining prices is 
authorized in Order No. 146 under Sec- 
tion 3 (b) of the GMPR and becomes 
effective Nov. 25. 
ee 2 2 


RESTRICTIONS ON PRODUC- 
TION of various types and sizes of 
enameled ware imposed by Order L-30-b 
do not apply to military orders for use 
in the field or on shipboard, WPB 
stated Nov. 24. Interpretation No. | 
to the order ruled that a manufacturer 
who, for example, is allowed to make 
for civilian or general military use only 
one size of a pail in a permitted range 
of sizes, is not subject to the limitation 
if he is producing pails for use in the 
field or on shipboard. 

The interpretation also clarifies the 
provisions relating to restrictions on the 
use of iron and steel in the manufac- 
ture of enameled ware. In_ instances 
when one manufacturer fabricates the 
steel into black shapes and another man- 
ufacturer applies the vitreous enamel 
coating, both are considered to be using 
iron and steel under the quota provi- 
sions of the order. Therefore, they both 
must include the iron and steel involved 
under their individual quotas. 


x kk 
COMMERCIAL SCALES, includ- 


ing cylinder-type, fan-type, hanging 





and even-balance of the kinds, sizes 
and models commonly used in making 
sales of mechandise direct to ultimate 
consumers, whose production is pro- 
hibited by Order L-190, have been de- 
fined by WPB in Interpretation No. 1 
to the order. 


x kk 


SALE OF PARTS FOR PORT- 
ABLE ELECTRIC FANS in kits or 
other form, so that it is a simple matter 
to put the parts together into a finished 
product, is a violation of Order L-176, 
according to an interpretation of the 
order issued Nov. 23 by WPB. The 
interpretation emphasies that sale of the 
fans in a “knock-down” state is re- 
stricted. 


x*ek 
PURCHASE ORDERS for neces- 


sary repair and maintenance parts for 
many items of general industrial equip- 
ment must be accompanied by a cer- 
tificate, citing the nature of the pur- 
chase, in accordance with Order L-123 
as amended, issued Nov. 23 by WPB. 
The order also clarifies some of the 
definitions of specific items of equip- 
ment included in List A, attached to 
the original order. It further adds to 
the list a number of items, among them 
safety switches, industrial dust col- 
lectors, circuit breakers, magnets, motor 
generator sets and certain other items 
related to motor and control equipment 
which were affected by limitations im- 
posed by the original order. 


“Let's Get Acquainted” Week Publicizes 
Store Staffs in Burlington, Iowa 















While war restrigtions bave 
stopped or curtailed the sell- 
ng of many things in our 
THE ARE STILI 
MANY [TEMS (tbat we can 
vupply from our large stock * 
so come in and get acquaint 
ot see us for those bard 
to find items. We can etil! 
supply tn most cases 





Quick Meal Cook Stoves 

Magic Chef Gas Ranges 

Norge Washers 

Janger Oil Barning Circula- 
tors and Coal Ranges 

end Coal Ranges 

Myers Water Pumps 

Berks Water Pumps 

Rell Roofing 





Bill Higgins 





"HARDWARE 


1216 AGENCY, PHONE 19%. 











HE A. G. Schoell Hardware, 
Burlington, Iowa, joined with 
other merchants of that city and a 
local newspaper recently in promot- 
ing a big “Let’s Get Acquainted” 
Week. All merchants featured ad- 
vertisements in which appeared car- 
toons of owners’ faces as well as 
those of their staffs. The newspaper 
editorial columns contained articles 
on places of interest in Burlington, 
its industrial growth, its societies 
and churches. During the period all 
merchants and clerks wore badges 
bearing their names. All citizens 
were expected to make at least 10 
new acquaintances during the week. 
The headline of the Schoell adver- 
tisement said, “A. G. says ‘Let’s Get 
Acquainted.’ While war restrictions 
have stopped or curtailed the selling 
of many things in our line there are 
still many items that we can supply 
from our large stock.” 


Here’s the A. G. Schoell ad. 
It was 81/, by 4 in. in size. 
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Crescent Snips are 
made in the four 
styles illustrated be- 
low. The Standard 
Pattern is the most 
gene rally used type 
and is de signed for 


No. 7 NOTES ON USE 
AND CARE OF 
CRESCENT SNIPS 








cutting straight lines 





or circles of fairly 
large radius. Available in 8 sizes, from 7 to 14” overall 
length. The Combination Pattern, designed after conven- 
tional “circular cutting” types, will cut curves as well as 
straight lines. Made in one size only with an overall length 
of 12-3/4”. The Heavy Duty Pattern is a rugged, powe srful 
leverage snip for heavy work. It will cut curves as well as 
straight lines. One size, 16-1/2” overall length. The Circular 
Cutting Pattern is designed especially for scroll work and 


intricate patterns. Two sizes, 7” and 12- 3/4” overall length. 


The terms Right or Left Hand Snips and Right or Left 


Hand Cut are often confused. A Right Hand Snip has a 
Left Hand Cut, i. e. it cuts to the operator’s left of the top 
blade, thus enabling a right-handed operator to see the line 
of cut. The reverse is true of Left Hand Snips. All Crescent 
Snips are Right Hand Snips. 


2p 
Pe, 


HOW TO USE SNIPS. First mark or scribe the work to accurately 
locate the line of cut. With the cutting edge of the upper blade directly 
on the scribed line, begin the cut with the metal well back into the 
throat of the snips. Stop the cut just before you reach the end of the 
cutting stroke and re peat the operation by taking another full “bite”. 
If you permit the snip to cut clean through on each stroke, a burred 
or ragged edge will result and it is more “difficult to follow a scribed 
line. Standard Pattern snips are best for cutting long, straight lines as 


the flat inside surface of the blade acts as a guide. 


When making short cuts of limited length, open the jaws just far enough 
to permit the desired length of cut. Then cut through with one stroke 
to the end of the blade. To cut an inside curve, first drill or punch a 
hole of sufficient size to permit entry of the blade tip. Then gradually 
spiral out to the scribed line as indicated in the illustration above. 


CRESCENT TOOL COMPANY, JAMESTOWN, 
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—— 
and Repair 
Suggestions to 


OOL NOTES ==. 


REGRINDING. . 
The blade contour MAINTAIN THIS PROFILE, 


of Crescent Snips ,GRIND BEVELED EDGE ae 
is the result of con- 
siderable research a 
and experiment. It AS : 
is so designed as to ( 

present an efficient 
shearing angle SECTION 
throughout the full AA 
length of the cut- 

ting stroke. When regrinding, it is therefore important to 
maintain the original blade contour. Grind only the bevel 


edge of the blade and only in an amount necessary to 
restore a clean, sharp edge. 





In reassembling the blades, take care not to overtighten 
the bolt. This caution applies particularly to Crescent 
U-412 and U-416 a. Blade tension in all Crescent Snips 
is attained originally by grinding (not springing) the blades 
to shape. 


COMMON ABUSES. Overloading. by trying to cut stock 
beyond the capacity of the snip, or  forci ing the cut by ham- 
mering the handles, is poor practic e. Cutting wire with 
snips, ‘like wise, constitutes abuse. This is partic ularly true 
with snips having inlaid blades although since Crescent 
blades are solid forgings and hardened clear through they 
are less likely to be damaged by this prac tice. With intel- 
ligent use and normal care, Crescent Snips will retain their 
c Jean shearing edges for a long time. Keep joint oiled at all 
times. Prevent rust by oc -asionally wiping with oiled cloth. 


REPAIR PARTS. Bolts and nuts are available for all 
Crescent Snips. Snip “halves” cannot be supplied as they 
must be made up in pairs and matched at the factory. 




















CIRCULAR CUTTING 


STANDARD 


COMBINATION 

















and Manufacturers 
Salesmen 





News of Retailers, Jobbers, 


and 











READ 


S OF |T 

















HARDWARE AGE FOR 





Home Furnishings Market, Jan. 4-16 


Nation wide gas rationing, a 
sharp decrease of consumer goods 
production, coincident with a 
precipitate drop in store inven- 
tories promise to give unusual 
importance to the International 
Home Furnishings market, Janu- 
ary 416, housewares and appli- 
ance and manufac- 
turers in Chicago’s Merchandise 
Mart believe. 

Members of the housewares 
group, citing a recent pick-up in 
between-market attendance, are 
continually increasing their esti- 
mates for this market. They now 
expect to see of their old 


distributors 


most 


COLEMAN INSTITUTES 
SCRAP DRIVE | 


A continent-wide metal scrap | 
drive to salvage old parts of Cole- 
man lamps, lanterns, irons, stoves, 
etc., has been instituted by The 
Coleman Lamp and Stove Co., 
Witchita, Kan., among its more 
than 20,000 dealers in the United 
States and Canada. It is the plan 
to have this salvage drive serve 
a double purpose: first, to help 
provide vital metal for war-time 
needs, and second, to help pro- 
vide new parts for Coleman ap- 
pliances. 

“Many parts of Coleman prod- 
ucts are made of brass, which is 
becoming increasingly difficult to 
get,” declared Sheldon Coleman, 
vice-president and general man- 
ager of the company in announc- 
ing the drive. 

“So the salvage of all brass 
scrap possible, especially the old 
discarded brass parts of Coleman 
appliances, will be of vital help 
not only from a patriotic stand- 
point by helping to provide brass 
for war-time needs, but also it is 
hoped that it will afford us a 
better opportunity to get needed 
metal from which to make new 
parts and this will make it pos- 
sible for us to work with dealers 
in servicing, reconditioning and 


|} ager and 





renewing Coleman appliances for 
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_at Chicago Merchandise Mart 


larger delegation of 
than usual, and many 
buyers who have never 
shopped Chicago markets. 

Themselves harassed these many 
months by a series of difficulties, 
the housewares group are intent 
on making this event a “Buyer’s 
Market” in the sense that it is 
designed to meet the specific 
problems of the retailer. 

Their traditional “Red Star 
Special” takes the form this year 
of a precisely edited and anno- 
tated booklet. It is a “goods 
available” compilation - of - facts 
stripped of all excess wordage, 


friends, a 
jobbers 
before 


| users in order that they may keep 


their appliances working like 


| new. 


“Dealers are urged to request 


their retail customers to bring in 
old Coleman parts and especially 
to bring in an old part when they 
wish to buy a new one. Dealers 
are asked to ship their accumula- 
tion of old brass scrap to their 
nearest Coleman office.” 





WHITMORE RESIGNS 
FROM HALL MFG. CO. 


H. G. Whitmore, sales man- 
treasurer, Hall Mfg. 
Co., Cedar Rapids, Iowa, recently 
resigned his positions after many 
years of association with 
company. Mr. Whitmore is plan- 


ning to go into other fields at | 


this | 


least for the duration of the war. | 


He can be reached by his many 


friends in the hardware field at | 


his local address, Which is: 323 


37th St., N. E., Cedar Rapids, 
Iowa. 

AMERICAN HDWE. SUPPLY 
CONVENTION, JAN. 25-26 


The American Hardware Sup- 
ply Co., will hold its 33rd annual 
convention and exhibit, Jan. 25- 
26, at the company’s office and 
warehouse, 41-43 Terminal Way, 
South Side, Pittsburgh, Pa. 


and printed on the letterheads of 
the exhibitors. It sets down com- 
plete information on Who and 
What and When it can be gotten. 

Impressive is the long list of 
available items that are to be 
shown as alternates for those 
now out for the duration. Heart- 
ening too is the preponderance 
of “Immediate”, “at once”, “10 
days”, and “20-30 days” notations 
under the delivery heading. The 
fear of some buyers that there 
won't be anything to sell after the 
first of the year in their house- 
ware sections should be dissipated 
by this good news. 


DEMING CO. APPOINTS 
CARLOSS SALES MGR. 


The Deming Co., Salem, Ohio, 
pump manufacturer, recently an- 
nounced the appointment of 
Harry E. Carloss of Memphis as 
sales manager, succeeding the 
late Harold E. Stiver who died 
in July of this year. Mr. Carloss 
has had considerable experience 
in the pump field, having sold 
the Deming line in the Memphis 
territory for the past 15 years. 

George E. Trisler, who has 
been in the sales department for 
a number of years, has been ap- 
pointed assistant sales manager. 





HARRY E. CARLOSS 











T. SPENCER SHORE 


SHORE RESIGNS AS 
WPB COMMITTEES’ HEAD 
Resignation of T. Spencer 
Shore as Director of Industry 


| Advisory Committees of the War 


Production Board, was an- 
nounced recently by John R. 
Kimberly, Deputy Director Gen- 
eral for Industry Divisions. 

Mr. Shore’s resignation be- 
comes effective on Dec. 15, at 
which time he will be succeeded 
by Barry T. Leithead, Scarsdale, 
N. Y., who has been principal 
industrial adviser in the Division 
of Industry Advisory Committees. 
Mr. Shore has been with WPB 
and OPM since Aug. 5, 1941. He 
became chief in January. 

Mr. Shore is vice-president and 
treasurer of the General Tire & 
Rubber Co., Akron, Ohio, from 
which he has been on leave of 
absence. He is returning to active 
service with the company but he 
has consented to continue as a 
consultant, subject to call for 
special assignments. 

Mr. Leithead joined the Divi- 
sion of Industry Advisory Com- 
mittees March 4, 1942. He is on 
leave of absence from Cluett, 


Peabody & Co. 


DUO-THERM APPLIANCES 
DISCONTINUED 


The Duo-Therm Division of 
the Motor Wheel Corp., Lansing, 
Mich., has suspended production 
of fuel oil appliances for the 
duration of the war. It is now 
engaged 100 per cent in war 
work. 
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O’BRIEN COMMISSIONED 


| Mr. Dooley will divide his time 


Materials Inspectors Are Sought 











| between the promotion of im- 


by Civil Service Commission | mediate business and the develop- 


ment of new lines and products 


Che expanded facilities of the | cal occupations in specified areas | for post-war production. 


United States Maritime Commis- 
sion in the construction of cargo 
and war-purpose ships and the 
production of materials for out- 
fitting them has created a need 
for additional inspectors. Persons 
with industrial experience in the 
manufacture of metal, wooden, 
glass, and other articles are be- 


ing sought by the United States | 


Civil Service Commission. In- 


spections must be made, at place | 


of manufacture and at point of 





are given in Form 3989 posted 
in first- and second-class post 
offices throughout the country. 
Announcement No. 270 for 
assistant materials inspectors of 
paints, textiles, or general equip- 


ment and forms for applying are | 


obtainable at first- and second- 
post offices, or from the 
Commission’s Washington office. 
Applications must be filed with 
the United States Civil Service 


class 


Commision in Wahington, D. C., | 





| 
— - 
| 


| VIC ERICKSON, JR., JOINS 
| WELMAID PRODUCTS 
| Vie Erickson, vice-president, 
| Welmaid Products, Chicago, IIl., 
manufacturers of fabric house- 
| hold utilities, recently announced 
| that his son, Vic Erickson, Jr., 
has joined the Welmaid organi- 
zation. 

Shortly after leaving college, 
Mr. Erickson, Jr., became a buyer 














CAPTAIN IN ARMY 
William J. O’Brien, assistant 
treasurer of Landers, Frary & 
Clark, New Britain, Conn., has 
been commissioned a captain in 





E delivery, of metals, metal pro-| and will be accepted until the | of housewares for Ed. Wahl Co.. 
ducts, furniture, mechanical | needs of the service are met. Duluth, Minn. Later he was with | 
AS equipment, electrical equipment, Schuster’s in Milwaukee and dur- | 
iJEAD silverware, aluminum ware, stain- | ing the last few years has been | 
less steel and wooden galley | KILGORE NAMES DOOLEY |@ sales representative for the | 
pencer utensils, china, glassware, hos- | 
idustry pital instruments, hand tools, | SALES MANAGER 
ie War micrometers, gauges, thermome-| H. B. Watkins, secretary-treas- 
5 6a ters, cameras, binoculars, and a|urer of The Kilgore Mfg. Co.. WILLIAM J. O'BRIEN 
hn R. variety of portable mechanical | Westerville, Ohio, has announced 
r Gen- ig equipment, machinery, or instru- |the appointment of Harvey H. the United States Army, and has 
1S. Pe ments. The United States Civil | Dooley as general sales manager. left the manufacturing concern 
n_ be- Service Commission will accept | Mr. Dooley will supervise all do- for the duration of the war. Mr. 
15, at applications until further notice. | mestic and commercial sales of O’Brien was elected assistant 
ceeded 4 For positions paying $2,600 a|the Plastic, Pullmatch and Toy treasurer of the Universal plants 
rsdale, 5 year, it is desirable that appli- | Divisions. at the annual directors meeting 
ncipal c cants show appropriate experi-| Prior to joining the Kilgore last April. 
ivision j ence in the inspection, or testing | organization, Mr. Dooley was | A native of New Britain, Conn., 
littees. 4 for compliance with specifica- | with the National Enamelling & | Mr. O’Brien was employed as a 
WPB 4 tions, of a wide variety of either | Stamping Co. since 1935 as ad- west coast representative of the 
H1. He Ee electrical or mechanical equip-| vertising and merchandising | Stanley Works, New Britain, 
4 ment, in addition to one or more | manager. From 1925 to 1935 he | * Conn., before joining Landers, 
nt and 3 of the other goods mentioned | was with the We:t Bend Alu- Frary & Clark in 1927. He has 
fire & a above. Broad progressive me-| minum Co. in capacities rans- been connected with the account- 
Toyo és chanical or skilled production | ing oom sales peewee to | VIC ERICKSON, JR. ing 0 in honnewnlige apes 
. experience in the manufacture of | divisional sales manager. Mr. O’Brien assumes his new 
active mechanical or electrical equip-| Because Pullmatches and plas- | : ; duties at Washington at once. 
nut he ment, or experience as journey- | tic items can still be fabricated, American Thermos Bottle Co., 
nt 2 man machinist, or journeyman | ge Ngee T. J. Call silica 
or celeste te ' ’ i. e will relieve T. J. Callan, 
panne ose arte cae | president of the company, and | GILLETTE TO BROADCAST 
Divi- * to make written reports clearly | his father of some of their al- FOOTBALL BOWL GAMES 
Com- ; and intelligently. ready heavy duties. The Gillette Safety Razor Co., 
Daghoy Inspectors are also desired for | Boston, Mass., has announced 
‘luett, ; various types and grades of ma- STONE MADE PRESIDENT | that it we again sponsor the 
3 rine paints and paint products, | | broadcast of various “bowl 
; and for textiles used in cabin fur- | OF FOLLANSBEE STEEL games to be played on New 
nishings. Lauson Stone recently resigned | Year’s Day. The Sugar Bowl 
There are no age limits for | as assistant to the president of | game in New Orleans will be 
ICES these positions. No written test the Jones & Laughlin Steel Corp., | broadcast over the Blue Network, 
is required. Applications are not Pittsburgh, Pa., to become presi- | the Orange Bowl game in Miami 
n of desired from persons engaged in dent of the Follansbee Steel Corp. | over CBS and the Cotton Bowl 
nsing, war work unless a change of of the same city. game in Dallas over Mutual. All 
iction position would result in the utili- | Mr. Stone was with Jones & | these broadcasts of the Gillette 
r the i zation of higher skills. The War | Laughlin Steel Corp. for 23 | Cavalcade of Sports will be on 
now : Manpower Commission _restric- years. In his new position he suc- | a coast-to-coast basis and will in- 
war ; tions on Federal employment of | ceeds W. T. Brownscombe, who | volve the use of nearly 300 sta- 
persons engaged in certain criti- HARVEY H. DOOLEY | resigned because of ill health. tions. 
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Front Row—left to right, L. J. Leady, Alton, Iil., 
Foss, St. Paul, Minn., 
Il. F. Ehler, San Antonio, Texas, Homer Clark, 
Nichols, Dallas, Texas, A. M. Wills, Monroe, “a., 
Waterloo, lowa, P. C. Hooker, Memphis, Tenn., 
Back row—left to right, W. E. Talley, 
Clay, Dublin, Texas, R. R. Ulery, Kansas City, Mo., 
Newstrom, Duluth, Minn., 
Mich., C. C. Woodson, 
kakee, Ili... S O. Vaughan, Memphis, Tenn., L. V. 
F. E. Winans, Milwaukee, Wis., J. M. Davison, 
R. Cresby, Detroit, Mich., Chas. 


Alton, Ill. 
Cc. ao i. 


Western-Winchester Salesmen 


in War Work at East Alton 


In the tremendous all-out pro- 
duction program 
entire country 
Western-Winchester’s part is a 
major and important one. With 


Thirty-one Western Cartridge- 
Winchester Repeating Arms sales- 
men have swapped sample cases 
for all-out defense work in the 
East Alton plant, many 
others are playing an important 
part in the war effort in company | 
plants elsewhere. 


while 
vastly 
cilities, the matter of 
personnel became an acute prob- 


G. B. Stevens, 
C. E. Parmelee, Iron Mountain, Mich., Guy 
Second row 
W. M. Huff, Spokane, Wash., G. E. McCoy, 
Chapman, Webster Groves, Mo. 
Sacramento, Calif., F. R. Lipscomb, Tyler, Texas, A. L. 
T. B. Garrett, 
P. F. Lewis, Indianapolis, Ind., J. H. Bouwknegt, 
Alton, Ill., J. T. Hollingsworth, Alexandria, La., 
Coughlin, 
Kansas City, Mo 
Van Studdiford, Cleveland, Ohio. 


Minneapolis, Minn., B. R. 
Ward, Sioux Falls, S. D., 
left to right, O. G. 


Jackson, Miss., C. V. 
Grand Rapids, 
A. J. Lambert, Kan- 
Memphis, Tenn. Missing 

, Ed. Lindsay, Paris. Texas, 


it was necessary 
and 


lem. Therefore, 
to draw on the knowledge 


experience of their sales repre- 


| sentatives to serve in supervisory 


in which the | 
is now engaged, | 


expanded production fa- | 
trained | devote 


and other capacities on various 
production lines. 

This means that for the dura- 
tion these Western-Winchester 
representatives will continue to 
their entire time to the 


war effort. Obviously, this will 


| prevent them from maintaining 


| 








their regular dealer and gun club 
contacts. 
CREAL ELECTED TO 
CONTROLLERS INSTITUTE 
William R. 


Creal, secretary 


and treasurer of Turner, Day & 
Woolworth Handle Co., Louis- 
ville, Ky., has been elected to 


membership in the Controllers 
Institute of America, a technical 
and professional organization of 
controllers devoted to improve- 
ment of controllership procedure. 
HARDWARE BOOSTERS 
CHRISTMAS PARTY TO 
BE HELD DECEMBER 17 


The annual Christmas Party of 
the Hardware Boosters will be 
held Thursday evening, Dec. 17, 
in the Grand Ballroom, Hotel 
Abbey, 149 W. 5lst St., New 
York City. Dinner at 6 p. m. will 
start the evening’s program which 
will include gift distribution and 
an exceptionally fine bill of pro- 
fessional Broadway theatrical tal- 
ent. This year’s party will be 
open to all men of the hardware 
trade, although tickets must be 
procured in advance since at- 
tendance will be limited. 

Tickets for this year’s party 
will cost $5.25 each, including all 
taxes and table tip. Christmas 
party tickets may be obtained 
from T. J. Crofton, chairman, en- 
tertainment committee, Hardware 
Boosters, c/o H. B. Sherman 
Mfg. Co., 30 Rockefeller Plaza, 
New York City. 











METROPOLITAN HARDWARE BANQUET: Part of the crowd of more than 840 members and guests who attended the 32nd 


annual banquet of the 


etropolitan Hardware Association, Monday evening, Nov. 16, 


in the Grand Ballroom of the Hotel 


Astor, Times Square, New York City. As reported im the Nov. 26 issue of HARDWARE AGE speakers were Beardsley 
Ruml, governor, New York Federal Reserve Board, treasurer of R. H. Macy & Co. . Inc., and the Hon. William T. Pheiffer, 


Congressman, | 6th New York District, Mr. Rum] speaking on his * 


66 


‘pay-as-you-go’ 


tax plan 


HARDWARE AGE 
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PRINCE RECEIVES 
MARINE COMMISSION 
Alfred J. Prince, formerly as- | 

sociated with Francis Keil & Son, 
Inc., New York City, was recently | 





ALFRED J. PRINCE 


commissioned a captain in the | 
U. S. Marine Corps. Capt. Prince | 
spent over 20 years in the hard- 
ware field traveling for the Greene 
Tweed Corp., New York City, and 
later for the Keil organization 
for about 12 years. Capt. Prince 
is stationed at Quantico, Va. 


| 


BAIRD TO REPRESENT 
GREAT NECK SAW 

Great Neck Saw Manufac-- 
turers, Inc., Mineola, N. Y., has 
appointed G. M. Baird & Co., 
manufacturers agents of Mem- 
phis, Tenn., as its representatives 
for Virginia, North Carolina, 
South Carolina, Tennessee, Geor- 
gia, Florida, Alabama, Missis- 
sippi and Texas, with the excep- 
tion of El Paso. Mr. Baird is 
well know throughout the South 
and also represents Master Lock 
Co., Milwaukee, Wis., The Geyer 
Mfg. Co., Rock Falls, Ill., and 
other well known lines. He main- 
tains a 100 per cent jobber sales 
policy and is helped by C. W. | 
McKnight, who covers Texas, | 
I. W. Williams, who covers Vir- 
ginia and other states and G. M. 
Baird, Jr., covering the territory 
around Tennessee. 








HOWARD MADE MANAGER | 
OF CHAMBER DEPT. 


Thomas W. Howard has been | 
appointed manager of the De- 
partment of Manufacture, U. S. 
Chamber of Commerce, accord- | 
ing to an announcement by | 
Ralph Bradford, general man- | 
ager. | 

Mr. Howard has had extensive | 
experience in factory manage- | 
ment and in the operation of | 
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manufacturing trade associations. 
As controller of the National 
Electrical Manufacturers Asso- 
ciation, he promoted the use of 
uniform accounting procedures 
by its members and organized the 
extensive statistical activities of 
the association. He is an officer 


lof the National Association of 
| Cost Accountants and is_ the 


author of numerous treatises on 
management procedures. For the 
past five years he has been as- 


| sistant manager of the depart- 
| ment of which he now becomes 


manager. 


WELCH NEW EVERHOT 
SERVICE STATION 


The Swartzbaugh Mfg. Co., To- 
ledo, Ohio, manufacturers of 


| Everhot electric ranges and ap- 
| pliances, has announced that the 


W. W. Welch Co., 117 Water St., 
Boston, Mass., is now the Everhot 
service station for the New Eng- 
land area. 


McGRAW ELECTED PRES. 
OF ELECTRICAL 
MFR’S ASS’N 


Max McGraw, president, Mc- 


| Graw Electric Co., Chicago, IIL, 


was elected president of the Na- 
tional Electrical Manufacturers 
Association at the annual meet- 
ing of the association held re- 
cently. 

Vice-presidents elected were: 
Howard E. Blood, Norge Divi- 
sion, Borg-Warner Corp., Detroit, 
Mich.; Leonard Kebler, Ward 
Leonard Electric Co., Mount Ver- 
non, N. Y.; F. W. Magin, Square 
D Co., Detroit, Mich.; W. E. 
Sprackling, Anaconda Wire & 


| Cable Co., New York City, and 


A. C. Streamer, Westinghouse 
Electric & Mfg. Co., East Pitts- 
burgh, Pa. F. T. Wheeler, Trum- 
bull Electric Mfg. Co., Plain- 
ville, Conn., was elected trea- 


surer. 





MAX McGRAW 








f 
TAPER ROLLED BLADE 


Strongest construction open back type. Heavy 
section extends full width of blade from top 
to point of frog where strain is most severe. 
Blade and socket heat treated. 


RIVETLESS SOCKET 


No- rivets. Socket is smooth and elimination 
of rivet holes increases strength of handle. 


HANDLES 


Northern ash. Attractively finished with a 
walnut color. Bug-proof lacquer. 





e Perfect balance. Supplied in D and long 
handle. Round and square point. 


/ft 


C ames 2 


C me 


€ 1774 5 


AMES BALDWIN WYOMING CO. 
NORTH EASTON 
W.VA. MASS 


PARKERSBURG 
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The strength, the vision and 
the power of the eagle stems 
from the industry and patriot- 
ism of the people. This is 
your war and our war. Every 
one of us. Let us now conduct 
our businesses and our lives 
so that they contribute the 
greatest possible aid to Vic- 


RIFFIN 


anufacturing Company 
ERIE. PENNSYLVANIA 








AGENTS: 
NEW YORK: 45 Warren St. CHICAGO: 162 N. Clinton St. 
SAN FRANCISCO: 703 Market S?. 





Domestic Materials Make Good Paint 
Says Col. Brady of B. E. W. 


| materials in the pa‘nt industry, 


Col. George S. Brady, chief, | 
Materials Statistics and Reports | 
Division, Board of Economic War- 
fare, in a survey of imported | 





COL. GEORGE 8S. BRADY 


transmitted on the “Convention- 


| at-Home” program of the Na- 


tional Paint, Varnish & Lacquer 
Association, complimented — the 
paint industry upon its resource- 


: Maat 
fulness in continuing to produce | 


high quality paint products. Col. 
Brady expressed the opinion that 
in some instances the wartime 
replacements have fundamentally 
improved the durability and 
working qualities of paint. 

Col. Brady said in part: “There 


|are many items that have been 


|ing the period of the war, but 
| painy and other protective coat- 


| penditure of materials and labor 








| field equipment that would have 


manufactured in the past months 
at the expense of imported raw 
materials that I personally would 
agree could be eliminated dur- 


ings are not among them. If 
you can double or treble the life 
of a product by protecting it with 
a paint or lacquer then you have 
really given us the equivalent of 
two or three such products. There 
are innumerable pieces of army 


very short life in the rain and 
mud if they were not protected 
by good finishes. 

“As for civilian goods, I be- 
lieve that it is now more necessary 
than ever to put adequate protec- 
tive paint coatings on everything. 
Whatever is worthy of the ex- 


to manufacture during this 
emergeney is certainly worthy of 
the relatively small additional ex- 
penditure of materials and labor 
for finishing to protect its life 
and usefulness. In homes, offices, 


or poorly finished rooms, furni- 
ture, and equipment lead to un- 
cleanliness and unsanitary condi- 
tions, not to mention the morale 


| factor. This latter is so impor- 


tant by itself that General Mar- 


| shall is quoted as justifying an 


extra expenditure of 15 million 


| dollars on paint for barracks by 
| saying that it would be bad for 


the morale of the men to coop 
them up in buildings that looked 
like lumber yards. Therefore, it 


| would seem to me that the gage 
| on the limit of supplies of im- 


ported raw materials for the 


| paint industry should be meas- 


ured by the limits of the manu- 


| facture of goods that need paint 
| coatings for their protection, with 
| due regard, of course, te your 
| ability to develop and use sub- 


stitute materials.” 


| BRALLA, VALSPAR CORP., 
| TO SERVE ON W.PB. 


George M. Bralla, treasurer of 
the Valspar Corp., New York 
City, has been called to Wash- 
ington to serve temporarily with 
the Control Materials Plan Divi- 
sion of the War Production 
Board. He will return to his 
office as treasurer of the Valspar 
Corp. upon completion of his 
| work in Washington. 
| 





STOLLBERG HDWE. CO. 
TO LIQUIDATE 


The officials of the Stollberg 
Hardware Co., Toledo, Ohio, 
wholesale hardware distributors, 
recently announced that the 
firm’s properties will be liqui- 
dated and the company will dis- 
continue business. This action, 
it was explained, was decided 
upon because of the growing 
hardships in obtaining supplies; 
the tire shortage which has 
forced the removal of salesmen 
from the road, and the loss of 
many employees to the armed 
forces. 

The company, which was estab- 
lished in 1875, is one of the 
oldest business concerns in 
Toledo as well as one of the 
largest wholesale hardware houses 
in the midwest. 

Officers of the company are: 
Frank A. Harrington, president; 
Harlan Fels, vice-president; Law- 





hospitals, and factories paints 
have also become a necessity for 
health protection, as unpainted 


rence G. Pierce, secretary, and 
John M. Hauck, treasurer. 
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Hadson County Paint Dealers Ass’n 
Bond Rally a Success 


At the regular meeting held | industry apply to paint dealers 
at the Hotel Plaza, Jersey City, | as well as manufacturers. 
N. 5. on Nov. 18, the Hudsen Nomination of officers for the 
year 1943 were made and election 
will take place at the December 
meeting. Present officers of the 


County Paint Dealers Association 
reported that the bond rally, be- 
gun at the last meeting, so far 
yielded $2000.00 worth of bonds 
sold to members and further re- 


| association are: president, Max 
Kaufman of Jersey City; vice- 
president, Nathan Israel of Gut- 
tenberg: secretary and treasurer. 
Louis Nadel of Bayonne. 


turns were still coming in. The 
committee ip charge hopes to 
raise $5000.00 before Dec. 7, 
Pearl Harbor Day, to fittingly 
commemorate the occasion. In 
deference to the war emergency 


MEISTER NEW PRES. 
OF THE KEYSTONERS 


Carl J. Meister, Allen Mfg. 
Co., was recently elected presi- 
dent of The Keystoners. Other | 
officers are Millard I. Jackson, | 
‘ behr-Manning Corp., vice-pres’- 
War Production Board meeting | dent. and F. W. Anderson, Pre- | 
he attended in New York Nov. | cision Grinding Wheel Co., 1415 


this associat’on is not having its 
annual dinner and dance at a/| 


New York hotel as in previous 


years. 
Theodore Schwartz, the asso- 
ciation counsel, reported on the 


13th. He stated that var‘ous | Clearview St., Philadelphia, Pa., | 
governmental restrictions and/is the new secretary and trea- 
modes of operation in the paint! surer. 








SCRAP FOR VICTORY: The Victor Electric Products Inc., 
Cincinnati, Ohio, recently contributed 124,291 lb. of metal 
to the War Production Board Scrap Drive. Victor's peace- 
time business was mostly electric fans, kitchen ventilators and 
small motors. Now engaged 100 per cent in war production, | 
the company found itself with thousands of dollars worth of | 
fabricated parts which they have no time to assemble. 
Rather than let this huge stock of iron, steel, aluminum, cop- 
per and brass stand idle, C. L. Harrison, president, appointed 
C. E. Snively as defense coordinator, with orders to clear 
it out. Miss Vivian Grady (above) demonstrates the treat- 
ment she gave a large stock of partially finished electric | 
clocks as they were dismantled for scrap. She poses with a 
sample of some of the fabricated parts contributed. 
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No one knows how long the war will Iast— 


therefore, we cannot know how long it will be 





before Ta-pat-co outdoor sports equipment 
will again be available for civilian use. We do 


know that as long as we are needed, we are 





LITE PRESERVERS happy to be at the command of Uncle Sam. 


on = In the meantime, seasonable advertisements 
wae al 


BOAT CUSHIONS §the same publications we.used before the war 


like the one reproduced above are running in 
to help make Ta-pat-co your leading seller in outdoor sports 


equipment... We want your customers and you to remem- 


ber Ta-pat-co after Victory is won. 1-STP-1 


Ta- pat-eco 


OUTDOOR SPs EQUIPMENT 


Flor TING- 


AMERICAN PAD and TEXTILE CO., Greenfield, Ohio 
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N O wonder Phoenix and Juniata shoes have 
been preferred by the trade for over 50 years. 
They're made of special analysis open-hearth 
steel, insuring extra long wear. They're de- 
signed and built by experts, which accounts 
for their correct shape, easy fit, and uniform 
punching, creasing and shaping. And they 
are made in every type and size for both mules 
and horses. 





PHOENIX 
Ever Ready 
Horse 
Shoe 


PHOENIX JUNIATA 


Short Heel 


Toed and 
Heeled 





@ 
Made in Front and Hind 
in Extra Light, Light, 
and Snow pattern. 





SWEETS 
Toe Calks 


4 , 
PHOENIX 


Noiseless Mule 





Country Pattern 


JUNIATA 
Light Mule Blunt 







* 


PHOENIX 











nd ta Noiseless 
—_ Leading jobbers every- yoy 


where distribute Phoenix 
and Juniata horse and 
mule shoes on an es- 
tablished policy through 
regular trade channels. 


Front 
Polo 


Phoenix also manufactures Turned Heel shoes, Sport 
shoes, Hooks and Shuts, Spuds, Drop Forged Welding 
and Slip-On Flanges, Commercial Forgings, and other 
similar items. 


PHOENIX MANUFACTURING COMPANY 


Joliet, Illinois, 


Catasauqua, Pa., 














visory Committees, WPB, has 
announced the formation of the 
following nine new committees: 


Forks, Hoes and Rakes 


Roy Halquist, chief, hardware 
and small tools section, building 
materials branch, is the govern- 
ment’s presiding officer. Com- 
mittee members are: W. D. 
Cashner, vice-president, Geyer 
| Mfg. Co., Rock Falls, Ill.; Har- 
| old Cunningham, vice-president, 
| Ames Baldwin Wyoming Co., 
| Parkersburg, W. Va.; L. P. Fin- 
| ley, vice-president, Union Fork 
and Hoe Co., Columbus, Ohio; 
|L. D. Miller, Miller Mfg. Co., 
| Hicksville, Ohio; Charles E. Nor- 

cross, C. S. Norcross & Sons, 

Bushnell, Ill.; J. S. Porter, treas- 
| urer, B. & H. Scovil, Inc., Higga- 
|}num, Conn.; Walter W. Rector, 
| vice-president, American Fork & 
| Hoe Co., Cleveland, Ohio; G. C. 
Ruhmann, G. E. Ruhmann Mfg. 
Co., Schulenberg, Tex.; A. E. 
Skinner, general manager, Boyle 





F. J. Wolf, president, Gardex, 
Inc., Michigan City, Ind.; W. F. 
Yeoman, president, Yeoman Hoag 
| Co., Monticello, Iowa. 


Ladders 


Roy Halquist is also the gov- 
|ernment’s presiding officer of 
this committee. Members of the 
committee are: H. G. Arnold, 
The Bauer Mfg. Co., Wooster, 
Ohio; John F. Garman, Goshen 
| Churn & Ladder Corporation, 
| Goshen, Ind.; Lewis S. How- 
| land, John S. Tilley Ladders Co., 
| Watervliet, N. Y.; T. C. North, 
| Universal Fittings & Scaffolding 
Co., Zelienople, Pa.; C. F. Pease, 
F. B. Pease Co., Rochester, 
N. Y.; Robert M. Rink, The 
| Goshen Mfg. Co., Goshen, Ind.; 
J. A. Seallan, Dayton Safety Lad- 
der Co., Cincinnati, Ohio; John 
G. Wernli, Los Angeles Ladder 
Co., Los Angeles, Calif.; L. A. 
Wollmers, Chesebro - Whitman 
Co., Inc., Long Island City, N. Y. 


Steel Products 


The government’s presiding 
officer is H. G. Batcheller, chief, 
iron and steel branch. Members: 
Avery C. Adams, vice-president, 
U. S. Steel Corporation, Pitts- 
burgh, Pa.; Russell M. Allen, 
vice-president, Allegheny-Ludlum 
Steel Corporation, Pittsburgh, 
Pa.; N. J. Clarke, vice-president, 
Republic Steel Corporation, 
Cleveland, Ohio; Isaac Harter, 








vice-president, Babcock & Wil- 


| Advisory Committees Formed for 
Nine Hardware Industries 


The Division of Industry Ad- | cox Tube Co., Beaver Falls, Pa.; 


J. A. Henry, vice-president, Weir- 
ton Steel Co., Pittsburgh, Pa.; 
Paul Mackall, vice-president, 
Bethlehem Steel Co., Bethlehem, 
Pa.; J. L. Neudoerfer, vice-presi- 
dent, Wheeling Steel Corpora- 
tion, Wheeling, W. Va.; J. H. 
Parker, vice-president, Carpenter 
Steel Co., Reading, Pa.; L. M. 
Parsons, vice-president, Jones & 
Laughlin Steel Corporation, 
Pittsburgh, Pa.; A. C. Roeth, 
vice-president, Inland Steel Co., 
Chicago, Ill.; W. W. Sebald, 
vice-president, American Rolling 
Mill Co., Middletown, Ohio; 
W. E. Watson, vice-president, 
Youngstown Sheet & Tube Co., 
Youngstown, Ohio. 


Stove and Furnace Smoke Pipes 


Lewis Smith, plumbing and 
heating division, is the govern- 
ment’s presiding officer. Mem- 
bers of the committee are: P. T. 
Cheff, president, Holland Fur- 
nace Co., Holland, Mich.; Aaron 
Cohn, president, Acme Tin Plate 
& Roofing Supply Co., Philadel- 
phia, Pa.; R. K. Follansbee, vice- 
president, Sheet Metal Specialty 
Co., Pittsburgh, Pa.; Ray G. 
Harrison, manager, Stove & Fur- 
nace Smoke Pipe Division, Reeves 
Steel & Manufacturing Co., 
Dover, Ohio; E. J. Hayman, gen- 
eral manager, Parkersburg Iron 
& Steel Co., Parkersburg, W. 
Va.; William L. Healy, presi- 
dent, Waverly Heating Supply 
Co., Boston, Mass.; F. R. Jackes, 
president, Jackes Evans Co., St. 
Louis, Mo.; W. H. Nesbitt, man- 
ager, Stove & Furnace Smoke 
Pipe Division, Wheeling Corru- 
gating Company, Wheeling, W. 
Va.; George H. Schneider, man- 
ager, Heating & Ventilating Di- 
vision, Milcor Steel Co., Milwau- 
kee, Wis.; A. J. Young, manager, 
Stove & Furnace Smoke Pipe 
Division, Louisville Tin & Stove 
Co., Louisville, Ky. 


Drills and Reamers 


Franz T. Stone, chief, Indus- 
trial Sections Branch, Tools Di- 
vision, is the Government’s pre- 
siding officer. Committee mem- 
bers are: W. E. Caldwell, man- 
ager of sales, Cleveland Twist 
Drill Co., Cleveland, Ohio; S. A. 
Cogsdill, president, Cogsdill 
Twist Drill Co., Detroit, Mich.; 
R. H. Frantz, president, Wayne 
Tool Co., Waynesboro, Pa.; Roy 
C. Herrlich, treasurer, Detroit 
Reamer & Tool Co., Detroit, 
Mich.; M. J. Kearins, president, 





United Drill & Tool Corp., De- 
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troit, Mich.; R. H. Wolfe, presi- 
dent, Arrow Tool & Reamer Co., 
Detroit, Mich.; W. E. Loy, Union 
Twist Drill Co., Athol, Mass.; 
Howard L. McGregor, president, 
National Twist Drill & Tool Co., 
Detroit, Mich.; Frank Morrison, 
W. L. Brubaker & Co., Millers- 
burg, Pa.; Earl Reinhart, presi- 
dent, Republic Drill & Tool 
Co., Chicago, Ill.; Frank Sikor- 
ovsky, president, Ampco Twist 
Drill Co., Jackson, Mich. 


Taps and Dies 


Franz T. Stone, chief, Indus- | 


National Twist Drill & Tool 
Co., Detroit, Mich.; Roy C. 
Michell, president, Eclipse 
Counterbore Co., Detroit, Mich.; 
E. W. Miller, general manager, 
Fellows Gear Shaper Co., Spring- 
field, Vt.; Earl Parker, president, 
Barber-Colman Co., Rockford, 
Ill.; Ernest C. Putnam, presi- 
dent, Putnam Tool Co., Shelton, 
Conn.; E. Reaney, O. K. Tool 
Co., Inc., Shelton, Conn.; Paul 
Seiler, president, Motor Tool 
Mfg. Co., Detroit, Mich.; Paul 
Zerkle, vice-president, National 
Tool Co., Cleveland, Ohio. 





trial Sections Branch, Tools Di- | 


vision, is the government’s pre- 
siding officer. Members of the 
committee are: W. M. Dalzen, 
president, Dalzen Tool & Mfg. 


Co., Detroit, Mich.; L. A. Lin- | 


coln, president, Bay State Tap 


& Die, Mansfield, Mass.; W. E. | 


Loy, S. W. Card Div., Union 
Twist Drill Co., Mansfield, 


Mass.; D. G. Millar, president, | 
Greenfield Tap & Die Co., Green- | 


field, Mass.; E. W. Nestor, sec- 


retary, Reiff & Nestor, Lykens, | 


Pa.; Charles M. Pond, vice-presi- 


dent, Pratt & Whitney Div., | 


Niles-Bement Pond Co., West 
Hartford, Conn.; J. E. Winter, 
president, Winter Brothers Co., 
Wrentham, Mass.; F. H. Hood, 
vice-president, Wood & Spencer 


Co., Cleveland, Ohio. 


Steel Strapping Sub-committee of | 


the Iron and Steel Industry 


L. F. Miller, Iron & Steel 
Branch, is the government’s pre- 
siding officer. Committee mem- 


bers are: H. C. Bristoll, The | 


Stanley Works, New Britain, 


Conn.; John W. Leslie, Signode | 


Steel Strapping Co., Chicago, 
Ill.; C. F. Osgood, Jr., C. Ten- 


nant Sons & Co., New York | 


City; C. J. Sharp, Acme Steel 
Co., Chicago, Ill.; E. T. Sproul, 
Brainard Steel Co., Warren, 
Ohio; Harry Walker, Gerrard 
Wire Co., Chicago, Ill. 


Milling Cutter and Form 
Tools 


Franz T. Stone, chief, Indus- 
trial Specialties Branch, Tools 
Division, is the government’s pre- 
siding officer. Committee mem- 
bers are: Frank W. England, 
vice-president, [Illinois Tool 
Works, Chicago, ill.; E. Gairing, 
president, Gairing Tool Co., De- 
troit, Mich.; A. N. Goddard, 
president, Goddard & Goddard 
Co., Inc., Detroit, Mich.; L. C. 
Gorham, president, Gorham Tool 
Co., Detroit, Mich.; W. E. Loy, 
Union Twist Drill Co., Athol, 
Mass.; Cecil W. Machon, gen- 
eral manager, Brown & Sharpe 
Mfg. Co., Providence, R. L;: 
Howard L. McGregor, president. 
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Abrasives 


Arthur Batts, president, The 
| Carborundum Co., Niagara Falls, 
N. Y.; J. H. Byers, president, 
Abrasives Products Co., Lans- 
downe, Pa.;R. R. Cole, general 
manager, phosphate division, Mon- 
| santo Chemical Co., St. Louis, 
| Mo.; A. T. Dalton, secretary, Chi- 
cago Wheel & Mfg. Co., Chicago, 
Ill.; E. B. Gallaher, Clover Mfg. 
|Co., Norwalk, Conn.; W. A. 
Harty, president, Exolon Co., 
| Blasdell, N. Y.; C. N. Jeppson, 
president, Norton Co., Worcester, 
| Mass.: H. D. Williams, treasurer 
| and general manager, Washing- 
ton Mills Abrasive Co., North 
Grafton, Mass.; J. Kuzmick, Ab- 
rasive Wheel Department, Man- 
hattan Rubber Mfg. Division of 
Raybestos-Manhattan, Inc., Pas- 
saic, N. J.; S. B. Leishman, presi- 
| dent, Gardner Machine Co., Be- 
loit, Wis.; T. J. McIntyre, 


vice-president, Macklin Co., Jack- | 


son, Mich.; W. L. McKnight 
president, Minnesota Mining & 
Mfg. Co., St. Paul, Minn.; J. W. 


president, General Abrasive Co., 


Niagara Falls, N. Y.; P. R. Shut- 


0 MORE TOOLS... 


FOR JUST 
“Tinkering Around” 


Today, more than ever, the manufacturer, the distributor, 
and the dealer must work hand in hand to see to it that the “men 
behind the lines’ —the war workers — are supplied with all 
the good dependable tools that they need. 


The handyman, the homescraftsman, and the man who wants 
a tool just to “tinker around” must wait. Every new tool you sell 
must be put to work building the factories, the training camps, 
the ships and guns, the machine tools, and the thousands of 
other vital war jobs requiring good tools and equipment. 


Until recently we attempted to help you maintain as complete 
a stock of Greenlee Tools as possible without priority informa- 
tion. Conditions now make that impossible without greatly 
handicapping our main effort—that of making every move 
count in helping to win this war. Therefore, we suggest that 
you make the fullest use of the established government machinery 
for obtaining priorities and attempt to secure the highest rating 
possible for your tool orders. 


We want to thank our customers and friends in the Hardware 
Trade for their patience and kind understanding of our problems, 
and ask their continued cooperation until this emergency has 
passed and we are able to serve them better. 





Meanwhile — let’s all make every effort to see that America’s 
| precious tools and equipment are used to their fullest extent 
and in the best possible way in helping to win this war. 





Greenlee Push Drill 


McLean, president, Abrasive Co., | 


Philadelphia, Pa.; A. V. Parker, | 








Greenlee Solid-Center Auger Bit 


| tleworth, vice-president, Allison | 


Co., Bridgeport, Conn. 


SALES MANAGERS HEAR 
COL. COSTELLO 


The Sales Managers Club of 
Hartford, Conn. had as guest 
speaker on Nov. 11, at the Hotel 
Bond in Hartford, Col. W. F. 


Costello, who spoke on the sub- 


The talk covered the changed 
duties of sales managers and the 
| manner in which they could best 
| cooperate with the various mili- 
| tary procurement departments. 
| Col. Costello is vice-president of 
The New Britain Machine Co., 
| New Britain, Conn., and a direc- 
tor of the M.E.M.A. He has 
| been a lieutenant colonel in the 
|U. S. Army Ordnance Reserve 
for a number of years. 





ject, “Sales Managers at War.” | 





Greenlee Short Socket Firmer Chisel 


Greenlee Setfast Expansive Bit 





| Shown above are a few popular items from the Greenlee Line of 
| Hand Tools for the Craftsman... tools that hold their cutting edges 

and withstand the wear and tear of today’s hard use. Tools that 
| are easy to sell and tools that stay sold. 


tm, GREENLEE 


| TOOL CO. 


| 1813 Herbert Avenue, Rockford, Illinois 
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Build Business 


and Profits 


WITH 


SIMONDS 


Crescent Gro 


CROSS-CUT 
SAWS 


100% Simonds quality-control . .. 
from melting steel to finish grinding 
. .. dictates a guarantee to your cus- 
tomers that Simonds Crescent Ground 
Crosscuts will cut more timber with 
less elbow-grease, and stay sharp 
longer, than any other saw. This is the 
quality looked for by every logger, 
contractor and farmer. Give it to them 
with Simonds Saws... and sell them, 
too, Simonds special Red Tang Cross- 
cut Saw Files... a profitable accessory 
line. Your customers will keep com- 
ing back for plenty more of both. @ 


SIMONDS SAW AND STEEL COMPANY 
FITCHBURG, MASS. 





\W THE PROFIT-BUILDING 


LINE OF QUALITY CUTTING TOOLS... 


FOSS CUT SAWS « FILES © HACKSAWS « SOLID-TOOTH CIRCULAR SAWS 
BITS © SHANKS 
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George Succeeds Herndon As 


W.P.B. 


Herbert L. George, department 


manager for Marshali-Wells Co., 


Portland, Ore., is now in Wash- 





HERBERT L. GEORGE 


ington, D. C., assuming his 
duties as Senior Hardware Con- 


sultant of the Distributors’ 


Branch of the War Production | 


Board. He succeeds Lewis H. 


Herndon, who will return to | 


private business. Mr. Herndon 
has been on a leave of absence 


RINGER APPOINTED 
TO W.P.B. 


Walter M. Ringer, president, 
Foley Mfg. Co., Minneapolis, 
Minn., was recently appointed 
assistant regional director, WPB, 
by A. E. Bowman, regional WPB 
director for Minnesota and the 
Dakotas. 

Walter M. Ringer, Jr., will be 
in charge of the business during 
his father’s absence. Mr. Ringer, 
Sr.! is not severing his connection 
with the company but will still 
be in touch with his office. 


SILEX OPEN LETTER 
ANSWERS LAGUARDIA 
When Mayor Fiorella La- 

Guardia of New York City was 
quoted as suggesting that “fresh 


coffee sprinkled over the grounds | 
used for breakfast will make a | 


good cup of coffee for the eve- 
ning,” he stirred a beehive of 
criticism among coffee experts, 
coffee lovers and housewives. One 
of the replies to the Mayor came 


from Frank Wolcott, president, | 


The Silex Co., Hartford, Conn., 
manufacturer of glass coffee 


| makers, and was published re- 


cently in the leading New York 
newspapers. 

“Let’s be hopeful, not fantastic, 
when we tell folks how to ex- 


Hardware Consaltant 


| from Belknap Hardware & Mfg. 
Co., Louisville, Ky. 

Mr. George, who is widely 
‘known in all branches of the 
hardware industry, has _ been 
granted a years’ leave of absence 
by the Marshall-Wells Co., Port- 
land, to serve on the WPB. He 
began his business career as an 
|order clerk with the Marshall- 
Wells Co. 30 years ago and since 
that time has served in the 
capacity of salesman and sales 
manager before being assigned 
to his recent position as mer- 
| chandise manager of three large 
departments. 








LEWIS H. HERNDON 


tend their coffee rations,” the 
open letter read and then re- 
printed the nine coffee tips of 
the OPA, including the advice 
that “finely ground coffee goes 
further than coarsely ground cof- 
fee,” and “because Silex coffee 
makers use finely ground coffee 
they get 48 to 50 cups out of 
a pound, up to 15 more cups 
than the ration basis of 35 cups 
per pound.” 


450 ATTEND CHICAGO 
HDWE. ASS’N PARTY 


Four hundred and fifty retail 
hardware merchants, their friends 
and guests attended the eighth 
annual Thanksgiving party of the 
Chicago Retail Hardware Asso- 
ciation at the Merchants’ and 
| Manufacturers’ Club, Merchan- 
dise Mart, Chicago, on Nov. 18. 
Edward Vondrak, president of 
the association, acted as toast- 
master and introduced officers, 
past presidents and guests. Mr. 
Vondrak, in behalf of the officers 
|and members of the association, 
presented to J. C. Amis a plaque 
“in appreciation of 50 years of 
loyal service to the Chicago Re- 
tail Hardware Association as 
Secretary.” 

A turkey dinner was served, 
followed by a floor show and 
dancing. 





HARDWARE AGE 
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HOEHLEIN PROMOTED BY | 
IGOE BROTHERS, INC. 
Igoe Brothers, Inc., Brooklyn, 


N. Y., manufacturers and distrib- 
utors of hardware, roofing and 





BILL HOEHLEIN 


building supplies, recently ap- 
pointed Bill Hoehlein to run its 
mill supply business to industries, 
utilities and shipbulding con- 
cerns. Mr. Hoehlein has had 
many years of retail and whole- 
sale experience. 





SLICKER COATS FOR 
IMMEDIATE DELIVERY 


J. Jacob Shannon & Co., Broad 
and Huntingdon Sts., Philadel- | 
phia, Pa., has on hand a large 
number of olive color slicker 
coats for immediate delivery to 
hardware dealers. No priority is 
needed to secure these coats 
which will be sold at a moder- 
ate price while the supply lasts. 


Available in medium or large | 


size. 


BOOSTERS SEE MAKING OF 
SYNTHETIC RUBBER 


Thirty-five members and guests 
of the Hardware Boosters saw 
an actual demonstration of the | 
major steps in the making of 
Ameripol, a butadiene synthet‘c 
tire rubber, at the Nov. 20 meet- 
ing held in the Advertising Club, 
23 Park Ave., New York City. 
J. J. McDermott and Frank L. 
Pfeifer, both of The B. F. Good- 
rich Co., 1860 Broadway, New 
York City, put on the demon- 
stration of the company’s syn- 
thetic tire rubber and also ex- 
hibited a talking film, “Keep 
"Em Rolling,” showing means of 
preserving the life of automo- 
bile tires. 


Emphasizing the importance of | 
carefully using automobiles, to | 
conserve our tires, Messrs. Mc- 
Dermott and Pfeifer urged driv- 
ing only when absolutely neces- 
sary, under 40 miles an hour 
and with frequent checking of | 
air pressure in tires. Military re- | 
quirements of rubber are vital | 
and only the authorities responsi- 
ble for creating and operating | 
our war machine are in a posi- | 
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tion to decide just how available 
crude rubber, reclaimed rubber 
and synthetic rubber can best be 
allocated to win our fight for all 
that makes life worthwhile. 


LIBBEY GLASS APPOINTS 
TWO NEW EXECUTIVES 
Two important changes in the 
advertising and merchandising 
staff of Libbey Glass Co., Toledo, 
Ohio, were announced recently 
by John H. Wright, president of 
the company. Carl U. Fauster, 
who has been advertising man- 
ager of Libbey has been pro- 
moted to the position of mer- 
chandising and sales promotion 


manager. Sam K. Beetham, dis- | 


play manager for Owens-Illinois 
Glass Co. will succeed Mr. Faus- 
ter as Libbey advertising man- 
ager. The Libbey Glass Co. is a 
wholly owned subsidiary of 
Owens-Illinois. 

Mr. Fauster has moved his 
offices from the Ohio Building to 


| the Libbey factory on Ash St. 


Mr. Beetham will continue to 


|make his headquarters in the 


Ohio Building and will handle 
Libbey advertising under the gen- 


eral direct‘on of Thomas K. | 


Almroth, general advertising and 
publicity manager of Owens-Il- 
linois. 


NEW ARBITRATION RULES 
MEET WAR CONDITIONS 


The American Arbitration As- 
sociation announces a revised cdi- 
tion of its Voluntary Labor Arbi- 
tration Rules of Procedure, to 
meet war regulations and condi- 
tion:. The rules are accompanied 
by a Manual for Using the Rules, 
covering such important subjects 
as: Panels of Arbitrators; Sum- 
mary of Procedure with Respect 
to Parties, Arbitrators and the 


| Association; Institution of Pro- 
| ceedings; Appointment of Arbi- 


trators; Hearings and Awards. A 
special section on the arbitration 
of wage disput’s is included, 
which contains procedure for the 
reference of wage decisions to 


| the National War Labor Board 


for review and directions for ex- 
pediting proceedings under its 
rules, in relation to policies set 
forth by the War Labor Board. 

A complete index enables those 
using the rules and manual to 
find immediately the pertinent 
rule or instruction needed in a 
proceeding. The rules have been 
formulated by the joint effort of 
manag¢ment and labor, and have 
the benefit of the experience of 
the association in more than a 
thousand labor arbitrations. Both 
are available upon request to the 
American Arbitration Associa- 
tion, 9 Rockefeller Plaza, New 
York City. 


HE most important help Cheney 
Nailers —the only nail holding 
hammers—contribute to the war effort 
is in reducing the nailing time by one- 
third to a half. In addition they make 
possible the driving of nails in over- 
head ond other hard-to-get-at places. 
Cheney nail holding hammers are 
fine tools that will do good work, hard 
work and like it. Gheney Nailers are 
exclusively engaged in doing their 


bit in the service of the country. 


Let each and every one of us back up 
our President and help him win the war— 
Buy War Bonds and Stamps—every day. 








HENRY CHENEY HAMMER CORPORATION 
Factory: Little Falls, N.Y 


Soles Office: 302 Broadway, New York City 
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Efficiently doing its share on 
the production front, SPIN- 
TITE, the wrench that works 
like @ screw driver, may help 
you-handle your production 


problems. 


Originally developed by 
Stevens Walden, SPINTITE 
features drilled shank, non- 
slip handle, precision ma- 


chining . . 
better job. 


Eleven stock sizes (Hex head) 
range from 3/16” to 5/8”. 
Knurled round, square SPIN- 
TITES, special lengths and 
sizes made to your specitica- 
tions. Write for complete in- 


formation. 








a tool to do a 





At Left — 1-73 set: 7 Hexagon SPiN- 
TITES from 3/16" to 1/2” drive in 
convenient stand. Ideal for assembly. 
SPINTITES also available for use with 
chuck type handles as shown below. 





OBITUARIES 





WILLIAM F. WALL 


William F. Wall, 74, chairman 
of the board of the Wall Rope 
Works, Inc., New York City, died 





WILLIAM F. WALL 


| in the Doctors Hospital in New 
York, on Nov. 5s. 

On his graduation from the 
Berkeley School in 1889, Mr. 
Wall began his career with the 
Wall organization, which was 
founded by his grandfather in 
1830. He became president in 
1903 and was succeeded by C. 
Frederick Wall in 1928, at which 
time he became chairman of the 
board. 

Mr. Wall joined the Seventh 
Regiment in 1889, became bat- 
talion adjutant in 1902 and adju- 
tant of the regiment in 1917. He 
was president of the Society of 
the Ninth Company Veterans and 
was a/ member of the executive 
committee of the New York 
Athletic Club. He also belonged 
to the New York Society of Mili- 
tary and Naval Officers of the 
World War. Throughout his busi- 
ness life he was an active leader 
in the rope industry and con- 
tributed much to its development. 


W. E. WHITE 

William E. White, 75, man- 
ager of the Gadsden Hardware 
Co., Gadsden, Ala., wholesale 
hardware distributors, died re- 
cently in that city, following an 
illness of several weeks. He left 
the hospital several weeks ago 
and seemed to be on the road to 
recovery, but suddenly took a 
turn for the worse and in a short 
time had passed away. 

In early manhood, Mr. White 





became a bookkeeper for the 





Paden-Ewing Hardware Co. and 
continued in that position dur- 
ing several changes in ownership. 
In 1935 he was promoted to 
manager of the Gadsden Hard- 
ware Co. 


C. H. HASTY 


C. H. Hasty, 53, associated 
with the Monroe Hardware Co., 
Inc., Monroe, N. C., wholesale 
heavy hardware distributors, 
passed away suddenly on Nov. 8. 

Mr. Hasty had been with this 
company since 1919 and for a 
number of years had held the 
position of buyer of the whole- 
sale department. He was very 
well known throughout hardware 
circles in the Carolinas. 


WILLIAM H. PADDOCK 


William H. Paddock, 76, retail 
hardware merchant of Wolcott, 
N. Y., and former president of 
the New York State Retail Hard- 
ware Association, died recently 
after an illness of eight weeks. 

Mr. Paddock started in the 
hardware business in 1891 when 
he became a partner in the firm 
of W. H. Paddock & Son, Wol- 
cott, N. Y. He joined the New 
York State Retail Hardware As- 
sociation at its first annual meet- 
ing, held at the Astor House, 
New York City, and served as 
president in 1934. 

Mr. Paddock was a member of 
the Harpware Ace Fifty Year 
Club, a past president of the 
Wolcott Rotary Club and a for- 
mer vice-president and director 
of the First National Bank of 
Wolcott, N. Y. 

Surviving are his widow, Mrs. 
Carrie Paddock, and one daugh- 
ter. 





WILLIAM H. PADDOCK 
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FRANK MOUNT 
Frank Mount, middle states 
representative for the Geo. Worth- 
ington Co., Cleveland, Ohio, 








FRANK MOUNT 


| 


wholesale hardware distributors, 


passed away at his home in War- 
ren, Pa., on Oct. 16, after but 
a few days illness of pneumonia. 
He was about 66 years old. 

He had represented the com- 
pany in that section for over 30 
years—his territory being equally 
divided on both sides of the New 
York-Pennsylvania state line. Mr. 
Mount was quite active for many 
years in the Isaac Walton League 
and had a wide acquaintance 
fishermen and _ other 





among 
sportsmen. 


L. G. HUMPHREY 


L. G. Humphrey, who had rep: | 
resented the Geo. Worthington | 
Co., Cleveland, Ohio, in a west- | 
ern New York territory for near- | 
ly 30 years passed away Oct. 14 | 
at his home in Cleveland. Due | 
to failing health, Mr. Humphrey | 
gave up active traveling about 
three years ago, but was able to 
continue his regular duties in the 


Worthington sales department 








L. G. HUMPHREY 
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until a few months before his 
death. 

Mr. Humphrey was always in- 
terested in hardware association 
matters and had a very wide ac- 
quaintance among the hardware 
men of New York State. His 
summer home on Lake Chau- 
tauqua was quite a rendezvous for 
his hardware friends and custom- 
ers during the summer vacation. 

Mr. Mount and Mr. Humphrey, 
both mentioned above, were very 
close friends for a number of 
years. They covered adjoining 
territories for almost 30 years 
until Mr. Humphrey was obliged 
to discontinue traveling about 
three years ago, due to poor 


health. 


HARRY P. TOWNSEND 


Harry Pond Townsend, 67, co- 
inventor of the New Departure 


| coaster brake and president of 


the H. P. Townsend Mfg. Co., 
Hartford, Conn., died at his 
home in West Hartford, Conn., 
after an illness of several months. 

As a young man, Mr. Town- 
send worked at the New Depar- 
ture Co., Bristol, Conn., and with 
the Rockwell brothers, Albert 
and Edward, developed the bi- 
cycle coaster brake. He spent 
three years with this company 
and then joined the Russell & 
Erwin Mfg. Co., New Britain, 
Conn., where he also stayed 
three years. From there Mr. 
Townsend went to the Corbin 
Cabinet Lock Co., New Britain, 
Conn., and in six years received 
40 patents for improved locks 
and machines for making locks 
and light hardware. 

In 1908 he started his own 
company, making special ma- 
chinery and designing and im- 
proving machinery for the pro- 
duction of metal goods and light 
hardware. He became ill and 
gave up active management of 
the company in June of this 
year.” Mr. Townsend was a mem- 
ber of the National Manufac- 
turers Association, the American 
Society of Mechanical Engineers 
and the Army Ordnance Associa- 
tion. 


He is survived by his widow 


| and one daughter. 





Latest News on 


PRIORITIES 


and 
WAR-TIME ORDERS 
on page 77 
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CHAMPION 
SCREW DRIVERS 
DON’T TWIST 
LOOSE... 


A man may guide a 
CHAMPION driver to 
the slot but he'll never 
have to hold the blade 
in the handle. We've 
done that for him, for 
the life of the tool. 
And the life of any 
UNION tool is a 
long and happy one. 
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In the arsenals of war production, “Yankee” Fine 
Mechanics’ Tools save time, work, trouble and 
money — not only because good mechanics use 
them, but also because they make good mechanics 
better! “Yankee” Tools speed production because 


they are made for speed.... 


That’s the story we are carrying every month to the 
thousands of readers of 12 war-industry publica- 
tions and to the millions of readers of The Saturday 
Evening Post, Popular Mechanics, and Popular 
Science. It’s a story for you . . . for the days ahead, 
when war production stops and peace-time selling 
begins ... when you can again have all the “Yankee” 
and “Yankee-Handyman” Tools your trade desires. 


And your market will be there! 


“YANKEE’ TOOLS 


make good mechanics better 


North Bros. Mfg. Co., Phila., Pa., U. S. A. 
Established 1880 
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GEORGE E. HODSON 


George E. Hodson, 89, former 
president of the Winchester Re- 


peating Arms Co., New Haven, | 
Conn., died recently at his home | 
in that city after an illness of | 


eight months. 

Mr. Hodson joined the Win- 
chester firm in 1872 as an office 
boy, and on Feb. 11, 1911, be- 


came president of the company. | 


He held the post until his retire- | 
ment in I915 because of ill | 
health, aggravated by the strain 
brought on py early orders of | 
the first World War. 

Mr. Hodson was a member of 
the Odd Fellows, the Chamber of 
Commerce and the Union League 
and served as one of New Haven’s 
coal commissioners during the 
last war. 


He is survived by his widow, 


SIMPLIFY NONMETALLIC 
REFLECTORS FOR SOME 
FLUORESCENT FIXTURES 

Proposed simplified designs for | 
nonmetallic reflectors for indus- 


| trial fluorescent lighting fixtures | 


have been approved by the in- 
dustry and are expected to re- 
sult in a saving of at least 50 
tons of steed per day, according 
to the National Bureau of Stand- | 
ards, Department of Commerce. 
This recommendation was devel- | 
oped at the request of the Build- | 
ing Materials Branch of the War 
Production Board to assist the 
industry to comply with the pro- 
visions of amended Limitation 
Order L-78—Fluorescent Light- | 
ing Fixtures —issued by the 
board on Oct. 19. It will be des- | 
ignated as Simplified Practice | 
Emergency Recommendation | 
ER1-42. 

Mimeographed copies of this 
recommendation may be had on 
request from the Division of | 
Simplified Practice, National 
Bureau of Standards, Washing- | 
ton, D. C. 


PUBLISH GLOSSARY 
OF HOUSING TERMS 


The National Bureau of Stand- | 


ards, Department of Commerce, 


announces the publication in its | 


Building Materials and Structures 
series, of a Glossary of Housing 
Terms in which is presented a 
large number of expressions 
found in housing literature. 


The publication was prepared 


by a committee composed of 
members of various Federal hous- 
ing agencies, the purpose being 
to bring together, for the con- 
| = 


one daughter and four grand- 


children. 





GEORGE A. RICK 


George A. Rick, 65, president, 
| Stichter Hardware Co., Read- 
| ing, Pa., wholesale hardware dis- 
| tributors, died recently in a hos- 
| pital. 

Mr. Rick started his business 
|career in a civil engineering 
office and later entered the whole- 
sale hardware business. He was 


| very well-known to the trade in 


Pennsylvania and was a former 


| president of the Pennsylvania 


Wholesale Hardware Association. 


| He had served in two wars, first 


in Puerto Rico during the Span- 
ish-American War and as a lieu- 
tenant in World War I. 

Surviving are his widow and 
a son, J. Hunter Rick. 


| venient use of all interested per- 


sons, definitions that are general- 
ly accepted and currently used. 


This is a revision and expan- 


| sion of a publication issued in 


1937. Additions are most exten- 


| sive in the fields of landscape 


and construction work, where 
considerable confusion exists re- 


| garding many definitions. 


Copies of the glossary, which 


| bears the designation BMS91, are 


obtainable from the Superinten- 
dent of Documents, Government 


| Prnting Office, Washington, D. C. 
The price is 15 cents. 


U.S. MANUAL 
NOW AVAILABLE 


The Fall ed‘tion of the United 


| States Government Manual, a 


| 700-page reference book on the 
| creation and organization func- 

| tions and activities of the Federal 
| Departments and Agencies, is 
| now available. : 

The new edition, which con- 
tains changes through Sept. 1, 
‘includes statements on all the 
branches of Government, a list 
of principal officials, separate sec- 
tions on the emergency war 
agencies, organization charts, 
| publications and commonly used 
abbreviations. It also contains 
| an appendix on agencies abolish- 
|ed, transferred or consolidated 
| since 1933. 
| The Manual may be purchased 
| from the Superintendent of Docu- 
ments, Government Printing Of- 
fice, Washington, D. C. Single 
| copies cost $1; subscriptions 
| covering the three editions a year 
| cost $2.75. 
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yare dis- 
n a hos- 
business ; 
ineering ing 1941, the cost of purely pro- 
» whole- OPA AUTHORIZES RETAILERS motional devices, examples be- 
He was ing holiday decorations, style 
rade in shows, exhibitions, etc. This 
former TO CURTAIL OPERATING SERVICES does not apply to advertising or 
sylvania promotional programs. 
ciation. Stressing retail management’s 
rs, first WITHOUT PRICE REDUCTION responsibilities for economical 
e Span- operation in a nation at war, the 
a liev- ’ “Recommended Wartime Man- 
OPA Supplementary Order No. 29 allows curtail- agement Policies” offers a check- 
i ond ment of sales on approval; acceptance of returned | list on economies divided into six 
goods; gift wrapping and services performed with- | main points. The first three are: 
out relation to specific sale; lay aways and free adaptat'on of your pattern of 
= phone calls, etc., without price ceiling reduction. operations to changed conditions; 
develop consolidated services 
ed per- (with other merchants); and 
eneral- In the first major moves to im- | articles are not delivered as, order or by customer (at his | seek adjustments in operating 
> weed plement the recently announced represented or ordered; gift | order by someone else) ; changed | conditions affecting costs. The 
Retailers’ Economy for Victory | wrapping; gift packaging; lay- | from condition in which it was | above points include use of self- 
expan- Plan, the Office of Price Admin- | away and will-call privileges; free | received by the dealer. It is also | service where feasible; simplified 
ued in istration, on Nov. 25, issued Sup- | incoming toll ‘phone calls and recommended that there be no | lines; pooled deliveries and con- 
exten- plementary Order No. 29 au-| services performed without rela- | refund, exchange or credit on | solidated buying facilities and 
dscape thorizing curtailment of many | tion to a specific sale. Examples | goods sold or advertised or of- | “greater use of group buying.” 
where peacetime retail services without | of the latter are: instruction | fered for sale on an “as is” or Other policies are: Cooperate 
ists re- reductions in ceiling prices. At| classes; store decorations; free | “all sales final” basis nor if not | with supplier so he may reduce 
the same time it made public,| refreshments and air condit‘on- | in the same condition as when | expenses; review and reduce the 
which statements of “Recommended ing. | purchased. following operating expenses 
91, are Standards of Retail Practice Protecting the consumer, the | Also recommended is that store personnel (minimizing full- 
sien. and Recommended Wartime order states just as specifically | gifts be not accepted for ex time replacements of war-lost 
Management Policies” to aid re-| that the retailer can not (with- | change or refund unless received | employees and hiring of part- 
“wy tail operations under the order. |‘out compensating reduction in | within six business days after | time employees) “by adopting a 
, D.C. “The Retailers’ Economy for | ceiling price) eliminate altera- | occasion for gift. The six-day | promotional policy that will re- 
Victory Plan” is des‘gned to| tion or remodeling services, nor | rule is recommended on other | duce week-end sales peaks.” Also 
conserve necessary materials and | repair maintenance or installa- | transactions except where there | recommended are review and re- 
facilities for the war effort, to| tion services customarily sold | was an over order due to reason- | duction of occupancy expense; 
free manpower for direct war] with an art‘cle by way of guar- | able error such as in the sale of | wrapping expense and returned 
production, and to allow retailers | antee. Similarly it provides | wa!l paper, paint, building ma- | goods and delivery; display; 
to operate under what Price Ad-| that if delivery of non-carryable | terials, etc., or where article is | salvage and frequent buying 
a ministrator Leon Henderson said | packages is eliminated, the ceil- | not as represented by the retailer | trips. Recommended in the sixth 
Jnited will be “tough” conditions in| ing price must be reduced by the | nor as ordered by customer “or | point is analys's of operating 
al, a 1943. amount of net cost to the con- | otherwise returnable under the | procedure in line with sugges- 
n the The new supplementary order, | sumer of having delivery made by | laws of the controlling jurisd‘e- | tions from trade associations, 
func- which cuts across all regulations | the most usual and reasonable | tion.” | trade publications and the vw. &. 
ederal at the retail level, except to the | method of transportation. A re- | As to gift wrappings recom- | Department of Commerce. 
28, is extent that such regulations may | tailer who charged extra for de- | mendation is that gift or fancy | ee 
specifically provide to the con- livery may drop delivery if he wrappings or boxes be discon- | RETAIL, WHOLESALE 
ante trary, allows curtailing or dis- drops the charge. | tinued, encepting for those on VACUUM CLEANER STOCK 
ot. 1, continuing of: deliveries which In the interest of business | a sed “ee re ine et FREED BY WPB ORDER 
1 the must be eliminated, changed or|economy and conservation of | which may be used up. Recom- | =k 
: curtailed for compliance with any | material OPA recommended cer- | mended also is that after Jan. 1, | The WPB, on Nov. 21, legal- 
a list order of the Office of Defense | tain Standards of Retail Practice | 1943, all special or extra wrap- | ized sale of new vacuum clean- 
— Transportation and deliveries of | to be followed by retailers. An | Pings or boxes be discontinued | ers previously frozen in the 
war reasonably carryable packages,| outline of the recommendations | excepting where cost is no higher | hands of wholesalers and retail- 
irts, except such emergency purchases | follows. As to sales on approval, | than regular wrappings. On “lay- ers. However, on vacuum clean- 
used as sickroom supplies. The order} require that all goods leaving | aways” and “will calls” it is | ers in the hands of manufactur- 
tains further allows reasonable cur-| store be paid for in cash or | recommended that a minimum | ers, their affiliates and “private 
olish- tailment as to frequency of de-| charged to customer's account | down payment of $1 or 10 per | brand sellers,” when such con- 
dated liveries of packages which the| and that apparel or house-fur- | cent of the purchase price | cerns have 500 or more cleaners 
customer cannot reasonably carry.| nishings not be delivered to | (whichever is larger) be re- | in stock the freezing order con- 
— OPA will, by specific interpre-| customer in excess of known or | Guired. It is recommended that | tinues until the government de- 
an tations, clarify whether the stand- | declared wants. Except for mer- | the practice of absorbing charges | termines how many of the ma- 
“Or ards adapted are reasonable, in} chandise damaged, imperfect or | 0D incoming “phone toll calls be | chines are needed for the armed 
Send cases of doubt. The regulation | delivered in error, do not accept | discontinued. forces. 
ingle also allows curtailing or discon-| for cash nor credit or exchange Recommendation VI reads: It has been determined that 
_ tinuing of: sales on approval; | merchandise made to order or | “Special promotional expendi- | vacuum cleaners in the hands of 
year acceptance of articles returned | specifically ordered for the cus- | tures. Reduce by at least 50 per | retailers and wholesalers are not 
by customers—excepting where!tomer; altered to customer’s | cent of similar expenditures dur- | needed for the armed forces. 
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A WICK 
YOU CAN 


BUY 


and sell! 





VICTORY 


WICK 
FOR OIL-BURNING WICKLESS STOVES 


Victory Wick is the answer to the difficult situation caused 
by rapidly dwindling supplies of woven wicks. 


Although it is offered as a substitute, VICTORY Asbestos 
Paper WICK lights quickly and produces a good flame— 
with reasonable care will deliver satisfactory service for a 
long time. 


The superior qualities of woven wicks such as FLAMEMASTER 
and GLASWIK have made them the most popular types dur- 
ing recent years but asbestos paper wicking is still widely 
used. Never, however, has it been offered in conveniently 
packaged 5!/2 foot lengths. With the four sizes of Victory 
Wick you can fit any standard stove, and eliminate the 
necessity for tremendous stocks. 


Here is a timely product enabling you to cash in on sales 
that would otherwise be lost as a result of a shortage of 
woven wicks. 


The wick season is now in full stride. Don't be caught with 
empty shelves—send in your order for Victory Wicks today. 


52 foot rolls in each box 


ONLY FOUR SIZES TO STOCK 


to fit any standard stove 


ORDER TODAY 


Manufacturers of Glaswik and Flamemaster Wicks 


PRODUCERS OF ASBESTOS PRODUCTS FOR 20 YEARS 
North Wales, Penna. 





ATTRACTIVE 3-COLOR PACKAGE 




















CMP NEEDED BECAUSE 
COUNTRY IS WORKING 
AGAINST TIME 


Explain purpose and operation of Con- 
trolled Materials Plan to more than 
3000 manufacturers at New York meeting 


More than 3000 manufacturers, ; materials requirements although 
including representatives of hard- | allotments will generally be based 
ware and allied lines plants,| on formal applications for allot- 
heard WPB officials explain the | ments. Bills of materials will 
purposes and operating methods | have to be submitted only when 
of the Controlled Materials Plan | specifically requested by one of 
at an all-day meeting held Nov.| the claimant agencies — Army, 
24 at the Hotel Pennsylvania, | Navy, Maritime Commission, Air- 
New York City. Ernest C. Kanz-| craft Scheduling, Lend-Lease, 
ler, WPB Director General for | Office of Civilian Supply and 
Operations, emphasized that we | Board of Economic Warfare. Ap- 
are working against time, all | plications for allotment will be 
along the line and the need for | sent out by the agencies. Claim- 
a huge materials flow behind the | ant agencies will handle applica- 
front lines is the reason for CMP. | tions for class “A” products ex- 
The plan is based on the prin-| cepting the Office of Civilian 
cipal of set schedules for end| Supply for which applications 
products, to shorten the produc- | will be handled by WPB Indus- 
tion schedule from raw materials | try Divisions. Applications for 
to finished products at the fight- | materials for class “B” products 
ing front. More than $7,000,-| will be handled by WPB Indus- 
000,000 of war equipment is be- | try Divisions. He explained that 
ing turned out each month, he| prime consumer manufacturers 
stated. are those who receive allotments 

Courtney Johnson, Special Con-| of controlled materials directly 
sultant to the Director General’s | from the claimant agencies. 
Office, WPB, explained the dif- At the luncheon session J. A. 
ference between class “A” and Krug, deputy director general 
class “B” products, the latter be- | fo, Distribution Bureau, WPB, 
ing shelf products produced on| .4i4 we will not try anything 
stockroom basis instead of on a| cess entilt we tenes 4s eis eee 
line production plan. Products| |, - tine 

: : | thing better. Perfect timing and 
not specifically listed as class | : 
scheduling and complete cooper- 


— are in class — Materials ° | d e 
| atio > ~ 
for cl ss “BR” roducts are | an- ation between government and in 


dled by Industry Divisions of | dustry = needed to win the 
WPB instead of the seven claim- | Wat- Mr. Kanzler, who also spoke 
ant agencies. CMP operation is | briefly at the luncheon session, 
based on three basic forms—bills | said that when requirements are 
of materials, applications for al-| greater than materials someone 
lotments, and allotments. Bills of | must be cut and that the decision 
materials supply estimates of raw | must be made quickly. 


| Firms Operating Under PRP 





May Now Extend AAA Ratings 


Firms operating under the Pro-; the terms of Amendment No. 1 
duction Requirements Plan now to Priorities Regulation No. 11, 
are permitted to extend AAA/|as amended. The amendment, 
ratings, which they receive on | effective Nov. 2, lays down the 


customers’ purchase orders, by | conditions under which a PRP 
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unit may extend an AAA rating. 
These conditions are: (1) An 
AAA rating may be extended 
when necessary to obtain mate- 
rial which the PRP unit will de- 
liver, or which it will physically 
incorporate into material to be 
delivered, on the AAA rating: 
(2) The AAA rating may be ex- 
tended only to obtain the quan- 
ties of materials required to fill 
AAA-rated orders; (3) The rat- 
ing may not be extended to ob- 
tain any material which a PRP 
unit has on hand, or to replace 


Supplementary Order 


inventory; (4) The quantity of 
any material obtained with as- 
sistance of the AAA rating must, 
so far as possible, be deducted 
from the quantity authorized on 
the unit’s PRP certificate. 

In case it is necessary to extend 
the rating to materials other than 
those authorized on a PRP cer- 
tificate, or in larger quantities, 
a PD-25F form must be filed 
within three days after the exten- 
sion, reporting the additional 
quantities or materials to which 
the AAA rating was extended. 





Provides for 


Acceptance of Farm Equipment Transfers 


Fred S. Wallace, Special War 
Board Assistant to the Secretary 
of Agriculture, has issued An- 
nouncement No. 1 and Supple- 
mentary Order No. 1 to Ration- 
ing Order C. 

Both of these become effective 
on November 28th. 

Announcement No. 1 provides 
that county farm rationing com- 
mittees may immediately com- 
mence to ration the Schedule I 
equipment listed below. 

Supplementary Order No. 1 in 
effect provides that wholesale dis- 
tributors or dealers may accept 
transfers of any of the following 
equipment and may transfer such 
equipment to any other whole- 
sale distributor, mail order house, 
or dealer without a purchase cer- 


tificate, provided the equipment 


is not for use. 


Transfers for uee may be made | 


only if a proper purchase certifi- 
cate is presented. 

In connection with the transfer 
of farm fencing, the provisions 


of Supplementary Order M-21-b | 


(iron and steel products) must | poultry netting, poultry flooring. | 


be complied with where they are 
applicable. 


| The equipment covered by the 
| above is— 

Machines for Preparing Crops 
for Market or Use. 

|  Stationcry hay bales, horse. 
| Domestic water systems. Deep 
| well: deep well, reciprocal; deep 
well, jet pumps. Shallow well: 
| 250-499 gals. per hour; 500 gals. 
| per hour and over. 

Power pumps: Horizontal type, 
up to ard including 75 gals. per 
minute, 100 Ib. pressure. 

Farm Pumps and Windmills: 
| Windmill pumps, windmill heads, 
windmill towers, pump jacks. 

Irrigation Equipment: Irriga- 
tion pumps, hydraulic rams. Dis- 
tribution equipment: Land level- 
ing equipment, ditchers, corruga- 
tors and scrapers (excluding 
power ditchers, draglines and 
iother self-powered machines). 
Portable pipe, extensions, and 
sprinklers. 

Dairy Farm Machines and 
Equipment: Metal milk cans and 
covers. 

Farm Fencing: Barbed wire, 


Woven or welded wire fence: hog 
and cattle fence, poultry fence. 


Amend Rationing Order B on 
New Farm Machinery, Equipment 


Temporary rationing order B 
from Schedule II, concerning new 
farm machinery and equipment 


was recently amended. By the | 
terms of the amendment all items | 


were removed from it with cer- 
tain exceptions. Exceptions are: 
Planters—One Row, One Horse, 
Corn; One Horse, Corn and Cot- 
ton: Two Horse, Corn and Cot- 
ton; Endgate Broadcast Seeders; 


Horse or Tractor Drawn Garden | 


Planters; Moldboard Plows, 


Horse Drawn, Walking—One | 


Horse, Steel Bottom; One Horse, 
Chilled Bottom; and Two Horse 
and larger; Stalk Cutters; Cul- 
tivators, Horse Drawn— One 
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Horse, all types; One Row, Walk- 
ing, Two Horse; One Row, Rid- 
ing, Two Horse; Two Row and 
Over, Riding. 

This removes restrictions on 
other items named in Schedule 
II and attachments to all items 
in Schedule I and II, leaving 
| them subject only to L-170, ap- 
plicable WPB regulations or OPA 
regulations. Limitation Order 
| L-170 placed restrictions on 
| manufacturers of farm machinery 





|and equipment, providing the 
| percentage of their former pro- 
| duction which they may manu- 
| facture in the future. 





Belt Assortment No. 350, and he’s an ideal 
salesman. 


First off, he takes up practically no space, yet 
he has the answer to 887 different V-Belt re- 
quirements — not bad for a little guy like him. 


Second, he never says a word, yet he shouts to 
all who come into your store that you carry 
V-Belts. Like as not he’ll bring you new 
customers. 


Third, he earns you a nice profit of $15.01 on 
a $22.51 investment. And he 7 
brings with him his own mer- 
chandising material ... but 
why not order one and see for 
| yourself what he can do? 








_L. H. GILMER COMPANY, Tacony, Phila., Pa. 


L. H. GILMER CO. 
Tacony, Phila., Pa. 


} Gentlemen: 


Send me complete Gilmer “Eye-Ful” Tower Belt Assortment 
No. 350, as follows: 


1. 35 assorted V-Belts for household appliances 


2. Gilmer Handimeter (patented) for quick measuring 
of belts 


3. Display Stand, Sign, Inventory Form 
4. Useful Gilmer Catalog—"America’s Belt Bible” 


Bill me $22.51 through your nearest jobber. 


Name 


Address 


| 
| 
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Wire - Screen Wire Cloth - Poultry Netting - Nails 
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“Wire and more wire’ is the call today 
from our fighting forces. Our duty lies in 
answering that call. As a result, —_ 
though producing infinitely greater quan 


of wire and related products, very 


ities : 
= s its way to 


little of this production find 
the dealers’ shelves. 

condition, we as manu- 
facturers face a problem of future markets 
y as the hardware merchant 
handise shortages. 


Because of this 


just as surel 
today faces serious merc 
We believe that today, more than — 
our reputation for fair business poner 
and a dependable product, rigidly guar “ 
for the past 65 years, will come to our aid. 
We feel that the hardware trade will ye 
member the reliable Cortland Brands 0 


oducts against the time when it 


ire pr 
we? erve them 


will again be our privilege to § 
more fully. 


WICKWIRE BROTHERS, 
CORTLAND, NEW YORK 


re Tr reReees ~ 


cod 
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M-126 Amendment Permits 
Use of Iron and Steel for 
Some Maintenance, Repairs 


Amendment of Conservation 


| Order M-126 to permit the use 


of iron and steel to manufacture, 
repair and maintenance parts for 
certain textile machinery, plumb- 
ing and heating equipment and 
gutters and spoutings for small 
dwellings, was announced Nov. 
21 by the Director General for 
Operations. 

The amendment (No. 1 to the 


| order as amended Nov. 5) also 


| by QPA. The Amendment No. 


| 10 to Maximum Price Regulation 


| Dec. 3. It requires the sellers to 
| preserve after the effective date 





makes changes in the governing 
dates for four items which had 
been controlled by the order 
since Oct. 2, but which were in- 
cluded as new items in the Nov. 
5 revision. These items are: 
milk bottle cases, miniature toy 
banks, buckles and _ outdoor 
grilles. 

Other changes made by the 
amendment are: 


1. Exemption of roller mecha- 
nisms for window shades and 
window shade rollers from the 
restrictions of the order. 

2. Removal of finger nail files 
from the prohibited list since 
they are covered by L-140. 

3. Removal of autographic reg- 
isters and certain office machin- 
ery from the prohibited list be- 
cause they are covered by Order 
L-54-c (office machinery) as 
amended Nov. 11. 

Order M-126 prohibits the use 
of iron and steel in the manu- 
facture of upwards of 500 groups 
of civilian articles, and, in addi- 
tion, prohibits the use of stain- 
less steel for an additional list 
of products. 

The whole order is being re- 
issued, incorporating the amend- 





ment. 


OPA Service Regulation 


Requires Preservation 
of Current Record 


Proprietors of all businesses 
which come under the Services 
Regulation are required to pre- 
serve current records under terms 
of an amendment issued Noy. 28 


No. 165 as amended was effective 


of the amendment records of the 
same kind as they customarily 
keep, thus providing OPA w'th 
records without increasing the 
bookkeeping burdens of the sel- 
lers. Sellers of services, which 
are already under the Genera! 
Maximum Price Regulation, are 
already obl'gated to preserve 
their current records by that 
regulation. 

Under terms of the amend 
ment, sellers of services which at 
some future time are brought 
under the regulation will be re- 
quired to preserve their records 
after the effective date of the 
amendment bringing them under 
the regulation. 

The amendment also provides 
that sellers of services brought 





under the regulation for the first 


time are given 20 days for prepa- 
ration of statements of ceiling 
prices and another 10 days for 
filing these prices. 

In case of a new service not 
sold in March, 1942, the state- 
ment of ceiling prices must be 
prepared within 10 days and filed 
within 20 days after the first 
sale of the new service—but in 
no case earlier than 20 days 
from the effective date of the 
amendment covering the service 
for the first time. 

The new amendment also 
makes clear that all reports of 
maximum prices required to be 
kept and filed under the services 
regulation must be signed by the 
seller. 

Included among services for 
which this regulation sets top 
charges (maximum prices) are 
the repair, maintenance and ren- 
tal of: electrical appliances; 
electrical household or kitchen 
equipment; gas appliances (ex- 
cept gas furnaces, industrial 
equipment, unit heaters or water 
heaters) and radios and phono- 
graphs (not primarily designed 
for commercial or police use). 
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Branches for G 


Reorganization of industry, 
branches of the War Production 
Board, giving them greater} 
strength, is being undertaken now | 
by the office of program deter- 
mination under the direction of 
Ferdinand Eberstadt, vice-chair- 
man, WPB, and Ernest Kanzler, | 
director general for operations. | 
One of the major reasons for 
strengthening branches is to en- | 
able them to handle the addi- 
tional burdens to be placed on | 
them by the new Controlled | 
Materials plan, announced Nov. | 
2 


“. 


To as great an extent as pos-| 
sible, each industry branch will | 
follow a similar pattern. Many | 
of the functions of the office of | 
the Director General for Opera- | 
tions, not including the Bureau 
of Priorities Control, will be de- 
centralized and assigned to 
branches, making them responsi- 
ble for all operating phases such 
as the execution of programs, 
policies and procedures estab- | 
lished for the resources assigned 
to branches. Branches will not, | 
however, be responsible for pol- 
icy, planning, coordination and 
superv'sion phases. 

Permanent connection with in- 
dustry will be maintained through 
active Industry Advisory Commit- | 
tees ass'gned to each branch. 


Limit Types, Grades, Asphalt Roofing, 


Shingles Which May 


Grades and types of asphalt 
and tarred roofing products and 
asphalt shingles that may be pro- 
duced after Jan. 1, 1943, will be 
restricted to sizes and forms of 
finished merchandise as specified 
in Exhibit “A” of General Limi- 
tation Order L-228, issued Nov. 
24 by the Director General for 
Operation:. 

Smocth-finish roll-roofing may 
be made only in four types or 
grades or weights. The exterior 
finish is optional. Mineral sur- 
faced roll-roofing of three types 
is authorized. Texture, color and 
finish are optional. Type 1, 
weighing 90 Ib. per roll, may be 
made in any or all of several va- 
riations depending on the 
amount of salvage edge. Asphalt 
sidings may be produced in roll 
form or shingle form, but only 
one type of each. 

Built-up roofing products will 
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Reorganize WPB Industry — 


| tain data on available and an- 


| for maintenance, repair and spare 



















































\ 
reater Strength ‘ 


Claimant agencies—Army, Navy, 
Maritime Commission, Office of | 
Civilian Supply, Lend-Lease, etc. 
—will assign permanent repre- 
sentatives to each branch. Per- 
manent connection with labor 
also will be maintained through 
representatives assigned to each | 
branch. The pattern will apply to 
all material, product, facility or 
industry branches, although the 
detailed composition will depend 
on the individual branch. 
Industry Advisory Committees 
assigned to the branch will en- 
deavor to put upon industry a 
greater measure of responsibil ty 





for meeting war production prob- 
lems. They will get advice from 
the industry on methods of in- 


HELPS THINGS 
LAST LONGER 


creasing supply where shortages 
exist, of controlling the distr‘bu- 


tion of resources and of eliminat- 
ing non-essential uses’ of re- 
sources. Likewise, they will ob- 





ticipated supply of resources and 
requirements for civilian use and | 
parts. Resources, in this sense, 
include raw and industrial mate- 
rials, processing and production 
capacities, facilities, tools, power | 
and other items necessary to the 
production of end products, with 


—— 


the except’on of manpower. 


Sell Your Customers 


PANTHER ona DRAGON 


@ First to be Wrapped and Sealed in Cellophane 
© Perfect Adhesiveness and Tensile Strength 
coated felt (For cold applica © Strong, Durable Core 

od Saco os oh oes etna | © Colorful Attractive Boxes 


ished weight and optional exte- F : ; 
rior finish, and one type of cap | © A Company in the Insulation Business 
Since 1878 


sheet coated on both cides and | 
Sold Exclusively Through Distributing Wholesalers 


Be Made After Jan. 1 


be restricted to two types of 
asphalt saturated felt, two of tar | 
saturated felt, one saturated and | 


surfaced on one side with talc 
or other dusting finish. 

Asphalt shingles may be in 
any one or all of four basic 
se Texture, color and finish | HAZARD INSULATED WIRE WORKS 
are optional. Manufacture of hip DIVISION OF THE OKONITE CO. 
and ridge shingles in the size | Wilkes-Barre, Pa. 


now being produced at each Offices in Principal Cities 
plant is permitted for use as an 


accessory in completing applica- | 
tion. Hexagonal strip asphalt | 
shingles may be manufactured at | A Re D 
each producing plant with either | 


two or three tabs but not in both | 
forme. 








FRICTION AND RUBBER TAPES 
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H. C. GLOVER, Baltimore, 
Md., who represents the Griffin 
Manufacturing Co. of Erie, Pa., 
in the Middle Atlantic States, 
has been in the hardware busi- 
ness for the past 51 years. Born 
in Baltimore, February 9, 1876, 
Mr. Glover entered the business 
November 1, 1891, when he start- 
ed to work in the store of Ander- 
son & Ireland Co., Baltimore. His 
first job was that of errand boy, 
in addition to which he swept the 
floor and built the fires—all for 
$2.50 a week. Time went by and 
he was promoted to the position 
of floor salesman. On January 2, 
1900, he started a hardware busi- 
ness with his brother, John H. Glover, in Baltimore, un- 
der the firm name of Glover Bros. The store and all stock 
were consumed in the great Baltimore fire of 1904 but 
the brothers were not discouraged and began all over 
again. Upon the death of John H. Glover, it was decided 
to close the business. Mr. Glover started with the Griffin 
Manufacturing Co. on April 1, 1913, covering Pennsy]- 
vania, Delaware, Maryland, Virginia and half of New 
Jersey and West Virginia, and remained exclusively with 
that firm until 1930. During that period, he says, the 





H. C. GLOVER 








trade started ‘kidding’ me on being a ‘hinge ped-ler’ 
and it has stuck to me ever since.” On July 1, 1921, he 
became a manufacturers’ representative for the Griffin 
Manufacturing Co.; Reading Knob Works (now the Earle 
Hardware Mfg. Co.) of Reading, Pa., and the Holland 
Mfg. Co. of Baltimore, in the same territory. In 1930 
returned to the Griffin organization and is selling hinges, 
butts, etc., exclusively under a lifetime contract. Mr. 
Glover, a noble of Boumi Temple, Baltimore, states that 
one of his hobbies is attending Shrine ceremonials and 
to back up this statement he has many Masonic affilia- 
tions including honorary memberships in four Shrines 
in Pittsburgh, Pa.; Erie, Pa.; Fargo, N. D., and Roanoke, 
Va. His other hobbies are selling Griffin hinges and 
motorboat cruising. The accompanying illustration shows 
him on a cruise on the Helen R. on Chesapeake Bay below 
Annapolis. 


J. R. WESTBROOK, 
chairman of the board and as- 
sistant president of J. R. West- 
brook Co., Inc., Riverside, 
Cal., has been identified with 
the hardware business for the 
past 66 years and is still busi- 
ly engaged in it. Mr. West- 
brook was born Aug. 18, 1864, 
and entered the hardware field 
on Sept. 1, 1876. His first busi- 
ness connection was with 
Gregory & Vickey, New Bern, 
Tenn. Three years later he 
transferred his allegiance to 
Geo. O. Hart & Son of Padu- 
cah, Ky., remaining with that 
firm until 1885 when he joined 
the forces of the Rankin, Sny- 
der Hardware Co. in Louisville, Ky. From 1892 until 
1895 he was with Westbrook & Bern, Redlands, Cal., 
leaving to go with the Simmons Hardware Co., St. Louis, 
Mo. In 1916 he moved to Riverside, Cal., and established 
the present firm of J. R. Westbrook Co., Inc. Mr. West- 
brook has owned and profitably operated retail stores in 
New Bern, Tenn., and Redlands, Cal., both of which 
establishments were under his personal management. 
He has also owned stores in Ontario, Ocean Park, Venice 
and Riverside, Cal., which were operated by partners 
under his direction. His present store in Riverside has for 
its president Mr. Westbrook’s son, R. H. Westbrook, a 
former Marine veteran of the First World War. In addi- 
tion to his duties as chairman of the board and assistant 
president, Mr. Westbrook is, as he says, “assistant to all 
buyers from the president down and likes it.” The store 
carries one of the most extensive stocks of general hard- 
ware, cutlery silverware, glass, china, art goods, furni- 
ture, rugs, floor ceverings, electrical devices, radios, re- 
frigerators, washers, heaters. toys, sporting goods and 
draperies west of Chicago. It maintains three warehouses 
and has just purchased a new concrete and steel fireproof 
warehouse. While in New Bern, Tenn., Mr. Westbrook 
organized a bank and was offered its presidency, but pre- 
ferred to devote his time to the hardware business. He 
states that his hobbies include oriental rugs and tapestries. 
art and historical goods, cutlery, clocks, sporting goods. 
glass, china and silverware. 





J. R. WESTBROOK 
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Just Among 
Ourselves 


(Continued from page 28) 


conceived notions about what 
can or should be included in a 
hardware store stock; not to 
build restriction fences in your 
mind that anything other than 
the very basic tools, paints and 
hardware belong in such estab- 
lishments. Some judgment 
must, of course, be exercised 
in the matter. The same addi- 
tional lines might not fit into 
two stores in the same general 
area, nor would a line well 
served or over-served in a giv- 
en community be a wise addi- 
tion. But basically, the prin- 
ciple is sound and is widely 
followed by our most success- 
ful competitors. Under the 
stress of war-time conditions 
such a policy is maintaining 
volume for many wholesalers 
and retailers. As the war con- 
tinues the need of such a pro- 
gram becomes more necessary. 
There are many new lines be- 
ing offered. Some represent a 
substitute for goods made 
scarce and others are entirely 
new. Look them over. Take 
on the lines that you can sell 
in volume at a profit and don’t 
suffer from pre-war inhibitions 
about what should and should 
not be featured in a retail 
hardware store. Get what you 
can sell and sell what you can 
get. Watch each issue of 
HarpwareE AGE for news and 
advertisements on new goods 
or new services available to 
you. Ask your wholesalers and 
keep one eye on your nearest 
competitors. If you do this 
vou will have one more factor 
in your favor in surviving the 
war period and getting pre- 
pared to take advantage of the 
post-war market. Many of the 
lines vou may take now, with 
your fingers mentally crossed, 
may prove winners and remain 
as part of your future stock in 
trade. 
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“AT THAT, 
ITS A BEAUTIFUL THOUGHT 


Santa is well aware of the absence of Toastmaster toasters from dealers’ 
displays these days! The reason—America’s number one gift is heading 
more Christmas lists than ever before . . . on the slim chance that one 
might be found somewhere. 

If you have a couple, you’re lucky, indeed. But if you're one of the 
majority who don’t, here are some facts that should make the wait 
for better days worth the while. 

First and foremost, Toastmaster’s skilled workers are rolling out pre- 
cision-built war materials at a rate that would warm your heart to see. 

Second, Toastmaster’s service program can help you keep things going 
on a profitable basis. It will enable you to make money on the repair of 
Toastmaster appliances however large or small your service department 
may be. If you haven't full details, write us! 

Finally, Toastmaster’s* national advertising is continuing on an ag- 
gressive scale . . . urging people to buy War Bonds and keeping the de- 
mand for our products pyramiding so that in the post-war years you 
may sell them in even greater volume than in the past. 


TOASTMASTER 


*'TOASTMASTER” is a registered trademark of McGraw Execrric Company, Toastmaster Products Division, 


Elgin, Ill. Copyright 1942, McGraw Electric Co. 
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Priority for essential re- 
pairs—-Accepting the need for mainte- 
nance of the nation’s civilian economy 
“in a healthy condition,” the require- 
ments committee of the War Production 
Board has ruled that the top priority 
rating of AA-l may be applied to es- 
sential repair and maintenance, becom- 
ing effective for the first quarter of 
1943. 

Essental repairs and maintenance for 
productive’ facilities, utilities, housing 
and consumers’ durable goods will be 
so rated, making it possible for vital 
plants and factories, mines and re 
fineries and other. industrial facilities 
to continue effective production of both 
munitions of war and essential civilian 
goods. Communication and transpor- 
tation systems, gas, oil and water and 
other services will be assured of ma- 
terials to keep them performing their 
essential functions. 

7 os * 

Order L-30-d kitchen acces- 
sories—Making history in hardware, 
W.P.B. has issued, effective Nov. 23, 
the last of four regulations reducing to 
a few bare essentials, the metal kitchen 
gadgets, cooking utensils and house- 
wares that in recent years have charac- 
ter‘zed the American home. 

The latest order, L-30-d, affects 
kitchen tools (including items ranging 
from can openers to egg beaters) cook- 
ing utensils, storage bins and canisters, 
and pails. It covers all items not in- 
cluded in the previous three orders of 
the series L-30-a (galvanized ware) 
L-30-b (enameled ware) and L-30-c 
(cast iron ware) 

The use of metal is completely pro- 
hibited in r'nsing pans, pot scourers 
and other sink accessories, dust pans, 
silent butlers, crumb sets, wash boards. 
clothes wringers and concrete garbage 
receptacles containing more than 5 pet 
cent of metal by weight. For instance. 
the small amount of metal allotted for 
can openers will be sufficient to make 
only the cutting part of this tool, neces- 
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sitaling weoden or other substitute 
handles. 

Since manufacturers and retail stores 
still have large quantities of these 
items, the result of the order may not 
become apparent to many consumers 
for several months. 


* * * 


Kitchenware restrictions re- 
viewed—A W.P.B. summary of the 
new L-30-d order states: 

K‘tchen too's—Production to be limi- 
ted to eight items; strainers, can open- 
ers, egg beaters, food mills, food chop- 
pers and grinders and commercial type 
cake turners and basting spoons. How- 
ever, metals for these items is restricted 

» 35 per cent of the amount used in 











the twelve months ended June 30, 1941. 
Among items eliminated from use of 
iron and steel are jar openers, bottle 
openers, flour sifters, mashers, cork 
screws, dippers and sieves. 

Utensils—Except for a few standard- 
ized models of enamel and cast iron 
ware, previously announced, the only 
steel utensils that may be made, if they 
contain more than 20 per cent metal 
by we'ght, will be frying pans with a 
bottom diameter of 8 to 12 inches, and 
heavy roast pans. Producers are en- 
couraged to make as much glassware or 
ceramic flameware as they can as sub 
stitutes for metal utensils. 

Storage Equipment — All common 
household storage items made of iron 
or steel prohibited, includ‘ng vegetable 
bins, canisters, bread boxes, cookie con- 


tainers, cake boxes and metal jugs. 





Statcs comprising. regions in these charts: 
New England—(Conn., Maine, —_ N. H., R. L, Vt.) 


Middle Atlantic—(N. J., N. Y., 


East North Central—(Ill., Ind., Mich., Ohio, Wis.) 

West North Central—(lowa, Kan., Minn., Mo., Neb., N. D., S. D.) 
South Atlantic—(Del., D. C., Fla., Ga., Md., N. C., S. C., Va.. W. Va.) 
Fast South Central—(Ala., Ky., Miss., Tenn.) 

West South Central—(Ark., La., Okla., Texas.) 

Mountain—(Ariz., Colo., Idaho, Mont., Nev., N. M., Utah, Wyo.) 


Pacific—(Calif., Ore., Wash.) 
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Latest News on 


PRIORITIES 


and 


WAR-TIME ORDERS 
on page 77 





Vacuum bottles of one quart or less to 
be made at half of normal rate, pri- | 
marily to supply war factory workers. | 
Large vacuum bottles and jugs reserved 


Another 
RB&W Business-Builder 
...to build strength 
into your business 


for military uses exclusively. 

Pails—Production with iron and steel | 
limited to a few standardized models 
of galvanized and enameled ware. 


The Government has declared that 
farming is a vital industry and that it is 
essential that farmers keep their equip- 
ment in good repair. RB & W must and 
will make Empire brand PLOW BOLTS 
available to the farmers through you, 
our distributors. 

Whatever the priority rating on Plow 
Bolts may be, RB& W will give you the 
best possible service, and your farming 
customers will appreciate the service you 
will be able to give them. 


Steel fer repair parts The | 


i | 
Production Board has amended | 


War 
conservat‘on order M-126 to permit the | 


use of iron and steel to manufacture | 
repair and maintenance parts for cer- | 
tain textile machinery, plumbing and 
and 
The 


amendment also corrects duplications 


heating equipment, and gutters 


spoutings for small dwellings. 
by changing back the governing date 
for four items, which had been con- | 
trolled effective Oct. 2, 
bottle 


buckles and outdoor grills. 


namely: milk 





cases, miniature toy banks, | 


PRODUCT SUGGESTIONS — broadening 
your war-time sales opportunities. 


Other changes exempt roller mecha- 


RB&W’s 4. 


nisms for window shades and window 


Cane aineane Taam Seeetienes, Seaton BUSINESS -BUILDING NATIONAL ADVERTISING—building your 
fingernail files from the prohibited list 2. BY 
(covered by L-140); and remove auto- PROGRAM future market for RB&W products. 


graphic registers and certain office ma- 


INFORMATION SERVICE — answering 
chinery from the prohibited list (be- 


your war-time sales and priority 
questions. 


FOR DISTRIBUTORS 


3. 


cause covered by Order L-54-C). a. 
jy \ 
* 


* * 










































Many farm items eased—By 
17, the De- 
partment of Agriculture has removed 


4, g 
C75 RNG 


AND ALLIED FASTENING PRODUCTS...SINCE 1845 








Amendment effective Nov. 


a great number of farm machinery and 
equipment items, frozen in the hands 
of manufacturers and distributors by the 
previous rationing order, effect've Nov. 
1. Schedule I 
order remain unchanged, still freezing 


items on the original 


heavy farm machinery, as well as farm 
trucks. 
Domest’c water systems and dairy ma- 


tractors, engines, wagons and 


including milking machines | 


and separators, in Schedule I, also re- | 


chinery, 


main frozen. | 


Removed from the freeze, however, 





are all except 13 of the many Schedule | 
II 
staples as hand seeders and planters, | 
hand dusters and sprayers, corn shel- | 
lers, cider mills fruit 
pitcher and hand pumps and cylinders | 
and churns. 


items, releasing such hardware 


presses, | 


and 


Also released are hay carriers, hay | 
tools, stanchions and stalls, farm gates, 
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ELECTRIC FENCE CONTROLLER 


Here it is at a glance: 


4 -Lo tt 


By using a Prime Controller, the farmer 
can convert one mile of four-strand 
fence into four miles of one-strand elec- 
tric fence, easily and quickly erected, 
just as easily moved. ¢ Think what that 
means in savings of the short-handed 
farmer’s precious time, in savings of 
critical material, in ability to fence more 
land. ¢ You strengthen your position 
with the farmer by giving him this help- 
ful information and by selling him a 
controller that really does the job, the 
Prime. ¢ The famous Prime is safe (hi- 
line models approved by Underwriters’) 
and dependable. It assures you a fair 
profit—with no service worries. Hi-line 


and battery models. See your jobber. 
Prime sells only through jobbers. 


The Prime Mfg. Co. 


Milwaukee Wisconsin 
© 1942—The Prime Mfg. Co. 














Stock-Sales ratios are percentages obtained by dividing the cost value of stocks by nales 


of an identical group of firms. 


tank heaters, barn decor track, poultry 
incubators, brooders, feeders and water- 
ers, horseshoes, harness hardware and 
all farm hand tools or steel goods, in- 


cluding hoes, rakes, forks, scythes, 


shovels, ete. 


* * * 


Farm equipment changes 
Several important changes have been 
made in W.P.B. Order L-170, which 
established control over production of 
farm machinery and equipment. Among 
these changes are: 

(1) redefining of the term “pro- 
ducer” to remove the exemption granted 
to all those whose anticipated produc- 
tion quotas would not exceed $10,000; 

(2) transferring the production of 
silos from a weight basis to a unit 
basis; 

(3) clarification of the substitution 
provision as to the use of plywood by 
indicating the type of binder permitted. 

A number of changes in schedule A 
are also made to increase production 
quotas by one-third for tractors, trac- 
tor-mounted combines, 
harness hardware and hand tools, and 
to raise the production quota for power 


implements, 


sheep shearing machines from 75 per 
cent to 100 per cent. 


* * * 


Farm oil storage—Gasoline 
dispensing pumps and storage tanks 
may be installed on farms of ten or 
more acres to supply machinery and 
vehicles used directly in farm opera- 
tions, the War Production Board has 
ruled, acting on the recommendation of 
petroleum co-ordinator Ickes. 





It issued an order providing that 
pumper and storage tanks installed in 
the future must be second-hand and 
must have been completely fabricated 
on or before Jan. 14, 1942. The equip- 
ment must be used for dispensing 
petroleum products only for operations 
on the individual farm. 


Tank trucks or trailers may not be 
equipped or used to dispense gasoline 
or oil direct to passenger vehicles. 


. « > 


Firewood in demand — An 
average increase of from 15 to 20 per 
cent in the demand for wood for heat- 
ing purposes is anticipated this Winter, 
the Department of Agriculture’s forest 
service has reported. Basis for the re- 
port is a survey of the domestic fuel 
situation in 43 states. Labor shortages 
and lack of truck transportation have 
been handicaps in getting fuelwood to 
areas where it is most needed, and the 
greatest obstacle is scarcity of labor 
to cut it. 

The forest service said that in most 
areas fuelwood production could be 
materially increased without waste or 
overcutting. In fact, weeding out low- 
value trees and thinning of over-dense 
stands will improve many forest stands. 


* * * 


Cotton rope and twines—The 
heavily increased demand for cotton 
cordage, due to huge government 
orders, and the non-availability of other 
fibers for making rope and twine, has 
completely snowed-under the capacity 
of the cotton fabricators, for some 
From some sources, 
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authorized advances have been reported, 
of % cent to one cent per pound on 
certain cotton twines. 


* * a 


Fuel oil for space heaters 
Stricter control over the issuance of 
fuel-oil rations for use in stoves and 
other space heaters furnishing heat and 
hot water in private dwellings has 
been established by O.P.A. 

Most important of the new provisions 
is that which limits to 550 sq. ft. the 
floor area on which ration for a space 
heater will be calculated, unless the 
home owner can submit satisfactory 
proof that the equipment actually heats 
a larger area. 

In addition, a ceiling is placed on 
the amount of fuel oil which may be 
granted in those instances where the 
applicant cannot furnish a dealer or 
supplier with certification of purchases 
during the past year. The amount of 
fuel oil which may be allotted to space 
heaters for supplying hot water is re- 
duced to 10 gallons per month. 


Bo a 


Boiler ceilings set —Max'mum 
prices for cast-iron coal-burning and 
oil-burning boilers and for radiators 
were fixed by O.P.A. Order 272, effec- 
tive Nov. 23, at levels generally 5 per 
cent below prevailing prices for boilers 
and 12 per cent below those for radi- 
ators. 

e 

The roll back on boilers and radia- 
tion prices is based on prices prevail- 
ing from Oct. 1 to 15, 1941, which 
were considered representative for the 
industry. Ceilings have been increased 
slightly over that level in recognition of 


changes in cost of production, trans- 


portation and other factors generally 
applicable. 

Prices for radiation are expressed on 
a dollar basis, according to the size and 
type of radiation unit. For boilers, 
maxima are established at 95 per cent 
of manufacturers’ price lists of specified 
dates in January and Februry, 1942. 


* * % 


Vacuum cleaners released 

New vacuum cleaners held by retailers 
and wholesale distributors since Oct. 
24, under W.P.B. freeze orders, have 
been released for immediate sale, while 
some 100,000 brush type cleaners and 
83,000 tank type cleaners will remain 
frozen, for the present, in inventories of 
manufacturers and private brand sellers. 
However, some of the latter stocks may 
be made available for the public in the 
near future. 

W.P.B. said there are enough of both 
the brush and tank type cleaners in 
manufacturers’ and private brand sel- 
lers’ stocks to handle all anticipated 
war requirements. 


* ~ * 


Fan kits banned—Sale of parts for 
portable electric fans in kits or other 
form, so that it is a simple matter to 
put the parts together into a finished 
product, is a violation of Order L-176, 
according to a recent W.P.B. interpre- 
tation. 

Order L-176 prohibits the transfer of 
portable electric fans without specific 
W.P.B. authorization, and the new 
interpretation emphasizes that sale of 
the fans in a “knock-down” state is 


likewise restricted by the order. 
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By Geographic } 


Llections on Accounts Recewable 


tober, 1 





Collection percentages are obtained by dividing the collections on accounts during the 
month by accounts receivable outstanding at the beginning of that month for an identical 


group of firms. 
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For the 
Toughest Jobs 
;. Ws 
VAUGHAN 
TOOLS 





THIS VAUGHAN 

BALL PEIN HAMMER 

for Machinists is but one 

of the complete line of 
Vaughan's highest quality ham- 
mers —-for every type of job. 


ie = 


VAUGHAN'S AXES are 
tougher — because they are 





and designs. 






ee Ot 


Chicago - Illinois 





electrically fused and’ double 
heat treated. Wide range of sizes 


VAUGHAN & 
BUSHNELL 


MANUFACTURING CO. 
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PRECISION TOOLS 


1943 ice box quotas—<A pro- 


gram for product’on of over 300,000 


ice refrigerators next year, using the 
absolute minimum of iron and steel, 
has been announced by W.P.B. It con- 
tains no provisions for manufacturers 
ef mechanical refr gerators. 

Necessitated by the complete curtail- 
ment of production of other types of 
household refrigerators, and by require- 
ments of the armed forces and other 
essential uses, the program involves a 
new W.P.B. 
quotas to producers for manufacture of 
consumers’ goods. 


principle ‘n assigning 


This principle provides for determi- 
nation of production quotas for each 
individual ice refrigerator manufacturer 
in proportion to this ability to cut 
down on use of critical materials. 


. * * 


The toy situation—-The short- 
age of steel toys and electric tra‘ns is 
widely understood and accepted, but 
more recently a reported scarcity is 
developing on most wood toys, includ- 
ing such old standbys as wood blocks, 
tinker toys, etc., manufacturers explain- 
ing that lack of both labor and ma- 
terals is putting them far behind. 

Many varieties of paper toys are on 
the market this season, and most of 
these are readily available though not 
as widely accepted by the buying public 
as had been hoped. Some jobbers re- 
port that they will probably have a 
carry-over surplus of paper toys. 

Looking beyond the current season, 
and as a result of the experiences of 
shortage this year, it is understood 
that some large concerns are endeavor- 
ing to have orders accepted for early 
1943 delivery for next year’s holiday 
trade. Probably the manufacturers will 
find it impossible to accept safely, com- 
mitments so far in advance. 


‘ 
* * a 


Metal for toys banned—Ef.- 
fective immediately, the War Produc- 
tion Board has ruled that no more toys, 
games or repair or replacement parts 
for toys cr games may be produced con- 
taining certain metals and other critical 
materials except joining hardware made 
out of iron or steel. 

This action, in amendment to order 
L-81, also places a limitation on the 
amount of joining hardware which may 
be used, restricting the rate of con- 
sumption to the amount used in 1941. 


* * ¥ 


Farm bicycles allow ed— 
School children who work on farms 
have been made eligible by O.P.A. to 
purchase bicycles needed for transpor- 
tation between school and home or 
farm. The new classification is con- 
tained in amendment No. 4 to ration 
order No. 7 and is effective Dec. 1. 



















































































Plastic screening prices—A 
formula for determining manufacturers” 
ceiling prices for plastic insect screen- 
ing, a newly-developed substitute for 
metal screening, has been prescribed 
by O.P.A. 

Under the formula, authorized in 
Order No. 146 of the General Maximum 
Price Regulation, and effective now, 
manufacturers of plastic screening may 
calculate their maximum prices by us- 
ing price-determ‘ning methods, labor 
rates and materials prices they had in 
effect March 31. 


* * * 


Tire ceiling set—Retail and 
wholesale ceiling prices for new pas- 
senger car tires of reclaimed rubber, 
produced under War Production Board 
restrictions, have been announced by 
O.P.A. by Amendment 6 to Regulation 
63. Maximum retail level for a size 
6.00 x 16 tire of this kind has been set 
at $13.25. 

Manufacturers and private brand dis- 
tributors of reclaimed rubber tires are 
required on and after Dec. 1 to attach 
to each casing a label showing the 
maximum retail price and indicating 
that it is a Grade III tire for rationing 
purposes. 

All prices, wholesale and retail, are 
subject to revision later if production 
experience shows changes:are necessary. 

* ” * 

Fishing tackle bans—Use> of 
metal, plastics or cork for repairing 
non-commercial fishing tackle or for 
production of repair parts for such 
tackle has been prohibited by the War 
Production Board. The action will 
have the effect of preventing replace- 
ment or repair of broken equipment, 
once present stocks of spare parts are 
exhausted. 

Replacement parts fully fabricated 
on Nov. 18 are exempt from the re- 
striction, as are repair parts using iron 
or steel which had been partly fabri- 
cated on that date to the point where 
they could be used for no other pur- 
pose. 

* « +. 

The shopping urge—There is 
no discouraging, it seems, of the zest 
for shopping, which every day throngs 
the retail stores with eager buyers. The 
U. S. Department of Commerce notes 
that, despite the war’s inroads on con- 
sumer markets, civilian purchasing dur- 
ing the last four months of 1942 will 
total only about 4 per cent less than it 
did last year, and the merchant’s dollar 
volume will be up about 6 per cent. 

Despite the transition toward a war 
economy, more pronounced from month 
to month, consumers will be able to 
buy most goods they want this Christ- 
mas, and the dollar volume of Christ- 
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over the entire fourth quarter, will be 
the highest on record, it says. 


* * * 


Lessening public services 
Seeking to remove “excess baggage” 
from wartime retailing, the Office of 
Price Administrat‘on has authorized 
the discontinuance or curtailment of 
many peacetime services without re- 
quiring reductions in ceiling prices. 
This retailers’ ‘“economy-for-victory” 
plan is designed to conserve materials 
and facilities for the war effort, to free 
manpower for war production and to 
allow retailers to operate under ex- 
pected “tough” conditions in 1943. 

Except as specifically provided to the 
contrary, O.P.A. has authorized re- 
tailers to curtail or discontinue: 

Deliveries of reasonably “carryable” 
packages, except such emergency pur- 
chases as prescriptions and sick room 
supplies. 

Sales on approval. 

Acceptance of articles returned by 
customer, unless not as represented or 
ordered. 

Gift wrapping and gift packing. 

Lay-away and will-call privileges. 

Free telephone calls. 

Services performed without relation 
to a specific sale, such as instruction 
classes, style shows, store decorations, 
free concerts, free refreshments and 
air-conditioning. 


* * * 


Wartime policies for retail- 
ers—Among other O.P.A. recommen- 
dations for wartime policies were the 
following: 

Use self-service if feasible. 

Standardize and urge manufacturers 
to standardize sizes. 

Extend the use of informative label- 
ing which gives full information of 
quality, care and use of goods. 

Simplify your line, with unnecessary 
sizes and varieties eliminated. 

Pool deliveries and buying facilities. 

Promote staggered payrolls for local 
factories as a means of leveling off 
weekly sales. 

Adjust store hours to war labor con- 
ditions. 

Minimize full-time replacement of 
war lost employees by consolidating and 
rescheduling work wherever possible, 
and reduce the need of part-time em- 
ployees by adopting a promotional 
policy that will reduce week-end sales 
peaks. 

Do no unnecessary remodeling, re- 
pairing, or elaborate maintenance work. 

If the public must undergo discom- 
forts and inconveniences, in severity 
and extent unlike any we have ex- 
perienced before, as Washington promi- 
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ses, it must be remembered that a heavy 
share of the burden of national con- 
trol of scarce commodities and limited 
facilities is borne by retailers and 
wholesalers and their employees. 


* * * 


National cooperation Re- 
tailers nationally have pledged their 
advertising facilities to cooperat’on in 
a program of government war cam- 
paigns, starting in January. This pro- 
gram, to be lined up with retail promo- 
ton and advertising, will stress the 
importance of salvage, tire conserva- 
tion, gas rationing, household equip- 
ment conservation, conserving of cook- 
ing gas, general home cooperation, and 
the purchasing of War Bonds and 


Stamps. 
a me ca 


Simplification and prices 
O.P.A. Administrator Henderson said 
recently that “it is safe to say that we 
can look for an extension of rationing 
in 1943.” “Increased simplification and 
standardization will go hand in hand 
with price and rationing controls. . . 
There are three basic reasons for 
standardizing and simplifying. First, 
these techniques allow our civilian pop- 
ulation to get the absolute maximum 
amount out of a limited and allocated 
supply of materials and labor. Second, 
they reduce actual costs, and third, they 
aid in the determination and enforce- 
ment of wartime price and rationing 
control. . . .” 

“And despite your efforts to reduce 
costs, they are going to rise in many 
instances, even though both materials 
and labor have been stabilized. In the 
first place, there will be less labor 
available, and in the long run it will be 
greener and less efficient. There will 
be increasing machinery obsolescence. 
In some cases even normal repairs can- 
not be made.” 

* * * 

Mail order price posting— 
Regulations covering posting of ceiling 
prices on cost of living commodities by 
mail order houses have been broadened 
by O.P.A. to include all sales made by 
mail by an ordinary retailer. This ac- 
tion is taken in Amendment No. 35 to 
the General Maximum Price Regula- 
tion, effective Nov. 24. 

The Amendment also modifies as be- 
low, the text of a statement which a 
company doing mail order business 
may print on the cover of its catalogs 
or “dodgers” in lieu of priting actual 
ceiling prices in detail on cost of living 
commodities: 


Notice TO CUSTOMERS 


“No price for any article listed or 
described herein exceeds the ceiling 
price for that article as determined 

(Continued on page 91) 





Onward they roll—jeeps, trucks, 

tanks, scout and combat cars by 
the thousands—requiring vast quan- 
tities of tools to make and maintain 
. ». 80 vast that most of our produc- 
tion is being thus utilized. 


When peace comes, Vichek Tools will 
be even stronger and tougher as a 
result of their battle lessons. In the 
meantime—thanks for your splendid 
loyalty and cooperation. 


THE VLCHEK toot co. 


3001 E. 87th St. *® Cleveland, Ohio 















A Better Buy 
for BOTH of You! 


For you — Morse Drills are a better 


buy because most machinists are thor- | 
oughly acquainted with the precision | 


standards of Morse workmanship. 


For your customers — Morse Drills | 


are a better buy because they are high 
quality tools. As such, they do more 
accurate work — last longer. And, in 
the long run, cost less! 


ae 


TWIST DRILL AND 
MACHINE COMPANY 


NEWBEDFORD, MASS., U.S. A. 


MEW YORK STORE: 130 LAFAYETTE STREET 
CHICAGO STORE: 570 WEST RANDOLPH STREET 
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SALES OF 1,315 INDEPENDENT RETAIL HARDWARE 
DEALERS IN UNITED STATES 


October, 1942 Comparisons 
SUMMARY 





Oct.’42 Oct.’42 








No. Stores vs. vs. Oct. "42 Oct.°41 Sept. °42 
Oct.’41 Sept.’42 
| Total 1315 +4 +5 $9,130,527 $8,761,559 $8,722,969 





First ten months, 1942, showed 11 per cent gain over 1941. 
1942—$101,955,422; 1941—$91,529,215 





Per cent Change Dollar Sales 





Oct. 42 Oct.’42 
Number of vs. vs. 

Stctes by Regions firms reporting Oct.’41 Sept. 42 Oct. 42 
| New England 76 9 + 4 $653,892 
Maine 8 9 2 61,196 
Vermont and N. H. 8 —28 +5 161,254 
Massachusetts 10 - 6 + 4 296,279 

Rhode Island ad 
Connecticut 15 +26 + 5 97,321 
Middle Atlantic 137 - ] +7 992,772 
Pennsylvania 137 ] i 7 992,772 
| East North Central 398 + 2 + 3 2,475,210 
Ohio 107 + 2 + 2 706,704 
Indiana 65 + 3 t 366,559 
Illinois 101 +5 + 6 607,973 
Michigan 40 + 3 4+. 3 316,107 
Wisconsin 85 2 + 1 477,867 
West North Central 185 +10 +4 805,216 
Iowa 58 +7 +7 284,708 
Missouri 45 + 2 $ 203,286 
Nebraska 37 +30 +16 121,231 
Kansas 45 +12 + 3 195,991 
South Atlantic 51 + 4 +13 361,265 
South Carolina 1] -8 + 3 97,443 
Georgia 22 + 6 +-25 138,629 
Florida 18 +12 + 8 125,193 
East South Central 12 +14 +37 110,638 
Alabama 12 +14 +37 110,638 
West South Central 112 +12 +10 819,446 
Arkansas 16 +23 +22 143,038 
Oklahoma 34 +25 +19 186,873 
Texas 62 + 5 + 5 489,535 
Mountain 100 + 4 ] 864,820 
Montana 24 — 6 - 7 195,608 
Idaho 21 3 +4 155,759 

Wyoming * my" 

Colorado 27 +26 -8 138,408 

New Mexico * 
Arizona 9 +2 +12 177,557 

Utah * 

Nevada ° 
Pacific 244 +9 + 4 2,047,268 
Washington 39 +13 + ] 329,138 
Oregon 30 — ] + 3 336,721 
California 175 +11 + 5 1,381,409 

Chicago, Ill. * 
Los Angeles, Cal. 22 +22 — 7 314,307 
Portland, Ore. 1] +40 + 3 59,606 

St. Louis, Mo. 6 

| San Francisco, Cal. 25 +17 +10 108,732 

| Seattle, Wash. bs 





* Note while stores in these states are included in grand total, figures for 
these states are not shown in this chart, because of insufficient data. For states 
marked # the change was less than 0.5 per cent. Compiled by Bureau of the 
Census, U. S. Department of Commerce. 
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under the applicable maximum price 
regulation issued by the O.P.A. As 
required by that Office, we will, upon 
request, furnish you with a statement 
of our maximum prices on any of the 
commodities listed about which you 
inquire. 
(Signed) 


“Any seller using this method shall. 
upon request, furnish a statement of 
the maximum prices for any commodi- 
ties listed or described in the publica- 
tion and about which the customer in 
quires.” 


The steel situation—Recent 
reports of an “easier” steel situation 
brought a statement from the War Pro- 
duction Board that “all the steel this 
nation can produce is needed now and 
will continue to be needed until the 
W.P.B.’s_ steel division 
backlog of 


orders on the books of producers now 


war is won.” 
acknowledges that the 


is lower than several months ago, but 
attributes this to restrictions on pur- 
chases designed to bring them more 
closely in line with the available sup- 
ply. Typical of this are steels for con- 
struction purposes, such as_ structural 
shapes and concrete reinforcement bars, 
the need for which is diminishing as 
completion of the war construction pro- 
gram nears. However, the demand for 
other types of steel, important for air- 
craft, ships, tanks and munitions is 
steadily growing. F 

Steel making operations for the 
latest November week were off slightly 
to 991%4 per cent of capacity, and the 
better flow of scrap to the mills will do 
much to maintain a high weekly out- 
turn. Only the need for open hearth 
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HI-BAK 581—a he-man glove with % leather 
back. Sturdy gauntlet cuff is waterproof, flexible. 
Continuous leather pull. Soft, comfortable lining. 
Patented Boss ‘‘Protecto-Thumb” gives twice the 
protection and wear of conventional thumb con- 
struction. Same glove with safety cuff is HI-BAK 591. 


SHIPBUILDERS’ HANDS, IN THERE PUNCHING! 


Chattering rivet-hammers in husky hands are punching out 
Ships for Victory. In factories and on farms... on commu- 
nication lines and transportation arteries . .. wherever there 
is a tough job for hands, Boss Gloves are on hand to help. 
For over 50 years, Boss has made gloves for every need of 
America at Work. And every glove gets the okay of the Boss 
Bureau of Standards before it gets the job! See your jobber! 


BUY U. S. WAR BONDS EVERY PAY DAY! 


peorecrine THe NATIONS 


Hano-POWER 






THE BOSS MANUFACTURING COMPANY, KEWANEE, ILLINOIS, U.S. A. 
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Can also be furnished in 100 Ib. kegs . . . offering 
epportunity for profit in bulk sales. In addition, 
there are standard cartons of 250, 500 and 1,000; 
boxes of 100 fasteners, ten boxes to a carton; also 
in Ly? containing 50 fasteners of one size... 


2 
tains. 12’ of these boxes. 


repairs is keeping the rate below full 
capacity. 
7 . * 

Freight economies — Produc- 
tion of minerals and freight carloadings 
were the only items included in the 
Federal Reserve Board’s October index 
to show ‘declines. In this connection, 
the Association of American Railroads 
explains the disparity between the 32.6 
per cent advance in ton-miles, and only 
a 2 per cent rise in carloadings, by 
pointing to the heavier loadings and 
farther distances in freight hauls. 

A concrete example is reported by 
jobbers, in that, under the new rulings, 
they are required to accept cars of 
window glass weighing 100,000 pounds. 
This is very near double the former 
minimum quantity requirements. 


. . « 


LCL freight hits new high— 
The major railroads reached a new 
peak of efficiency in less-than-carload 
freight movement during September, 
when the 116 reporting lines loaded an 
average of 1014 tons per car. 
The September record, compared 
with May, when O.D.T. General Order 
No. 1 first took effect, shows 580,717,- 


000 pounds more of merchandise 





handled in 26,800 less cars. The aver- 
age load per car jumped from 17,858 
pounds to the September high of 20,- 
566. 
. * * 
Trade inventories decreasing 

Business inventories declined $300,- 
000,000 in the third quarter as the 
nation began drawing upon the stock- 
pile of materials accumulated over the 
last three years. The U. S. Depart- 
ment of Commerce reported this net 
decline in the combined holdings of 
manufacturers, wholesalers and_ re- 
tailers “is in striking contrast” to the 
rise of $1,600,000,000 in the third 
quarter of 1941. 

The entire reduction of almost $200,- 
000,000 in the value of retail inventories 
was accounted for by a decline in 
inventories held by retailers of auto- 
mobiles, lumber, building materials, 
hardware and other “durable goods.” 

Likewise, a continued shrinkage in 
“durable goods” stocks accounted for 
most of the $400,000,000 decline in the 
value of wholesale inventories during 
At the end of September, 
inventories of 


the quarter. 
wholesale dealers in 
plumbing 
and heating supplies, automotive sup- 


electrical goods, hardware, 
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THE © ‘Fix- U2” CAMPAIGN 
2 CAN HELP YOU 
of) MAKE EXTRA SALES ! 
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DO YOUR PART 





FOR VICTORY 








ACME 
TACK POINT 
CORRUGATED 
FASTENERS 





x 5; %” x 5. A display carton con- P 
- direct. 


ACME STEEL COMPANY 


Branches and Sales Offices in Principal Cities 


* It’s important in wartime to make things 
last as long as possible. That’s why Acme Cor- 
rugated Fasteners are geared right to the times 
—they help your customers keep their furni- 
ture, cabinets, screens and other wooden ar- 
ticles in good usable condition. A display car- 
ton, with a red, white and blue REPAIR label, 
is an extra sales stimulator. Put it up in front 
—and watch it go to work. 

If he works with wood at all, he’s a pros- 
pect for these easy-to-drive Acme fasteners. 
Strong-holding, they penetrate but do not 
crush the wood fibres. The growing need for 
furniture repairs will make this fast-selling 
item sell faster than ever. Be sure to get your 
share of these extra sales—display the carton 
with the REPAIR label. 


If your jobber can't supply you, write us 


General Offices: 
2838 Archer Avenue 
CHICAGO, ILLINOIS 














plies and furniture, ranged from 20 to 
32 per cent below their levels of a year 
ago. 


Manufacturers’ inventories 
up—Partly offsetting the decline in 
distributors’ inventories was a net in- 
crease of $240,000,000 in the value of 
stocks held by manufacturers of “dur- 
able goods” now predominantly en- 
gaged in making war materials. These 
inventory increases in durable goods 
industries were largely preparatory to 
further increases in war production and 
thus could not be available to civilians. 


Poultry Equipment 
Display Builds 
Volume 
ABCOCK HARDWARE, Ocon- 


omowoc, Wis., located in a 
fine agricultural area, does a fine 
business on poultry equipment by 
having a special display of this line 
near the counter where farmers 
stand to have their parcels wrapped. 
They see this equipment line and 
often select one or two items from it. 

The line consists of large and 
small watering fountains, feeders, 
dusters and sprayers, all necessary 
to the modern poultryman. With 
egg production up 15 per cent in 
1942 and an increase scheduled for 
1943, the only way the poultryman 
can meet the goal is through better 
feeding and better equipment and 
sanitation. That’s why a good poul- 
try equipment display, such as Bab- 
cock’s interests all farmers. 


Part of the poultry equipment 
display that builds business. 
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Farm Folks Day 


Have you thought how much 
good will could be created by 
bringing in some real farm spe- 
cialists to talk to your country 


ard 
~ § (FFARM-TOWN 
Ke y TH 


le 1 3 JGET-TOCLTMR 





a 

~~ 
Va 

+ 








customers? At Mt. Horeb, Wis.. 
the merchants sponsored a Farm 
Folks Day. Meetings were held 
at a local theater, with three spe- 
cialists from the State Agricul- 
tural Department to speak to the 
guests. The morning was entirely 
given over to talks on farm sub- 
jects. At a luncheon, the farmers 
had an opportunity to get better 
acquainted with the merchants and 
to talk with the specialists. 


*” * * 


Plowing Contest 


Every farmer recognizes good 
plowing as the basis of good crops 
and a plowing contest is sure to 
intrigue his interest. This has 
been made into a very successful 
annual affair at Ft. Atkinson, Wis. 
They make a regular fall festival 
of the event, with exhibits of farm 


e - a / 4 











products and a big harvest fall, in 
addition to the competitive events. 
The plowing contest is divided up 
into junior and senior tractor 
plowing and junior and senior 
horse plowing. Other interesting 
events are a horse show, horse 
showmanship contest and a tractor 
plowing demonstration. 
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BURGESS 


UNI-CEL 
4 Sateest 





TRADE TRAFFIC BUILDERS 


COMMUNITY PROMOTION IDEAS THAT 
IMPROVE RETAIL HARDWARE SALES 


y & 


Home-front communications are important, too. ‘“America-at-home” 
remains the best-informed nation in the world. Thousarids of radios 
powered with Burgess batteries bring day-to-day's happenings from 


GESS BATTERY 
COMPANY 


BREE RERERRRERR EEE 
INVEST TODAY TO PROTECT TOMORROW herd 
Buy War Bonds Regularly a 


every battle-front. 


es 3 


FREEPORT 








This superiority is evidence of the vital need 
for fast and accurate communications. Two- 
way radio enables our pilots to function with 
team-work, affords them the visibility and 
warnings of their fellow-fliers. 






Sire Day 


The Agricultural Committee ef 
the Chamber of Commerce at 
Brookings, S. D., worked with the 
farmers in staging the Annual Sire 
Day. This has been a very success- 
ful event whenever it has been 
used. Farmers were glad to ex- 
hibit and compare their stock with 
that of other farmers. 





A new war eagle soars above our troops today— 
replacing Old Abe, of Civil War fame. Superiority of our 
air force over the enemies’ best has been demonstrated 
over every far-flung battle-front of this war. 


* * * 
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RedDewil, 


WOOD SCRAPERS 


LONGER HANDLES—SHAPED AND BAL 
ANCED PERFECTLY. MODELS RANGE 
FROM 10c to $5. Double-edged Biades sup 
plied with super-sharp or serrated edges. 
No screw driver or wrench needed to 
Big 
blade replacement sales assured dealers 
stocking RED DEVIL WOOD SCRAPERS. 
Write for Facts. 


replace blades—just push new blade in 


No.8 75¢ 


Reversible Handle 


































crews 


For Fifty Years 


SEND Manufacturers 
seas of Screws, Stock 
CATALOG 


Screw Machine Work 













Machine Screws 


Machine Screw Nuts 





Sheet Metal Screws 
Wood Screws 





Case Hardening 
and Plating 


Developments made 
for your industry 


The above products put 
up in gross packages 


> INEWJENGLAN D BSCREW.CO. t! 








Wooden Cow Stalls, Stanchions and Pens 
for Conversion to Steel After the War 


‘HEN the new Farm Machin- 

ery and Equipment Limitation 
Order L-170 became effective on 
Nov. 1 of this year, the farmers were 
faced with a very serious problem 
as this order prohibits, among other 
things, the manufacture of steel cow 


stalls. With the government plead- 
ing with farmers to increase their 


milk production so far each month 
of 1942 has seen an increase in the 
dairy population. This, of 
course, increased the demand for 
some method of tying these cows. 
especially in northern climates where 
severe winter weather makes it man- 
datory to keep dairy cattle inside 
most of the time. 


cow 


Turne’ Back the Clock 


Consequently, with the shortage 
of steel equipment, many farmers 
began turning back the clock a quar- 
ter of a century and started using 
wooden cow stalls, stanchions and 
But unfortunately, they were 
installing the kind of wooden equip- 
ment their grandfathers used. This 
type of equipment made no provi- 


pens. 


sions for converting to modern, up-— 


to-date steel equipment. 
this trend, the Louden 
Machinery Co., Fairfield, Lowa, in 


Sensing 


cooperation with concrete engineers, 
the “Victory” cow stall, 
stanchion and pen. The main fea- 
ture of this wooden equipment is its 


designed 


easy convertibility to steel equip- 
when 


ment steel becomes more 
abundant. 
R. W. Louden, farm line sales 


manager of the company, informs us 
that with this “Victory” sow stall, it 
is not necessary to determine what 
the width of the future stalls will be. 
By making provision for the entire 
length of the stall row, for later in- 
stallation of steel stall partitions, the 
farmer can determine the width of 
his steel stalls at the time of instal- 
lation. Other methods make it nec- 
essary for the farmer to determine 
at the time he installs his wooden 
equipment just how wide his steel 
stalls will be later on. 

But perhaps the most appealing 
feature of the “Victory” cow stall is 
its economical construction. Any 
farmer who has any knowledge at 
all of carpentry can build these 
stalls and stanchions himself. Con- 
sequently, he has a minimum invest- 


ment in substitute cow stalls and 


stanchions which can be replaced as 
soon as the war is over. 

Complete, detailed plans can be 
obtained at a nominal sum which 
will be refunded on the first ship- 
ment of stalls and stanchions. Deal- 
ers have little opportunity of mak- 
ing a monetary profit on “Victory” 
plans. However, they will profit in 
several ways. These plans will solve 
a pressing problem of many farmers 
who just must have some equipment 
for handling their increased wartime 
herds. By furnishing these plans, an 
immense amount of good will can be 
created. Dealers can profit from 
“Victory” stall plans because every 
“Victory” installation is a good 
prospect for modern, steel equip- 
ment when it becomes available. 
Lastly, dealers can help the war 
effort by showing farmers a wartime 
substitute for modern, steel equip- 
ment thus helping to maintain and 
increase production of essential dairy 
products. 

About a third of a century ago, 
William Louden revolutionized dairy 
barn equipment with the introduc- 
tion of his threadless coupling that 
made possible inexpensive tubular 
steel cow stalls. In 1907, at the 
National Dairy Show, he exhibited 


the first all-steel cow stall and 
stanchion. 
Previous to William Louden’s 


threadless coupling, there were a 
few tubular steel stalls in use, but 
they were mostly on the farms of 
millionaires because a plumber had 
to be employed to build them at a 
cost of approximately $50 each. The 
cost of cutting and threading the 
tubing made the use of sanitary steel 
equipment prohibitive for the aver- 
age farmer. 


Sanitary Equipment 


Thanks to the threadless coupling,. 
the cost of modern cow stalls today 
is about one-fifth of what they were- 
the plumbers made them. 
Farmers were quick to realize the 
many advantages of the sanitary, 
all-steel tubular cow stall and a high 
percentage have installed this mod- 
ern type of equipment. In _ the 
larger dairy producing sections, a 
majority of all dairy barn equipment 


when 


is durable, profit-making tubular 
steel. 
Most of the progressive cities 


in the United States passed milk 
production ordinances which recom- 
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Leek for the Arm-and-Hammer 


Improved 


PIPE 
CUTTERS 


The Drop-Forged and 
“Combination” Pipe Cut- 
ters can be used as a 1 or 
3 wheel cutter. All are im- 
proved cutters, accurately 
made with hardened steel 
pins and rollers. Thrust 
rods of ‘‘Saunders” t 

cutter are hardened at the 
point and bear on embed- 
ded, hardened steel block. 
On “Barnes Type” the 
thrust is taken up by 
drop-forged steel sections. 
Parts are interchangeable 
with other standard makes. 
All are Cadmium Plated. 


“ARMSTRONG BROS.” 
Knife Blade Cutter Wheels 
cut much faster and eas- 
ier, hold their keen cut- 
ting edge for they are 
made of Vanadium Tool 
Steel, heat treated, hard- 
ened, and Cadmium Plated. 
































Write today for Cat- 
alog C-39, showlag 
the most complete lilae 
of Pipe Tools made. 







ARMSTRONG BROS. TOOL COMPANY 
"The Tool Holder People"' 

314 N. Franeisee Ave., CHICAGO, U.S.A. 
Eastern Warehouse & Sales: 
199 Lafayette St., New York 


CONTRACTORS - MASONS 
CARPENTERS - BUILDERS 


are buying 
STARRETT TRANSITS and 
LEVELING INSTRUMENTS 


They buy them because these practical, inexpen- 
sive instruments are sufficiently accurate for most 








needs. 
They buy them because they make excellent sub- 
stitutes when expensive, hard-to-get engineer's 


equipment is being repaired or when weather con- 
ditions don’t warrant using costly equipment. 
They buy them because they are inexpensive— 
priced as low as $20.00—and are readily available. 
For a complete description, prices and sales pos- 
sibilities of Starrett Transits No. 99, Starrett and 
Leveling Instrument No. 101, and others in the 
line, write for descriptive folder No. 26-A. 





No.101 
THE L. S. STARRETT CO. 
W orld’s Greatest Toolmakers 
Atho! 


@ Massachusetts o@ U.S.A. 
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mend and, in many cases, insist on 
the use of steel equipment. But when 
the war came the demand for steel 
and iron was so great that the steel 
ordinarily used for civilian manufac- 
ture was needed in ships, tanks, guns 
and other war implements. 


Order L-26 
Consequently, in January, 1942, 
the War Production Board issued 


the Farm Machinery and Equipment 
Limitation Order regulating the 
amount of farm machinery and 
equipment Limitation Order regu- 
lating the amount of farm machinery 
and equipment the manufacturer 
could produce. This was known as 
Order L-26, and its effective date 
was retroactive to Nov. 1, 1941, and 
was to continue in force until Nov. 
1, 1942. This order limited the pro- 
duction of steel cattle stanchions to 
75 per cent of the amount produced 
in 1940, or approximately 50 per 
cent of the number made in 1941. 
This item was later affected by the 
steel and iron Order M-126, which 
prohibited the manufacture of all- 
steel cattle stanchions after Aug. 3, 
1942. L-26 limited the production of 
steel cattle stalls and pens to 50 per 
cent of the 1940 production, or about 
a third of the 1941 production. As 
1942 wore on, it became increasingly 
obvious that the supply of durable, 
sanitary steel cow stalls and stanch- 
ions would be inadequate to meet 


the demand of increased wartime 
herds. 
Then in October came the new 


Farm Machinery and Equipment 
Limitation Order L-170 regulating 
production from Nov. 1, 1941 to 
Nov. 1, 1943 and prohibiting the 


manufacture of steel cow stalls. 


Cash Sales Jumped 
100 Per Cent When 
They Modernized 
(Continued from page 41) 


Manufacturing 
for 


equipment. and 
maintenance equipment the 
garment trades is also stored in 
the basement rooms. The com- 
pany’s office is located on a balco- 
ny above the wrapping counter 
and paint department. 

Mr. Trubitz is assisted by one 
other inside salesman, two outside 
men calling on the factory trade, 
and two women to handle office 
details. 

















PROMPT SHIPMENT 
| UNIFORM HIGH QUALITY 
, 10 LARGE PLANTS 


Rolled Bars, Hoops and Bands, Beams 
and Heavy Structurals, Channels, 
Angles, Tees and Zees, Plates, Sheets, 
Cold Finished Shafting and Screw Stock, 
Strip Steel, Flat Wire, Boiler Tubes 
and Fittings, Mechanical Tubing, 
Rivets, Bolts, Nuts, Washers, etc. Write 
for Stock List. Joseph T. Ryerson & 
Son, Inc., Chicago, Milwaukee, Detroit, 
Cincinnati, Cleveland, Buffalo, Boston, 


Principal products include — Alloy 
Steels, Tool Steels, Stainless Steel, Hot 
| 
? 
| St. Louis, Philadelphia, Jersey City. 








Whenewes 





Darkness 
Strikes £ 


DIETZ 


LANTERNS 







NEW YORK 


Output Distributed Through the Jobbing Trade Kacluswwely. 
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Coated Abrasive 
Specialties 


“Spirapoints” and “Spiracords’—for 


metal cutting, finishing and polishing 
jobs. “Spirapoints” are spirally wound 





abrasive cloth points, conically formed 
and in a wide variety of shapes for 
work on odd surfaces particularly those 
of varying radii, and in hard-to-get-at 
places. Solidly wound and 
throughout, they are tools of rapid cut- 
ting and long lasting characteristics. 
“Spiracords” are spirally wound strips 
of Lightning Metalite Cloth, moulded 
to cylindrical shape. For all holes not 
susceptible to mechanical sanding and 
which must be finished by hand. 
Made in five standard diameters. Behr- 
Manning Corp., Troy, N. Y. 


glued 


Water Systems 
Service Manual 


The Deming Co., Salem, Ohio, has 
published a 68-page water systems ser- 
vice manual, designed to help distrib- 
utors and dealers meet wartime condi- 
tions. The manual is part of the “Dem- 
ing Pump Protection Plan” which was 
described on page 176 of the Oct. 29 
issue of Harpware Ace. Because of 
the limitations on the use of critical 
metals and other materials for pumps 
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And Still Available for Hardware Distribution 


and water systems, those in existence 
must be kept in good working order for 
the duration of the war. Details of the 
manual were carefully planned to sim- 
plify the numerous problems encoun- 
tered in servicing the various types of 
shallow and deep well pumps and water 
systems. All information relating to 
each type of Deming water system is 
contained in its respective section of the 
book. Whenever possible, all cross 
references from one section to any other 
section of the manual were eliminated. 


No Slipping 
Floor Polish 


“Dan-Dee” polish can be applied to 
linoleum, hardwood or parquet floors 
with brush or cloth. Maker states that 
it dries and can be walked upon five 
minutes after application. Contains no 





wax or shellac. Dries to varnish-finish 
luster without any rubbing. Twin City 
Shellac Co., 340 Flushing Ave., Brook- 
lyn, N. Y. 








Rust Preventing and 
Removing Compound 


“Rustbuster”>—a new type 


boiler 
cleaner and water treatment for low 
pressure steam-hot water heating sys- 





tems. A colloidal solvent containing 
neither caustic nor acids. Said to dis- 
pose of rust and corrosion by breaking 
them into tiny particles and to emulsify 
oil and carry it through into the rust- 
proofing action. Maker claims that it 
penetrates the pores of the castings, 
forming a firm anchor for the thin film 
of oil which prevents new corrosion. As 
a result of its use, boiler water becomes 
more sensitive and tranfers heat more 
quickly, according to the manufacturer. 
No draining or flushing is said to be 
necessary because the rust is broken 
into minute particles which are carried 
in invisible suspens‘on. Cannon Chemi- 
cal Co., Inc., 210 Broadway, Everett, 
Mass. 


Electrical Products 
Catalog 


Colt’s Patent Fire Arms Mfg. Co., 
Electrical Division, Hartford, Conn., re- 
cently published a new 58-page “Colta- 
log” which gives a quick reference list- 
ing of all the company’s electrical prod- 
ucts. Sections of this illustrated catalog 
are devoted to safety switches, types 
A-C-D, service equipment, multi-break- 
ers and industrial control equipment. 
Circuit breakers, weatherproof service 
boxes and fuses and accessories are also 
covered. There are also pages covering 
application data. 
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Glass Skillet 
and Saucepan 


All-glass skillet with glass handles at- 
tached, offered in two sizes. Two sizes 
of all-glass saucepans with attached 





glass handles are also part of the line. 
Both these items have recently been 
added to the Range-tec Top-of-Stove line 
which also includes percolators, coffee 
makers, teapots, teakettles and double 
boilers. McKee Gless Co., Jeannette, 
Pa. 


“Stor-A-Dor” Cabinets 


Designed to give extra closet space 
without using up valuable floor or wall 
space. Available in two widths to fit 
doors from 2 ft. 2 in. to 3 ft. and larger. 
Height is 68 in. and depth 7 in. Will 
hold three or four dresses, suits or 
overcoats, several hats and shoes or 
small articles in the compartment at 
top and bottom. Comes in three finishes, 
a true grain wood finish, a neutral beige 
that can be finished to match the room, 
and white enamel. Each is lined with 
cedar, making a fully enclosed cabinet 
of C-D-R wall. Have heavy supporting 
hinges and automatic catch. Can be 
attached to any door, inside or outside, 
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or to any wall. Swings either left or 
right. All-shelf, bath and buffet types 
also available. Tennessee Valley Asso- 
ciated Marketers, 117-119 Ninth Ave., 
N., Nashville, Tenn. 


Doll Furniture 


“DollyDay” line includes high chair, 
table and two chairs, double bed, lawn 
swing and swinging cradle. Built of 
hard board, slotted and tabbed. All fur- 
niture has the same color scheme— 
golden yellow, blue-green and_ blue. 
Table is 12 in. square by 10 in. high 
and the chair 13 in. high, 8% in. wide 
and 7% in. deep. Other items in this 





line are built in proportion. All items 
packed 12 to a carton. Play Pal Toys, 
Inc., 1800 E. 30th St., Cleveland, Ohio. 


Pullmatches for 
Service Men 


A type of bookmatch which lights 
with a pull and lights only with safety 
pressure. Each box contains 200 Pull- 





match units, or 2000 lights. Printed 
with a choice of insignia, Army, Navy 
or Marine Corps. Packed in red, white 
and blue gift cartons with addressing 
space provided. The Kilgore Mfg. Co., 
American Pullmatch Div., Westerville, 
Ohio. 


“Character” Candles 


Line of candles which are cast in a 
hard blend of waxes and then hand- 
painted in oil colors. Blend of waxes 
is said to make the candles durable 
and long lasting. Characters are of 
Colonials, Dutch hoy and girl, Spanish 
Senorita and Toreador, Cape Cod 
Mariner and many others. Colonial 
Candle Co. of Cape Cod, Hyannis, Mass. 














“PRIORITY-BUYERS' SEEK 
THE MAN WHO SELLS 
STAR BLADES 


Skilled machinists in war-plants know that 
STAR “MOLY”* HIGH SPEED-—the orig- 
inal molybdenum alloy hack saw blade— 
is unsurpassed for speed and endurance on 
heavy duty work. The hardware dealer who 
gets the rated or- 
ders is the dealer 
= who sells and 
grt features STAR 
Vil “MOLY”* HIGH 
e f° SPEED. Priority- 
v buyers know and 
» look for its all- 
Over copper me- 
tallic finish. 





STAR UNBREAKABLE SPECIAL FLEXIBLE 
is “the repair and maintenance blade of 
industry” because it cuts like an “All Hard” 
yet is so flexible that it cannot be broken 
in use in a frame. Ideal for plumbers, elec- 
tricians and repair mechanics. Also a boon 
to the foreman who is training inexperi- 
enced workers. Everyone remembers its 
all-over green metallic finish. 









*T. M. Reg. — Blades bearing the name 
Wooly” are made only by Clemson Bros., lac 


and affiliated companies. 
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/* REPLACE 
Hard-to-Get 
MERCHANDISE 








with PAINE 
PRODUCTS 


e 
SHIPPED FROM STOCK 
ON LOW PRIORITY 


A Quick ¢ Positive 
FASTENING 
For WOODSCREWS 


For use in Tile, Marble, Slate, Mosaic, 
Brick and Wood Furring. No setting 
tool required. Simply place in anchor 
hole, insert woodscrew and tighten. 





f 
Fig. 955 
Fiber Type 


Ask your Jobber and write for catalog. 


THE PAINE CO. 
2963 Carroll Ave., Chicago, Illinois 
Offices in Principal Cities 


‘PAINE - 


FASTENING Walaa) 


and HANGING 





Fig. 950 
Lead Type 





Set of Plastic Ice 
Cube Makers 


“Sanitray” gift set contains 12 
transparent plastic cups and tray, to- 
gether with 12 extra cups which 





double the tray’s capacity. When the 
first trayful has been frozen, the cubes 
may be removed and stored in the evap- 
orator; then the extra cups can be 
frozen and kept in the tray until 
wanted. The special plastic used in the 
cups is of relatively thin gage in order 
to obtain fast-freezing qualities, ac- 
cording to the manufacturer. Ice can 
be removed from the cups by apply- 
ing gentle finger pressure or if kept at 
room temperature for a moment, they 
can be removed without pressing. 
Cubes may be removed singly or by 
the trayful. Tray may also be used for 
making frozen desserts by removing the 
detachable bar, filling with dessert 
molds and placing in the refrigerator 
freezing compartment. Swift Mfg: Co., 
247 McDougall Ave., Detroit, Mich: 


“Durol” Typewriter 
Cleaner 


A liquid typewriter cleaner that comes 
in three and eight ounce bottles which 
are fitted with individual applicators 
and sealers on the cap. May also be 
obtained in 16 oz. and quart sizes for 
refills. Can be used for cleaning add- 
ing machines, check-writers, billing ma- 





WHATS NEW 












chines and any office equipment that has 
type and plates that must be kept clean 
for legible impressions. Reliance Pencil 
Corp., Mount Vernon, N. Y. 


Plastic Mouldings 


Catalog 


Kinkead Industries, Inc., 1609 N. 
Wolcott Ave., Chicago, Ill., recently 
published its 1943 catalog “entitled 
“Kinkead Plastic Mouldings.” This 12- 
page catalog is illustrated throughout 
with color pictures of the company’s 
products and contains a descriptive and 
catalog number index. 


Amber Head Mallet 


A mar-proof, unbreakable amber 
mallet, according to the maker. The 
entire head is made of cellulose nitrate 


a <gR5 MA Yj 7. 1 
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UNBREAKABLE =‘ AMBER 
MAR- . -PROOF 





plastic. Handles are of genuine hickory. 
Said to be exceedingly strong and yet 
can be used on the most delicate ma- 
chinery. At the present time no prior- 
ity is necessary as the cellulose nitrate 
amber head is in Class 1 (tools). Mal- 
lets are mounted on display cards. 
Fuller Bros., Ltd., 207 W. 25th St., 
New York City. 


New Use Found 
for “NoDrip” 


Since the introduction of “NoDrip” 
as a preventative of condensation drip, 
another important characteristic of this 
product has been found. A coating on 
piping and other metal equipment will 
prevent rust and corrosion and prolong 
the life of metal surfaces, according 
to the manufacturer. “NoDrip” is a 
plastic cork coating that can be applied 
with brush, trowel or spray to any flat 
or rounded surface. It is said to pre- 
vent condensation drip, preserve metal 
from rust and form a moisture proof 
insulation type coating that is imper- 
vious to acid and alkali. An illustrated 
folder showing the application of the 
product in various industries may be 
obtained from J. W. Mortell Co., 508 
Burch St., Kankakee, IIl. 
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“Sowaukee” Pottery 
and Artware 


Made of high quality mzterials and 
fired in kilns where temperatures re 
exactingly controlled. D- signs are said 





to be authoritative, reflecting European 
artistry in texture and glazes. Figurines, 
illustrated, are characterized by flowing 
lines and styled in the modern manner. 
Made of china clay body. Height, 1012 
in.; width of base, 34% by 2% in. Come 
in three colors. Continental Pottery Co 
South Milwaukee, Wis. 


“Safechek” Industrial 
Crayon Guide 


The American Crayon Co., Sandusky. 
Ohio, recently relea-ed its new indus- 
trial crayon guide. This booklet of “Old 
Faithful” markers lists markers for 
practically every industrial use. Crayons 
for railroads, tie markers and textile 
mills and carpenters’ chalk and _ all 
types and sizes of lumber marking and 
checking crayons are fully deéscribed. 
Colored paper and charcoal pencils and 
crayons for marking cattle are also in- 
cluded. Writing and drawing inks, 
modeling clay for industrial uses, 
mucilage and tailors’ crayons complete 
the booklet. 


Portable Grinders 
Models “AD” and “AE,” 4 and 5 in. 


grinders respectively, have been in- 
troduced to meet today’s high speed re- 
quirements on all grinding, wire brush- 
ing, polishing and buffing operations. 
Both grinders are said to contain every 
feature of advanced design and sturdy 
construction essential to maximum per- 
formance and adaptability to a wide 





Model “AE” 


DECEMBER 10, 1942 








variety of applications. Ball bearings 
mounted in steel inserts on armature 
and xtreme ends of wheel spindle are 
aid to absorb thrust, eliminate vibra- 
tion and insure cool operation. Com- 
mutator and switch are fully enclosed 
for protect’on against dust, and straight- 
line ventilation blows dirt away from 
operctor to prevent clogging. Steel 
gears, heat-tr ated for long life and 
spline-mounted on shafts, are both 
strong and quiet. Powerful universal 
motor for full efficiency under load. 
Rubber sleeve handle for firm, cool, 
non-‘lip grip. Skilsaw, Inc., 5033 Elston 
Ave.. Chicago, Ill. 


Wood Putty In 
Glass Containers 


“Salem Brand” wood putty, formerly 
packed in metal containers has now 
been put on the market in one pound 
glass jars with a lithographed paper 
label. The jars are manufactured by 
Owens-Illinois Glass Co., Toledo, Ohio. 
Intended as an aid to the homemaker 
in caulking and repairing wooden ob- 
jects of all kinds, this wood putty is 
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said to be manufactured entirely from 
ingredients which are neither scarce nor 
essential to the war effort. A. S. Boyle 
Co., 257 Cornelison Ave., Jersey City, 


ae 


Gas Range Service 
Handbook 


The Geo. D. Roper Corp., Rockford, 
Ill., recently published a gas range ser- 
vice handbook which is designed to 
help solve the problem of gas range 
servicing under war conditions. This 
handbook covers the operation of Roper 
gas range models produced as far back 
as 15 years. It deals with top burners, 
ovens, broilers, automatic — lighters, 
safety pilots, etc. It is amply illustrated 
and contains answers to specific §ser- 
vice problems. A statement of company 
policy is made indicating a desire to go 
as far as possible in replacing parts. It 
is’ pointed out, however, that new parts 
should be ordered only after every effort 
has been made to recondition existing 
parts. 





FROM 


A Sportsman’s 
Hatchet 
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They cut longer 
between sharpenings 
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FoR THE DURATION . . . men, 
machines and materials normally 
employed in the manufacture of 
Daisy Air Rifles have been placed 
at the disposal of the govern- 
ment. Meanwhile our research 
department plans ahead for the 
war’s end when Daisy’s 67 years 
of leadership will bring you big- 
ger and better values in 


DAISY 
AIR 
RIFLES 


DAISY MANUFACTURING COMPANY 
PLYMOUTH, MICHIGAN. U.S.A 


* 











Letter from one of our distributors 
states in part, “We have a customer 
who has two Fairbanks Hand Trucks 
that have been in use 30 years and 
yet are in very good condition.” 

It’s no wonder that fitisky Fairbanks 
Hand Trucks stand up on the job so 
many years. They simply can’t be 
matched for rugged, durable construc- 
tion. Fairbanks engineering provides 
extra strength wherever needed. 

There is a type of 
Fairbanks Hand, Platform, 
and Box Truck for every 
service, with iron or rub- 
ber-tired wheels. 

Write for catalog No. 51-52 
and dealers’ prices. 


The Fairbanks Co. 


400 LAFAYETTE ST., 
NEW YORK, N. Y. 


Boston, Mass. Pittsburgh, Pa 


airbanks 



















Soapless Soap Powder 


“Coldfoam”—an all purpose cleaner 
that is said to dissolve completely and 
instantly in cold or hot water, hard, 
soft or salt. Makes suds, yet contains 





no soap, fats or oils of any kind. Maker 
states that its new spreading action 
penetrates crevices and cleans out dirt 
and grease. According to the manu- 
facturer, it leaves no streaks or film and 
puts a glossy luster on painted surfaces. 
Said to be harmless to hands. clothing, 
paint, varnish and the surfaces cleaned 
as it contains no acid, caustic or grit. 
One pound is said to make 40 gallons 
of solution which will dry four times 
faster than water. The Savogran Co., 
India Wharf, Boston, Mass. 


Blackout Shades 


“Airaid”—two-tone blackout shades. 
Have bright ivory tone (inside) and 
black tone (outside) with leatherette 
pattern. Maker states that shades are 
treated wih DuPont flame-proof  re- 
tardant. Fire will merely char them 
says the manufacturer who claims that 
these shades meet every government 
specification for light-proof shades and 
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will not fade. Have the pliability of 
cloth. Designed so they are ready-to- 
hang in two minutes. No need to re- 
move curtains, rods, draperies or regu- 
lar shades. No rolls to attach. Can be 
easily cleaned with a cloth. These 
shades are made 5 in. oversize on all 
sides to assure perfect blackout protec- 
tion. Blackout Products Mfg. Co., 1251- 
1261 Reedsdale St., Pittsburgh, Pa. 


Repair Manual for 
Farm and Garden Tools 
The Union Fork & Hoe Co., Colum- 


bus, Ohio, has published an authori- 
tative instruction manual on how to re- 
pair hand farm and garden tools en- 
titled “New Tools for Old.” It is de- 
signed to show hardware dealers and 
tool users with home repair shops the 
proper method for replacing broken 
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handles in both socket and shank type 
hoes, forks, rakes, shovels, etc., and is 
extensively illustrated by diagrams. The 
limitations which the government has 
placed on the manufacture of new tools 
make it imperative for both farmers 
and home gardeners to repair their 
broken tools and keep their present 
tools in service. Copies may be obtained 
by writing to the company. 


Shellac Replacement 


“Lak-Kote” comes ready to use and 
requires no thinning. Maker states that 
it is easy to apply and will not roll 
under the brush. Dries in a short time 
and can be recoated within one hour, 
according to the manufacturer. Clear in 
color, it is said to have no objection- 
able odor and to sand down without 
any gumming. Comes in all convenient 
sizes. Great Lakes Varnish Works, Inc., 
2215 N. Pulaski Ave., Chicago, Il. 
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No Priority Replaces 
Needed rawhide 
oes 
and 
Made of Cellulose 
; rubber 
of Nitrate Plastic let 
to- —No Metal. MGNCTS. 
» ; > \ UNBREAKABLE 
r Exceedingly MAR- We have brought 
Strong and it out for the 
all yet can be used Retail Hardware 
eC: on the most Store to reach 
>1- . . 
delicate mechanics. 
machinery. 
; No. 160 Assortment consists of six mallets— 
~ 2 each 34” diameter, 1” diameter and 114” diameter 
of with an attractive display card. 
n- Open stock on 34” to 114” diameter curved head 
= Open stock on 1%” to 2” diameter straight head 
he Prompt Deliveries — Ask your jobber's salesman for catalog pages or write direct for 
en pages and nearest jobber. 
as | - 
7 FULLER BROS., 207 West 25th St., New York City 
. Sold only through regular hardware jobbers. 
> | N. Y. Representative: A. E. Fuller, 16 Hudson St., N. Y. City 
































Ey | 
A | 
a | 
} 

j ' 
a) 
‘" ORRY, but we won’t be able to output will disappoint many thou- 
é solve any more CIVILIAN shav- sands of civilians. However, the 
7 in — until after the war. demand onthe part of our soldiers, 
; T e Rolls Safety Razor, with sailors and marines for this com- 
aici its ONE hollow-ground, Sheffield lete shaving instrument, with its 
‘pe Steel blade, is now available only Seam and strop in a compact, con- 
is to U.S. Post Exchanges andShips_ venient case, is constantly grow- 
‘he Service Stores. ing. We are sure you would want 
las We regret that this restricted us to serve our armed forces first. 
- When your Rolls Razor needs service or adjustment, send us your 
_ complete instrument. This will enable us to check all parts and 

_ operations, thus assuring many more years of trouble-free shaving. 
o ROLLS RAZOR, INC. — Sales & Service —342 MADISON AVENUE, N.Y. C. 
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ARMSTRONG-BRAY 


” a aNCL AE Prompt deliveries 
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both types! 


WIREGRIP Belt 
be applied with any make lacing 
machines, have double (patented) 
aligning cards that hold hooks in 


Hooks that can 


perfect alignment, prevent han- 
dling and card-end loss — every 
hook saleable and usable. Made in 


6 sizes. 


STEELGRIP Belt Lacing is applied 
with a hammer. Comes in 8 sizes, 
in standard boxes, handy packages 
or long lengths for wide conveyor 
belts. Have 2-piece hinged rocker 
pins 

Priority Business 


—is waiting on belt lacing at local 
plants, and schools. 


Write for Catalog 


ARMSTRONG-BRAY & CO. 
“The Belt Lacing People” 
5348 Northwest Highway, Chicago, U.S.A. 











NORCROSS 


LAWN 
TOOLS 


on 









TOOLS ESSENTIAL It Plows, 
TO HIGHEST FOOD a 
PRODUCTION Weeds! 






Cultivator 


sturdy, 


(No. 10-N) 


Because 
well, 


it's attractive, 


does many jobs 
saves drudgery 


this unit is a staple fast 
seller. Complete with attach 
ments and leaf guards 
to move! 






HAND CULTIVATOR 


Asparagus (No. 55-N) 

Knife Practical, durable. Detach- 
A neater appear able prongs. 4’ selected white 
ing tool, designed ash handle. Very popular 
for action! Supe- seller. ALSO COMPLETE 
rior to any on LINE OF WEEDERS. CUL- 
the market. TIVATORS, MULCHERS, 

r ss 


Ask Your Independent Jobber 


C. S$. NORCROSS & SON 
BUSHNELL, ILLINOIS 


emetQUALITY GARDEN TOOLS SINCE 1891 
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Left to right: W. R. Raugust. 


Odessa, Wash., retiring president; 


James B. 


Channing, Spokane, Wash., secretary, who was made managing secretary: 
Wendell M. Hoesly, Spokane, Wash., treasurer and Alvin C. Vinther, Spokane, 
Wash., newly elected president. 


DATE & PLACE 
Northwest Hardware & Implement 
Nov. 16, 17 at 


Pacific 


\ssociation 


met on 
the Desert Hotel, Spokane, Wash. 
NEW OFFICERS — President, 


Alvin C. 


succeeding W. R. Raugust, Odessa, 
Wash.; vice-president, Rex Price, 
Waterville, Wash.; Wendell M. 
Hoesly, Spokane, treasurer, and 
James B. Channing, secretary, who 
was made managing secretary. New 
directors: Walter Fry, Sunnyside, 


Wash., and David Hoeffel, Ritzville, 

Wash. 
ADDRESSES 

Ruud, WPB, Spokane, 


stay 


Clifford O. 
Wash., urged 
away from Wash- 
C., placing their prob- 


retailers to 
ington, D. 
lems in the hands of distributors be- 
fore appealing to WPB for help. He 
explained distributors, in many 
cases, can secure high priority rat- 
ings for purchase of scarce mate- 
rials and products, but that they can 
resell them on low ratings and with- 
out ratings in some cases. Requests 
for help in securing materials will 
receive earnest consideration if for 
use in essential repair and mainte- 


He this 


improvements or 


nance. warned does not 
expansion. 
Dealers were warned that order 
M-9-C-4 prohibits sale of all building 
materials containing copper or cop- 
per alloy. Other phases of the WPB 
program were covered by Joseph 
Gandy and Albert E. Pierce, both 
of the Seattle WPB office. 

Cooperatives came in 
criticism from W. R. Raugust, retir- 
ing president, who said cooperatives 


cover 


for sharp 


Vinther, Spokane, Wash., 


had been assisted by the government 
and given concessions, while the in- 


dependent merchant was the “for- 
gotten man.” He urged that co- 


be placed on the same 
footing as other businesses. 
ing friendship for Grange members 
he quoted with alarm the statement 
of State Grangemaster Henry Car- 
stensen which he held said, in effect. 
that only big business and coopera- 
tives would likely the war 
period. 


operatives 
Express- 


survive 


N. E. Dodd, western area manager, 
U. S. Department of Agriculture, 
explaining the need for rationing 
farm implements, showing that the 
materials are needed for 


raw war 
equipment. W. N. Wolf. acting 
chairman, State War Board, briefly 


discussed the same subject. 
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“KINDA WAD ME PUZZLED FOR A hyena , SHE CAME In AN’ 


SAID * WE GOT ANTS IN MY PLAN 
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FLAMEMASTER 


American homes during the past 
Ksbeslos. wicx 


five years. 
Outstanding item in the stocks of 
the country’s leading jobbers. 
Due to ever-increasing military 
needs we cannot guarantee how 
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Write today for 
Particulars! 











long Flamemaster will be avail- 

able, but we will continue to fill Mfq. under U.S. Pat. Nos. 
your needs as fully as conditions 2,197,866 2,184,899. 
permit. 











Ask about special display deal! = 





* Quality products are going to war. Our pro- 
duction is now directly or indirectly going into 
war needs .. . going into places where it will 
do the most good in speeding victory. 


When victory is ours, COLUMBIAN VISES will 
be available for quality minded hardware 
dealers. 





THE COLUMBIAN VISE & MFG. CO. 


CLEVELAND, OHIO 


9017 BESSEMER AVENUE 
THE WORLDS LARGEST MAKERS OF VISES 
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No SUMMER, TCO HOT— 
NO WINTER, TOO COLD— 


Re LINE ) 


ANTI-RUST PERMANENT TYPE 
ANTI-FREEZE 


At last—an anti-rust permanent type anti- 
freeze that will not boil away in the Summer 
or freeze in the Winter. One filling lasts 
the year! Thoroughly tested in laboratory 
tests, Top Line is safe, non-corrosive and 
odorless. Contains no critical materials—no 
glycerine, ethelene, glycol or alcohol. So 
jump on the Band Wagon—order now while 
we still have a supply. 


TOP LINE DIVISION 


“CHEMICALS #24 SOUTH 


Gambill Building, Nashville, Tennessee 
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LEAVES THE 
OLD HOMESTEAD 





Out of one Tank on to another 


FOR THE DURATION 





ROCKFORD BRASS WORKS 


ROCKFORD, ILLINOIS 


The Complete Line of 
“Plumbing Brass Goods Since 1890” 




































Are you getting 
YOUR SHARE OF 
INDUSTRIAL 
SOLDERING IRON 

BUSINESS? 


One thing is certain in these 
uncertain days—your best pros- 
pects are those plants engaged 
in defense production. You can 
sell DRAKE Soldering Irons to 
those plants—for DRAKE irons 
have the stamina to take the 
punishment of constant use. In- 
vestigate this “live” prospective 
market. 

Illustrated here is No. 600-10 (100 


watts, %& in. tip) from the line of 
DRAKE Industrial Soldering Irons. 















ASK YOUR 
JOBBER FOR 
INFORMATION 


DRAKE ELECTRIC WORKS, INC. 


3656 LINCOLN AVE. CHICAGO, ILL. 





Changes 


New products and new 
trade mames are constantly 
being added to the listings 
for the next Directory Num- 
ber of HARDWARE AGE. 


Therefore, if you do not 
find in the current issue of 
the Directory Number the 
product you are interested 
in, write to the “Who 
Makes It” Editor. He'll be 


glad to serve you. 
HARDWARE AGE 


100 East 42d St New York City 




















Some Builders’ | Hardware 
Items Still Available 


‘.DWARD NEUMAN, sales man- 
ager, National Brass Co., 
Grand Rapids, Mich., reports that 
some of the more important items 
in the National Brass line are still 
being manufactured. These items, 
which comply with the specifications 
given in the Builders Hardware 
Manual of the W.P.B. and also the 
Defense Housing Critical List, can 
be supplied to dealers with a quali- 
fied rating. 

The Dexter-Tubular latch which 
is illustrated here is supplied in 
steel and plastic. Finishes in steel 
are US 18-A “Parkerized” black 
with the plastic parts in dull black. 
gloss black and ivory. This latch 
is one of the most important of the 
Dexter - Tubular Commandor line. 
The screen door latch (No. 1107) 
also illustrated is supplied in the 
same_ finishes. 

The National Brass Cabinet Hard- 





National Brass Co. builders’ hardware items which are still available. 














a“ 

The Dexter Tubular Latch “ 

10 

wit] 

plat 

ware line carries a semi-concealed bak 

cabinet hinge (No. 954), an offset pro’ 

cabinet hinge (No. 948), two pulls ange 
(Nos. 281 and 235), a knob (No. It 
632) and two friction catches (Nos. for 

1556 and 1524). These are all manu- 4 


factured of steel and available in 
bright or dull finishes on a zine base 
plating especially processed and 
finished to resemble chromium. They 
are also available in enamel. 











“Maximlox” Box 
Fastener 


Fastener is said to be simple, speedy 
and will clamp the lid down firmly. 
Only five screws are needed and no cut- 
ting-in is necessary. The closing oper- 
ation is fast, while a simple, upward 
movement releases the lid in a second. 
Maximlox Co., 631 Kent Ave., Brook- 
lyn, N. Y. 
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Kitchen Cabinet Hardware 


pl: 
baked enamel gives added 


“Styled to Sell’’ 


for you! 


err ) S 
43 c ce Mi 
f° 
















%* The Rockford 


ne now Offers smartly styled 


th a beautiful, lustrous zine 
ated finish! A coat of clear, 


otection for many years to 
me. Stock up now on these 
patterns. 
will mean added profits 
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INDIVIDUALLY PACKAGED 
All items are individually packed in envelopes 

. complete with screws, parts, and direc- 
tions for application. 


— ——_ Write Dept. 1242 For Catalog 
- Showing Complete Line 


%& PACKAGE HARDWARE DIVISION 


gl! NATIONAL LOCK CO., ROCKFORD, 











Since 1885 
Arcade 
HARDWARE 
and TOOLS 


have been the choice of thou- 
sands of consumers . . . since 
1898 Arcade Toys have served 
Young America at play. Now, 
the materials that were former- : 
ly used to make Arcade prod- 
ucts are going into the imple- 
ments of war .. . implements 
that will bring Victory. 

When a victorious peace is 
won, the Arcade production 
lines will again be converted 
back to peacetime products. 


* 


ARCADE MFG. CO. 
1201 SHAWNEE STREET 
FREEPORT, ILL. 


wee FKCADE Bag 


HARDWARE & TOOLS 
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PROTECTION 


by Champion 








Champion No. 130 
Screen and Storm 
Door Hinge 


A durable and 
popular item 
that meets all 


requirements. 





Size 3 x 234” 


loose-pin button-tip hinge. 


This hinge is specified in the Defense 


Housing Critical List and is obtainable in 


US18A, Japan and Dull Japan finishes. 


THE CHAMPION HARDWARE COMPANY 


GENEVA, OHIO rray Street, NEW YORK, N. Y 





Q. HOW COLD IS 90° 
BELOW FREEZING? 


A. NOT COLD ENOUGH 
TO FREEZE 


Wl ANTI-RUST 


PERMANENT. TYPE 





ANTI-FREEZE 


Think of that! Lo-Zone anti-rust permanent 
type anti-freeze holds to 90 degrees below 
freezing! Guaranteed for a Full Year not to 
freeze, boil away, clog or vaporize. Safe, non- 
corrosive and odorless. Contains no critical 
materials—Get your order in now! 


LO-TQRE DIVISION 
“CHEMICALS #™ SOUTHS 


117-119 NINTH AVE. NORTH 
NASHVILLE, TENNESSEE 











No More Damage {rom Condensation 
or Sweating Pipes, Tanks, Walls, 
Ceilings znd Air Ducts 


Sy A SURE CURE 


This sensational plastic cork coating pre- 
vents condensation drip from metal. con- 
crete, brick. wood, plaster or composition 
surfaces. 

Permanently protects metal against rust 
and corrosion, thus prolonging life. of 
pipes, tanks, ete. Forms a moisture-proof. 
insulation type coating impervious to acid 
and alkali. 

Stucco-like finish requires no mainte- 
nance and can be painted anv color. 

A gallon covers about 30 feet of 1” O.D. 
pipe. Comes in 1, 5 and 55 gallon drums. 

Nationally Advertised. Demand is grow- 





ing rapidly with SH, 7 

good profits for oe NF 

dealers. Yat” % 
Immediate & 3 
Shipment 





Order from your Job- 

ber or write for 

Handbook and local 
Sales Helps. 


J. W. MORTELL CO. 


Technical Coatings Since 1495 
508 Burch St. « Kankakee, II. 


ne 





SHARE 


Your Christmas Giving 
With 
The Salvation Army 


*, oF 


WRITE 


The Salvation Army 
Into 
Your Will 


bet RE 


DRIES 















/hen it comes to hobbies, look to the great out-doors” says L. P 
Hickam, catalog manager, Strevell-Paterson Hardware Co., Sa't Lake City 
Utah, wholesale hardware distributors. “Hunting and fishing are my hobbies 
No state in the west can equal the Utah hunters’ paradise.’ Each year 
Mr. Hickam spends some leisure time whipping the streams of Utah with 
dry flies, brown hackets, etc. When the duck season opens he is out in 
his blind on the shores of Great Salt Lake. He also enoys pheasant hunt- 
ing, in season. When he celebrated his birthday in November his family 
enjoyed a pheasant dinner. Mr. Hickam is past secretary of the Salt Lake 
County Fish and Game Association. His recipe for staying young is, “When 
you're not hunting fishing, and when you're not fishing, try hunting.’ 


Holding a combination of sword and cane is A. M. Collot, of A. M 
ollot Supplies, Miami, Fla., locksmiths’ supplies distributor, locksmith and 
manufacturer of lawn mower repair parts. The combination sword and 
cane is one of the most unusual items in his collection of weapons which 
includes pistols a hundred or more years old. Mr. Collot, who holds the 
cane sheath in his left hand and the cane handled sword in his right, is 
also scoutmaster of a local Boy Scout troop 
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Dynamic 
Hatchet 


Power Centered 





@ Improved dynamic design (patented) 
gives perfect balance plus unequalled ‘ 
efficiency in both chopping and driving. 
Full force of each blow is centered at % 
point of impact, as in sketch. 

Stock, display and profit with this uni- 
versally sought and accepted tool. ‘ 


ad 
> 


National advertising directs 10,000,000 
consumers to buy it in Hardware Stores. 
Produced only by the Makers of True 
Temper Products, Cleveland, Ohio. 


TRUE TEMPER 


PRODUCTS 


FORKS + RAKES + HOES « AXES » HAMMERS + HATCHETS 
SHOVELS + FISHING RODS AND BAITS + GOLF SHAFTS 


PROFIT NOW FROM WOOD 


NEW AND NOVEL USEFUL ITEMS 
THAT WILL MAKE MONEY FOR YOU 


* SEND FOR CATALOG SHEET « 


Order through Your Jobber for 
Better than Average Discounts 


NOCK-ON-WOOD, LTD. 


"Ideas in Wood" 
BLOOMFIELD IOWA 














A HELP FOR YOUR CUSTOMERS! 


“Torch Pointers,” Clayton and Lambert's handy book on the 
care and operation of blow torches, will be welcomed by 
your customers. Quantities for free distribution to torch users 
are available to bonafide hardware dealers who request them 
on their letterhead. Keep a supply on your counter! 


CLAYTON & LAMBERT 


MANUFACTURING COMPANY * DETROIT, MICHIGAN 
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“INDESTRUCTO”" LIGHT WEIGHT PLASTIC FLOAT 


Does away with strain and wear imposed by heavy floats 
on hard-to-get rods and ball-cocks. “Indestructo"” weighs 
only a fraction of the weight of some others—yet con- 
siderably stronger. 


AMERICAN 





"Indestructo" ti 0, 
PLASTIC | 
a) ae 
TANK FLOATS %&@ 
Tough, last indefinitely! Cor- See hisi 


rosion proof, buoyant, resistant Seid in bulk or t det, in 
to all water content Used by beautiful display carton. 
leading manufacturers. 2 sizes: 4”x5” and 3/2”"x4/e”. 





“Indestructo" 


FLUSH ELBOWS 


One-piece, porcelain white. A 
distinctive improvement to en- 


hance the appearance of bath- 
room fixtures. All popular sizes. 
With or without plastic slip 


nuts and rubber washers. 
RETAILERS: Order from wholesaler. Send for folder. 
JOBBERS: Send for samples and prices. 

Write for details on American's line of Plastic plumbing and 
heating specialities. Many new items are being developed. 


Originators and pioneers of Plastic Plumbing Specialties. 








AMERICAN MOLDED PRODUCTS SALES CO. 
CHICAGO, ILL 


1758 N. HONORE ST. 





Making things | hot 
for Hitler! vot 


“ai eager 


“CONOMASE <P 


ae 










Hitler may never have bought an Economaster Heater. 
We hope not. But right now he's feeling the awful impact 
of Economaster materials that are going into battleships, 
tanks, guns and other war material. 

That’s why we can’t sell Economasters now—unless it’s a 
high priority order 3ut after the armistice, we'll be 
back again building what we believe is the finest heater 
value on the market—Economaster, the heater that reflects, 
radiates, circulates—and Sells. 


















Se 
YOUR ECONOMASTER 





ECONOMASTER 
PRODUCTSCO.., Inc. 


A TENNESSEE VALLEY APPLIANCE 
ORGANIZATION 


117-119 Ninth Ave., North 
Nashville, Tenn. 











WHEN PEACE COMES AND 
LOW COST POWER IS 
AVAILABLE TO ALL. 






Plant at Shelbyville, Tenn. 

























COLD CHISELS 


GUARANTEED 2 FOR 1 
OXFORD TOOL COMPANY 
G. G. CAMPBELL, Pres. 

1633 N. 2nd Street Philadelphia, Pa. 











TROY—BEST 


File Handles 






Gri ° 
(Patented), assures better workmanship 
and safety to user. A favorite for over 
40 years. 


TROY FILE WORKS 


Troy, Est. 1831. N. Y. 


















CLIP-RITE 


COOK'S 


NEW STREAMLINE 


SUPER VALUE 
NAIL CLIPPER 


Latest member of Gem ct 
Nail Clipper family. 
Hardened jaws, nail 
file, cleaner. Heavily 
nickeled. Doz. on colorful card 
at jobbers’. Send for details 


THE H. C. COOK CO. 
27 Beaver St.. Ansonia. Cona. 


KEY BLANKS 


OF EVERY DESCRIPTION 


3 


Catalogue on Request 


GRAHAM MFG. CO. 


Dept. w. 
Derby, Conn., U. S. A. 



































STEEL BRICK HODS 


Have been used 
for years 
because of 
their strength 
and lightness. 


Ne. 162 2x0” All steel 
Brie x7” deep 


Prices Will Interest 
The Cleveland Wire Spring Co. 


E. 38th St. and Hamiiton Ave. 
. @ CLEVELAND,OHIO @ @ 














You'll find REAL 


Sales Representatives 
advertising in the 
Sales Accounts Wanted 
Columns 


















Colonial Farms 
Plan for 
Merchandising 


Live Chicks 


K MPHASIZING that the selling 
_dof baby chicks is one business 
unaffected by priorities, Colonial 
Poultry Farms, with general offices 
in Pleasant Hill, Mo., and operating 
seven strategically located hatcher- 
ies, offers a merchandising plan for 
hardware dealers. With more farm- 
ing being encouraged, as part of our 
war effort, there is a big boom in 
the chicken raising field. 

Under the Colonial plan dealers 
receive speedy shipments of blooded 
chicks for their customers. The 
hardware merchant uses attractive 
displays provided by the company 
to assist in getting orders. Orders 
are then filled by Colonial Poultry 
Farms, simplifying the merchant's 



















work. A generous commission is 
paid on each order. 

Colonial Poultry Farms states, in 
its catalog, that every chick will 
reach the buyer alive. Its guarantee 
states that the company will make 
adjustment “for all dead and in bad 
order” when received. A 44-page 
catalog shows the company’s 
branches and tells of some ot the 
records of hens used to breed its 
chicks. Included in the line are 
Colonial: S. C. Reds; White Ply- 
mouth Rocks; Barred Rocks; New 
Hampshires; Buff Orpingtons; 
White Wyandottes, Minorcas and 
Hybrid Chicks. Both sexed and 
straight run chicks are offered. 








Glass Containers for Waxes and Polishes 





One of the country’s leading manufacturers of cleaning waxes and polishes 
has joined the parade to glass containers. S. C. Johnson & Son, Inc., 
Racine, Wis., has adopted glass bottles for “Carnu”, cleaning and pol- 
ishing fluid for automobiles, Cream Wax for furniture and “Glo-Coat” 
floor polish. The bottles are made by the Owens-Illinois Glass Co., 
Toledo, Ohio, in the new duraglass technique. Closures are small to facili- 
tate pouring and the bottles are light in weight and of simplified design. 
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GIVE THEM THE BEST TOOLS 


Production will 
. Speed our Victory! 


THE NEW "MERCURY" 
Ohlen-Bishop’s No. 22 is 
the modern version of qual- 
ity and speed in a high 
grade hand saw. Stream- 
lined w:.'nut handle with 
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blade of finest steel. Show 
the “‘Mercury’’— it sells on 
sight Write for complete 
catalog. 


OHLEN-BISHOP sy 


LAWRENCEBURG, INDIANA 





MASTER Saw 


COLUMBUS, OHIO 





TODAY- Making Tools for 
VI C TOR * 


aaa 


DROP FORGED TOOLS 





STANLEY HARDWARE stioinc doors 


\\ 


Smooth Rolling Action at a finger touch * Track Straight 





as a Die * Clamps join Track Sections into strong, con- 
tinuous unit * Easily Adjusted with turn of a nux * 3 Sizes 
Fit All Doors weighing up to 1000 pounds. 





Stanley Catalog No. 61 describes 
the full line. Send for a copy. The S TA | L a , oe 
Stanley Works, New Britain, “onn. 

¢ 


DOORS 





HARDWARE FOR CAREFREE 
















FAULTLESS. 


DOUBLE BALL. BEARING 


CASTERS 


86% more BALL BEARINGS | 










FAULTLESS CASTER CORPORATION 
EVANSVILLE, INDIANA 
Branches in Principal Cities Canada Factory: Stratford, Ontario 


DECEMBER 19, 1942 





GENUINE AJE' 


la) , 
dLamdard, 


PRODUCTS 





Serquhere 
HARDWARE SPECIALTIES 

Overhead Conveyors, Conveyor Track, Switches, 

Tackle Block Hoists, Wire Stretchers, Weldless 


Chain, Chain Goods, Door Hangers, Door Track, 
Holders, Latches, Wrought Goods, etc., etc. 






Established 1879 


Atso HAYING TOOLS anp 
#3 BARN EQUIPMENT 


“Guaranteed to satisfy the user” 





THE NEY MFG. CO., CANTON, O. 


BRANCH HOUSE - COUNCIL BLUFFS, IA. 























Nothing Better for Laying 
LINOLEUM 


This specially formulated SHEF- 
FIELD LINOLEUM PASTE 
makes the laying of linoleum (on 
floors, steps, sinks, etc.) a very 
simple job. It’s easy to work with 
—it grips fast—it holds tight—and 
it’s priced for quick sales. Show 
it to your trade NOW. % pts. to 
gallons. 


@ Write for catalog of 40 Sheffield 
Fast Sellers 


THE SHEFFIELD BRONZE POWDER & STENCIL CO., CLEVELAND, OHI0 





“Foethield Bremen PrwdersSteo™” 








ANCHOR BRAND HARDWARE 


“Bread and Butter" Lines 
for Hardware Retailers 





MANUFACTURING CO. 
NEW BRITAIN, CONN. 


BRANCH OFFICES IN 
NEW YORK 
AGO ST.LOUIS 
SAN FRANCISCO 


The Makers of Anchor Brand Harness and Saddlery 
The Most Complete Line in the World 


Hardware - - 


STAMPS for 
Hard Surfaces 


Now ready for use on tough 4 
marking jobs everywhere x 
in busy American industry, 
these new hand-made Mil- 
lers Falls tool-steel stamps a 
have special tempered faces 
to stand up where ordinary 
stamps would fail, and 4 
tempered heads to prevent 

mushrooming or fracturing. Character sizes from 1/20” 
to 14”, letters and figures. Sharp, clear, legible impres- 
sions. Packed in well-made wooden box. Write for details. 


MILLERS FALLS COMPANY 
Sy 








GREENFIELD . . MASSACHUSETTS 
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Coming Conventions and Events 


Corrected Each Issue According to Latest Data 


American Hardware Supply Co., ing, 7th and Chestnut Sts., St. Louis, 
annual convention, January 25, 26, 1943, Mo., is secretary. 


at company headquarters, 41-43 Termi 
nal Way, South Side, P'ttsburgh, Pa. 


William M. Stout is general manager. 


Mountain States Hardware & Im- 
plement Association, annual convention, 
Jan. 19-20, 1943, at Cosmopolitan Hotel, 


California Retail] Hardware Associa- Denver, Colo. John J. Bartlett, 637 


tion, annual convention, Feb. 15-16, 
1943. Sessions will be held at the West- 
ern Merchandise Mart, 1355 Market St., 
San Francisco, Cal. Hot l Headquarters 9-10, 1943. at Hotel Syracuse 
at Hotel Whiteomb, San Francisco. N. Y. . 
LeRoy Smith, 417 Market St., San Fran- 


cisco, is secretary. 


Kentucky Hardware and Implement 


Pine St., Boulder, Colo., is secretary. 
New York State Retail Hardware 
Association, annual convention, Feb. 
, Syracuce 
Nicholas H. Kiley, 508 Hills 


Building, Syracuse, N. Y., is secretary. 


Ohio Hardware Association, war 
conference and exhibit, Feb. 16-18, 


Association, annual convention, Jan -_ - . ‘ 

. é , Jan. ‘ . aa 
19-20, 1943, in Louisville, Ky. Hotel ISS, in — Ohio. ~— 
headquarters and sessions at the Ken- quarters, comierence sessions an< 


tucky Hotel. J. M. Stone, 315 Kentucky 


Hotel, Louisville, Ky., is secretary. 


Mirnesota Retail Hardware As ocia- 
tion, annual convention and_ exhibit, 
Jan. 26-28, 1943, in St. Paul, Minn. 


exhibit at the Deshler-Wallick Hotel. 
John B. Conklin, 175 South High 
St., Columbus, is secretary. 


Southern California Retail Hard- 
ware Association, annual convention and 


Headquarters, sessions and exhibit in exhibit, Feb. 24-25, 1943, in Los An- 


the St. Paul Hotel. C. J. Christopher, 
Nicollet at 24th St., Minneapolis, Minn., 


is secretary. 


Missouri Retail Hardware Associa- 
tion, annual convention, Feb. 16-17, 
1943, in St. Louis, Mo. Hotel headquar- 
ters and sessions at the Jefferson Hotel. 
Louis C. Kreh, 323-324 Wamrnght Build- 


geles, Calif. Convention headquarters, 
sessions and exhibit at the Elks Club. 
J. V. Guilfoyle, 509 Rives Syrong Build- 
ing, Los Angeles, Calif., is managing 
director. 

Virginia Retail Hardware  Asso- 
ciation, annual convention, Feb. 22-23, 
1943, at the Hotel Roanoke, Roanoke, 
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Help Wanted. Accounts Wanted Positions Wanted 
‘ pom (Special Rate) set onnh, maximum 
Business Opportunities 50 words ......... ny PY eT $1.00 
‘ Each additional word............... Os 
Sales Representatives Wanted Allow Seven Words for Keyed Address or Your Address 
Set solid, maximum, 50 words....... $4.00 BOXED DISPLAY RATES 
All capitals, maximum, 50 words.... 5.00 ME dios wide dnddecedssceneee< $6.00 
Each additional word...... 08 Each ‘additional rer 4.00 











WHAT HAVE YOU TO SELL ON COM 
MISSION BASIS? Manufacturers and jobbers 
who have a large stock of good salable articles 
w line of merchandise that will sell to jobbers, 
chain and department stores and other outlets it 
the Middle West write us at once giving ful! 
information Address—-Cusack & Harman, 518 
Reliance Bldg., Kansas City, Missouri 


IF YOUR BUSINESS IS A WAR CAS" 
ALTY and you wish to dispose of equipment and 
dies for the manufacture of metal products 
any kind, we would be interested in getting com 
plete details This applies only to items that 
have been on the market and with proven sales 
records and not to new inventions. Address Box 
H-159, care of Harpware Acr, 100 FE fond 
Street, New York City 


WANTED LINES FROM MANUFACTUR 
ERS: Padlocks, night latches, inside lock sets. 
We call on hardware, building material, general 
stores, wholesale groceries, department stores, on 
straight commission, with exclusive sale in thie 
South East. Address H-143, care of Harpware | 
Ace, 100 E. 42nd Street, N. Y. City 
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MANUFACTURER’S REPRESENTATIVE 
DESIRES A LINE-—20 year acquaintance with 
chain store syndicates, also electrical and hard 
ware distributors in greater New York and 
vicinity. Seeks sales connection in this territory. 
Address Box H-158, care of Harpware Ace, 16° 

2nd St... N. Y¥. City. 


WANTED, EXPERIENCED BUYER © 


| ASSISTANT BUYER for housefurnishings, 


hardware, appliances, notions, toys, for depart 
ment store in Pennsylvania. Attractive salary. 
Give all particulars as to previous experience, 
age, etc., in first letter. Male or female may 
apply. Address Box H-157, care of Harpware 
Ace, 100 E. 42nd St., N. Y. City. 


TRAVELING SALESMAN—WELL ESTAR 


| LISHED AND qualified now selling the hard 


ware, mill supply and industrial trade in Tennes 


| see, Kentucky and adjoining territory wants allied 


line on commission basis. Excellent following 
among the well-rated retail and wholesale accounts, 
A-1 references. Address Box H-149, care of 
HlarpwWare Ace, 100 E. 42nd Street, N. Y. City. 


Va. G. T. Omohundro, Jr., Scottsville, 
Va., is secretary. 


Western Retail Implement and 
Hardware Association, annual conven- 
tion and exhibit, Jan. 25-27, 1943, in 
Kansas City, Mo. Headquarters will be 
at the Hotel President, convention se - 
sions at the Little Theater, Municipal 
Auditorium and exhibit at the Mu- 
nicipal Auditorium. Frank H. Spink, 
322 Scarritt Bldg., Kansas City, Mo., 


is secretary. 


Wisco Hardware Co. annual conven- 
tion, Jan. 26-28, 1943, at the company’s 
headquarters, Madison, Wis. J. A. 
Fitschen is secretary and_ general 
manager. 


Wisconsin Retail Hardware Associa- 
tion, annual convention, Feb. 2-3, 1943, 
at the Hotel Schroeder, Milwaukee, Wis. 
H. A. Lewis, Stevens Point, Wis.. is 
secretary-treasurer. 
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THE INQUIRY CAME ON MONDAY —- BUT 
IT CAME LATE | IN THE DAY- 
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BERT DIDNT MAKE THE CALL JUST THEN 
— HE THOUGHT IT WOULD NT PAY 





(IT RAINED ALL DAY ON TUESDAY, AND 
ON WEONESOAY ‘TWAS TOO HOT- 
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ON THURSDAY HE yo ye TOOTHACHE, 
AND on patna HE FoRGOT- 





ON SATURDAY He MADE THE CALL— 
THE OROER'O TAKEN FLIGHT— 





















































































ANOTHER CHAP HAD LA 
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113-25 BERKLEY STREET, PHILADELPHIA, PENNA 


POPULAR-PRICED 


BATHROOM AND KITCHEN FIXTURES 
IN AUTOYRE HY-GRADE QUALITY 


WRITE FOR LITERATURE 


ASK YOUR SUPPLIER ABOUT ; Santord Design: 
a SS ; 


DESIGNED TO MAKE THE PASSER - BUY: 











Moore Push-Pins and Push-- 
less Hangers display plenty 
of sales action because 
they fill a real need around 
the home. And because each is designed to 
do its job efficiently and well, there’s a real 
demand for this “handy pair.” Thus, they GO 
TOGETHER because of the very nature of the 
job they do and they GO TOGETHER over 
retail counters—to the profitable advan- 
tage of dealers who stock them. 

@ FREE DISPLAY. A _ revolving All-Metal 
Counter Display free with your order for 
72 packets of Moore Push-Pins, Push-less 
Hangers. Specify Cabinet No- 720 


MOORE PUSH-PIN COMPANY - 

















JAPFREY.N.H. 





IN 
ACCURACY 
RELIABILITY 
POPULARITY 


ALWAYS LOOK FOR THE NAMI 


ZEVGREENFIELD 








THE 
VICTORY 
DRIVE! 


SAVE TIME — SAVE MANPOWER! 












Because its automatic grip ture high-quality blades, 
enables the worker to hold, tempered entire length; 
start and set up screws in hand-ground bits; unbreak- 
unhandy places with a mini- able insulating handles in 
mum of time and effort, a . 


most models. Advertised in 


natural for speeding Victory Br a and 
production. Popular Science’’ to reach 


war workers. 
In addition to the patented 
Gripper, Hold-E-Zees fea- Order Through Your Jobber 


UPSON BROS.,INC.,84 Exchange St., Rochester, N.Y. 


Hold-E-Zee screwdriver is a 











MECHANICAL 
RUBBER GOODS 
x 
x 


BOSTON WOVEN HOSE 


& RUBBER COMPANY 
CAMBRIOGE, MASS. 


THE AMERICAN | CRAYON COMPANY 


-316 HAYES AVENUE, Thiam SANDUSKY, OHIO 
NEW YORK SAN FRANCISCO DALLAS 

















Good Window Displays « « « «© « « « # @© «@ @ @ @ @ HH & 


Do you realize that no one factor will draw people to your store 


like attractive window displays of seasonable merchandise? 


Hardware Age is continually reproducing such window displays 


—its representatives are always on the lookout for new ideas. 


HARDWARE AGE, 





100 East 42nd Street, 


And many dealers who require their own copy of Hardware 
Age find it highly profitable to subscribe to extra copies for their 
sales force. 

The cost, $1.00 per year, is returned over and over in better 
windows and increased trade. 


New York City 
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GOLD 


: 
SEAL ’ 
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CONGOLEUM RUGS 


are practical Xmas Gifts. Order 
now for the Holiday Trade. 
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CONGOLEUM-NAIRN INC. 


KEARNY, N. J. 
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Handles —, 
WET ..DRY 


Pre-Woterpra fd cmd Pre-t 






hy Exclus.v2 Methods 


Makes Columbian Rope 
more flexible 


COLUMBIAN..:. 


Avonin 


Jorimates 


Look for the 
RED, WHITE 
AND BLUE 
MARKER 
when you buy 
rope — your 
customers do 


ROPE 


me A 








No. 9 Solvent has 





2314A North 8th St. 





For Cleaner Guns 
and Faster Sales 

Try Hoppe’s No. 9 
Don't let the tin can shortage worry you. 
Soldiers and sportsmen expect to buy this gun 
cleaner in bottles and they rely upon it implicitly 
for getting primer, powder, lead and metal fouling 


from gun bores—and for definitely preventing rust. 


FRANK A. HOPPE, INC. 


Hoppe's 
always been packed in glass. 


Philadelphia, Pa. 








Genuin®€ DOMES 2 SILENCE 





SLIDE SILENTLY - SOFTLY- SMOOTHLY 


~*~ SET-10¢ SET-10c SET 







SAVE FURNITURE 
& FLOORS - CREATE QUIET 


Look for name 
“Domes of Silence” 









chairs and all 


Ask your Jobber. If he 


Domes of Silence — Insulated Cushion Glides 


For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, large 


furniture. 


is not supplied write to 


DOMES of SILENCE, Inc., 35 Pearl St, N.Y. C 
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Simplify Your Stock Jaking with the 


Harpware Ace Wuire Inventory Sueets 


Actual size of sheets 9% by !2 inches over all; writing areo 
8!/, by I1'% inches. Sheets printed on both sides of good 
white bond paper, with 28 entry lines on each side. PRICE $! 
for 200 sheets (400 pages) plus 25¢ mailing charge. 





You can make your annual inventory taking an 
easier, surer job by using the HARDWARE AGE 
WHITE INVENTORY SHEETS which 1,000 
leading retail hardware dealers helped us design. 


From the many suggestions received this sheet 
was designed to sell at a new low price — 200 
sheets for only $1, plus a 25¢ mailing charge. As 
these sheets are printed on both sides of good 
white bond paper, this means you really get 
400 pages of inventory record sheets. Each side 
of the sheet has room for 28 items. Your $1.25 
investment provides inventory space for 11.200 
items. 


During the past years, thousands of retail hard- 
ware dealers and wholesalers have used millions 
of HARDWARE AGE Inventory Sheets because 
they found them simple. convenient and handy 


to use. The WHITE INVENTORY SHEETS are 


cntammtienmennncnaneneoncenninstt met Min csnnnnnunciintitnmnnniannenies 
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the best ever—they are even more simpie, more 
convenient and easier to use. Our entire effort 
was directed toward making your annual inven- 
tory taking an easier and surer undertaking. 


These WHITE INVENTORY SHEETS will 
fit the HARDWARE AGE Inventory Sheet Bind- 
ers which are used by thousands of dealers who 
reorder their Inventory Sheets from us year ip 
and year out. 


Due to the exceptional low price at which 
these sheets are sold and which .applies to the 
United States and its possessions only, please 
have your money order or check accompany 
your order. 


Make your inventory taking this year easier 
and surer with these WHITE INVENTORY 
SHEETS. Use the coupon below to order your 


supply today. 


100 East 42nd Street, New York, N. Y. Bie 
Gentlemen: 

terre er Please send me........... hundred white HARDWARE AGE Inventory Sheets (200 for $1.00. plus 25¢ mailing 
charge). Also send me.......... Binders (50¢ each). Send these to me by return mail. 
WI panicled setadsos PT EPO TT PTE Pr III 3.55 <'.d-5's naricatcrrusep tipnteaen comead paneer amiansar ean 
ADDRESS SMUT eiitainis Reina ae Liew amsabhas weteees oie iitansetsss 
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THE 21ST EDITION 


OF THE 
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QUICK FACTS ABOUT 
THE VITAL USEFULNESS 
OF THIS 21ST EDITION 


1. 739 pages of Product Listings & 
Condensed Catalogs—streamlined to 
help hardware retailers and whole- 
salers meet today's wartime condi- 
tions. 


2. 330 pages of Product advertis- 
ing—the ad-catalogs of 525 manu- 
facturers. 


3. Over 20,000 manufacturers’ 
brand and trade names under ap- 
proximately 7,500 Product-Headings 
—all streamlined and modernized 
for quick and easy reference. 


4, More than 30 Editorial Refer- 
ence pages present needed data on 
a variety of subjects vital to hard- 
ware merchants. Included are sum- 
maries of war-time and priority “P”’ 
orders affecting hardware merchan- 
dise. 


5. Special listing of trade names 
and house brands owned by and 
originating with hardware jobbers. 


6. The most complete and compre- 
hensive Directory Number ever pub- 
lished of manufacturers of Hardware, 
Tools, Household and Kitchen ware; 
Farm, Garden and Dairy Equipment; 
Insecticides, etc.; Paint, Stoves, 
Electrical Appliances and Supplies; 
etc., plus hundreds of merchandise 
items made of non-critical materials 
to meet war-time conditions. 


114 


HARDWARE | 











MERCHANDISE 
DIRECTORY 
NUMBER OF 
HARDWARE AGE 


Is now actively performing a 
vital wartime service for wholesalers 


and retailers of hardware 


UST off the press, this new edition has been streamlined to meet the 
urgent needs of 26,000 Hardware Buyers. 


In one book they can locate all important hardware manufacturers for 
substitute or alternate products of non-critical materials to make up for the 
loss of sales and revenue on normal products which are now unavailable. 


This makes the new edition more useful, more needed, than ever before— 
a veritable lifesaver—a key to gearing their merchandising activities for a 
more profitable survival under today’s conditions. 


Equally important is the Editorial Reference Data presenting a summary 
of war-time orders affecting hardware store merchandise, priority “P” 
orders and up-to-the-minute data on a variety of subjects vital to hardware 
merchants. 


In every way this 2lst coming-of-age edition of “Who Makes It” is a 
splendid example of the editorial service that has made HARDWARE AGE 
the acknowledged leader in the field. 


HARDWARE AGE 


A. B. C. © Charter Member ¢ A. B. P. 
PUBLICATION 


HARDWARE AGE 


100 East 42nd Street, New York, N. Y. 
A CHILTON r) 
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PROVIDING A POST-WAR “CUSHION” 


With incomes reaching a new high 
and spending ability restricted, dealers 
are wisely advising their customers to 
“invest’’ in United States War Bonds. 
Money loaned to the government now 
buys war material to expedite win- 
ning the war, and at the same time 


FOSSSET 


WOOSTER BRUSH CO. 


Brush Manufacturers Since 1851— Thru 4 Wars 


* WOOSTER, OHIO % 
Y 4 wos 


provides for a period of readjustment 
from wartime to peacetime economy. 
You are insuring your own business 
future when you “urge’”’ your custo- 
mers to save now for the things they 
will want to buy when peacetime 
commodities again become available. 
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ANOTHER QUALITY NOTE 


Watch for more accurate threading on 
Carriage and Machine Bolts when this is 
over. Our former superior quality is becom- 
ing routine practice with us today. 


OUR NATION’S JOB IS 
“NATIONAL’S” FIRST JOB TODAY 


Planes, tanks, guns and ships for the Victory 
program must be held, together tight—the 
way National bolts, nuts, screws and rivets 
are made to hold them. 

We appreciate the fine spirit in which our regular peacetime 
customers have accepted the difficulties imposed by the war 
emergency. 

And when Victory is won, you'll be the gainer. For lessons 
learned in meeting the severe requirements of Army and Navy 


service will result in finer, tougher products for you, in the future. 


Vational 











